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Three Dollars a Year 


ware Age 


Founded 1855 








The’rattle prevention’ idea 
will help to sell tools 


Reminding car owners that about ninety 
per cent of the common rattles and 
squeaks are preventable is good hard- 
ware salesmanship. 


It benefits the car owner. It also benefits 
the hardware dealer who makes it sell 
tools. 

Our booklet, “Making the Most of Your 
Motor Car,” has proved to be a step in 
the right direction. 


Our new series of display cards is an- 
other help toward spreading the good 
word of rattle prevention at a time when 
car owners are tuning up the engine for 
a busy summer. 

These six attractive cards, printed in black, 
orange and green, will be supplied without 
charge to every hardware dealer who wants to 
stir up his share of spring business. 


The cards may be obtained by any dealer who 
will write for them, advising that he sells Cres- 
cent Tools and wants to use the cards in his 
window. 


CRESCENT TOOL COMPANY 


204 Harrison St. Jamestown, N. Y. 


Originators of the | 
Crescent Wrench *E curp, 
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SALESROOMs: 
New York, Cuicaco, San Francisco 


HARDWARE AGE 


IN-BEHALF:OF:THE:BRIDE 


‘ Aword to the groom, concerning the breakfasts 
and the dinners he will share with her 


DEAR SIR: 

In each decade of happy matrimony, 
He and She dine together an average of 
twice a day for at least 3,000 days. That’s 
a lot of breakfasts and dinners. 

But the worry of preparing this end- 
less round of menus descends largely on 
her. If her maid walks out, his appetite 
may suffer. But he seldom has to broil 
the chops or coddle a lazy oven. 

If it’s up to the bride to make the table- 
fare interesting, isn’t it “good cricket” 
for the groom to help lighten her job by 
brightening her table? 

He can’t solve the servant problem for 
her. But he can give the cooking a fair 
show by giving it a fair setting. He can 
compliment good culinary with good 
table silver. 


An excellent beginning for the New- 
lywed Table Service, in the world’s finest 
quality silverplate, is that exquisite 1847 
ROGERS Bros. Utility Tray set of 26 pieces 
of spoons, forks and knives for $34, in- 
cluding the serving tray. ... Price slightly 
higher in Canada. 

You can see this beauti.ul post-honey- 
moon set at the store of any good silver- 
ware merchant—in The Anniversary, The 
Ancestral, The Ambassador, or other 
classic patterns. 


7 7 7 


MAY WE SEND YOU THAT FAMOUS BOOK 
“Etiquette, Entertaining and Good Sense’”’? 


A charming little brochure on how to entertain correctly and 
smartly for luncheons, dinners and afternoon teas. What to 
serve and how to serve it—for occasions both formal and in- 
formal. A copy is yours for the asking. .. Ask for booklet 
R-28, International Silver Co., Dept. E, Meriden, Conn. 








‘1847 ROGERS BROS - 


SILVER PLATE 


| + INTERNATIONAL SILVER CO -_ 





Tats ADVERTISEMENT, én color, appears in The Saturday Evening Post, April 3, 
1926; The Ladies’ Home Journal, April, 1926; and Good Housekeeping, April, 1926 
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HY not cash in on the demand there ts 
for tools of extra quality? Here’s a 
hammer and a plane that every carpenter 
would be glad to own. 


These V & B Unbreakable Planes are drop 
forged. They won’t snap from a fall, as cast 
iron planes will. ‘They are furnished with all 
vanadium steel blades and walnut handles 
and come in the most popular sizes. 


V & B Vanadium Hammers are made from 
special V & B formula vanadium steel, care- 
fully finished and handled with the finest 
hand-shaved second growth white hickory. 
The octagon-necked, round-faced head is 
firmly locked to the handle with Vaughan’s 
Expansion Wedge. They have a special non- 
slip clamp that will grip either a brad or a 
spike. | 

Get your share of the business on. these two unusual 

tools. 


BUSHNELL 
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NICHOLSON FILES 


— 














A Straight Path 


To Bigger Business 
in Tools - 


“Birds of a feather flock together” 


and your customers know it. 








Stock and push files stamped 
with the Nicholson File Co. 
Trade Marks. These brands stand 
for the best in tool manufacture. 
They stamp your store as a seller 


of good tools. 


Such a reputation is bound to 
increase sales. 


NICHOLSON FILE CO. 


Providence, R.1., U.S.A. 








—— A FILE FOR 
EVERY PURPOSE 
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Bank Your Reputation 
on the Morco Pipe Wrench 


When you sell a MORCO Pipe Wrench you increase your great- 
est asset—customer good will. 

For no other wrench is more conscientiously constructed. 100% 
drop forged, oil hardened jaws and correct balance make this all- 
steel wrench the choice of experienced tool users. No better wrench 
can be made. 

MORCO is made in four wood handle sizes, 6, 8, 10 and 14 inches; 
and in eight steel handle sizes 6, 8, 10, 14, 18, 24, 36 and 48 inches. 

Prominently display the MORCO carton and bank your reputa- 
tion on MORCO’S never failing performance. 


MOORE DROP FORGING COMPANY 


SPRINGFIELD, MASSACHUSETTS 
DETROIT OFFICE, GENERAL MOTORS BUILDING 


MORCO 


CZ 
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MONDS 


Blue Ribbon 
HAND SAWS 











Demand tor the world 
known Simonds Blue Rib- 
bon Line Hand Saws is 
greater than ever before. 
You can sell them to the 
carpenter or handy man be- 
cause they know of their 
quality and Cutting power. 

















Get in line for more saw profit 
and quick turnover. Stock the 


Simonds Blue Ribbon Hand 


Saws. 











Ask for our catalog and selling 
proposition. 


Simonds Saw. Steel Co. 


Established 1832 Fitchburg, Mass. 
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It's Buying Time for the Poultry Raiser 
It’s Selling Time for You 


Now come the big turn-over months for poultry fence and other 
poultry supplies. 


Made and . 

_ Stretches Every new born chick suggests the need for netting. And netting, 
Like Farm in turn, suggests the need for other profitable items in your stock. 
Fence 


Today in your trade territory scores of potential buyers are figur- 
ing their requirements. Tomorrow they will buy. 


And, while it is buying time for the poultryman, it also is selling 
time for the dealer. Now is the time to go after this profitable trade. 


Make U. S. Poultry Fence your leader. It will bring new cus- 
-. tomers to your store and pul money in your cash register. 

U. S. Poultry Fence appeals instantly, -even to the inexperienced, 

because it is made and stretches like farm fence, requires neither 

top rail nor baseboard, costs less «put up” and, makes a_ neater, 

more lasting fence. 


Representative jobbers all over the country maintain complete stocks. If you 
do not know the U. S. jobber in your territory, write us for his name. 


Indiana Steel & Wire Company 


Muncie, : : Indiana 
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Mossberg 


News 


Reel 


During the 
next two 
months 


More ___ people 
will work on 
their cars 


Than at any 
other season of 
the year 


Spring puts 
them in_ the 
buying mood 


For the three 
handy socket 
sets shown on 
this page 


Send for our 
new catalog 
showing the 
complete 
MOSSBERG 


Line. 


To be con- 
tinued in a 
couple of 
weeks. 
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Three MOSSBERG Socket Sets 
Produced as Quick Sellers 


Especially for the Hardware Trade 





Socket Wrench Set No. 13 


The container accounts in part for the 
quick sales Socket Wrench No. 13 is 
making for hardware dealers. It is 
brown enamel steel with a new attrac- 
tive frostine finish. 


Socket Set No. 13 is well stocked, 
having 8-inch ratchet handle, 934-inch 
extension bar and 15 sockets of steel. 
Also one 29/32-inch Hexagon Spark 
Plug Socket, No. 402, 4 inches long. 
Price, $5.75. 





Socket Wrench Set No. 10 


Its years of record sales prove that 
socket wrenches are displacing other 
types, and a new container, made of 
brown enamel steel with special fros- 
tine finish, broaden still more its sales 
possibilities. 


Included are reversible ratchet, exten- 
sion bar, universal joint, offset serew 
driver and guaranteed sockets. Also 
four sockets for standard spark plugs. 
Price, $9.75. 





Priced at only $1.10, Han-D-Set No. 83 
is Proving Immensely Popular 


Six special analysis steel sockets Hex: 7/16, 





% 
> n 





“It’s a Mossberg” 


all steel 
sockets 


14, 9/16, %, 11/16, and 34 inches in special 

holder. Offset Handle. All 
interchangeable with standard 
MOSSBERG Handles. 


Frank Mossberg Corporation 
Lamb St., Attleboro, Mass. 


Originators of Multiple Socket Sets 
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When endurance 1s an essential factor and when 
the mechanic must do a job of consistent and 
continuous cutting with a hand blade the Star 
Special Flexible Blade will cut again and again 
for the greatest number of times, saving the 
waste through breakage. 


Let us send you samples of this blade Free. 


Makers Since 1883 


STAR HACK SAW BLADES 


CLEMSON BROS., INC. MIDDLETOWN, N. Y. 
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Your Customer May Take the Window Screen 
Cloth You Give Him and Ask No Questions 


But if you wish to send him away feeling that he wants to come back, show 
him the Galvanoid Label on the roll. Tell him that one organization 
mines the ore, makes the steel, draws the wire, weaves the cloth, applies a 
heavy coat of pure zinc after weaving, and then bakes on an additional 
protective coat of varnish. | 

Your customer will be glad to’ know he is getting Galvanoid, and not just 
screen cloth. His satisfaction will ring your cash register many times. 
Standardize on Wickwire Spencer wire products—leaders in every line. 


AMERICAN WIRE FABRICS CORPORATION 


Subsidiary of 


WICKWIRE SPENCER STEEL COMPANY 


General Offices: 
41 East Forty-second Street, New York 
Western Sales Office: 
208 South LaSalle Street, Chicago 












WORCESTER BUFFALO CLEVELAND DETROIT 
SAN FRANCISCO LOS ANGELES SEATTLE 
ey KWIRE ea 
7S." \ Ga. 4 
A / 





PRODUCTS 
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HALT 
ROOFINGS 


—and Building Papers— 














Our brands are well known wherever prepared roofing 
is sold—They have won favorable consideration | 
because of their excellent qualities, exempli- 
fied through years of service—which is 
the real test of any kind of roof- 
ing material. 








CORNELL 


is our best grade, 
extra heavy and 


splendid for ser- ; 
vice. ADELBERT 


er 





A Standard Grade Roofing that 
is better than a lot of “Best” 
grades, yet sells at a popular 


price. KENYON 
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meh LAY! ' 
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A “Competition” Roofing that can’t be beat for the 


money. BUCKEYE. 





A “Sand Coat” medium grade piece of goods. It is a heavy seller 


and good value, too. VASSAR 


A Heavy Mineral Surfaced Roofing. Makes a fine looking job. Comes in Green, 
Red or Blue Black. 


We ship from Cleveland, Ohio, Erie, Pa., or Chicago, Il. 


THE GEO. WORTHINGTON CO. 
CLEVELAND, OHIO 
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From Raw Materials to Finished Products 


> The above is a Sample Display of WICKWIRE 
aha BROTHERS Products, each product being made in its 
oa entirety—from raw material to finished goods by our 
o-"6 own workmen—in our own plant—under our personal 
supervision. Open hearth steel used exclusively. 


This assures an unvarying quality which has char- 
acterized WICKWIRE BROTHERS Brands of Wire 
Goods for over 50 years. 


Special attention is directed to WICKWIRE 
BROTHERS Poultry Netting and Fencing made in 
three styles: Hexagon, Graduated and “W. W.” All 
three are furnished galvanized after or galvanized be- 
fore weaving. 


_ We suggest that you obtain these goods from your 
jobber, who is authorized to stand back of every trans- 
action whether you order a single roll or a hundred. 
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No. 5 


OF COURSE 
AND A FEW 
OF THE OTHERS 


ALWAYS A 
NECESSITY 


DO NOT OVERLOOK THEM 


HAR 


VJ 


REG. U. 8. PAT. OFF. 


TORRINGTON, CONN., U.S. A. 
New York Office: 151 Chambers Street 


Established 1854 








HARDWARE COMPANY 


Reg. U. S. Pat. Off. 


ACK SA 
FRAMES 








PERPETUALLY 
IN DEMAND 














Incorporated 1864 
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Machine Screws 
Stove Bolts 
Tire Bolts 
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American Screw Co. 


PROVIDENCE , RI. 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, ILL. 
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& Ihe Long-Lasting © 
Collar Pad / 


At you offering your customers the | ==> | 
best in Collar Pads? Note this ; ¢ 



























exclusive TAPATCO feature—Hooks _— 


inserting. 


securely attached —no rivets to “- 
quickly rust out and pull through the Pad. recat ten, 


vent wire 


Sweat and continuous heavy usage do not have wapicpalling 
this effect on the Wire Staple and Felt Washer. . 










The weakest point is made strong and the life of * showing Patented in U.S 
> stapiin ecember l, 
Pad materially lengthened. Your customers wie pairs 


ada April 6, 1915 


will prefer this better Pad. 


TAP 


o=" HOR 
COLLAR 
Embody the best yet attained 
in the manufacture of such 
goods. Of surpassing excel- 
lence, they meet in satisfac- 
tory manner the most ex- 
acting requirements of a 
Collar Pad. They cost no ie 
more than so-called “just as gf al 
good” pads—yet you can be - a 
sure nothing better can be 
obtained. 
























Stapling wire clinched 
inside eyelet of hook. 














We manufacture a complete line of y, = ae 
Pads for Team Collars, Riding é — 
Saddles and Cart Saddles; Cae 
also a full line of Back ee 
Bands, both Padded 
and Burlap Lined. 


FOR SALE. BY JOBBERS 
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The American Pad & Canadian 
* Branc 
Textile Company a aaa 


Greenfield Ohio 
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A Train Load Shipment 
of Albert Lea Kitehenkooks 
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No. 865 white porcelain range. <A 
real advance in liquid fuel stoves. 
Built like the finest gas range; four 
burners, large oven and broiler. 








No. 836 three burner cabinet model 
with large convenient utensil cabinet 


Jeautifully finished in 
Also made with four 


underneath. 
grey enamel. 
burners. 


The illustration above shows a 
solid train, 25 carloads, of 
American products, principally 
Kitchenkooks, shipped on Feb. 
9, 1926. 


Eighteen carloads were delivered to the 
W. A. L. Thompson Hardware Company, 
Topeka, Kitchenkook distributors for 
Kansas. This is the first trainload and the 
largest shipment of pressure gasoline stoves 
ever shipped by any manufacturer or pur- 
chased by one distributor. The shipment 
contained more than 4,000 stoves which 
will be distributed by about 500 exclusive 
dealer agents. 


Kitchenkook popularity in Kansas is typical 
of its reception wherever it is introduced. 
It is recognized everywhere as the most 
radical departure from old standards and 
the most outstanding modern improvement 
in liquid fuel stoves. 


Kitchenkook success is due to the fact that 
every woman who sees it demonstrated im- 
mediately realizes that it will enable her to 
do all her baking and cooking faster and 
better than she has ever been able to do it 
before. Dealers like its simplicity and 
rugged construction. Profits are not ab- 
sorbed in service calls. 


We will gladly explain the sales and profit 
possibilities which Kitchenkook brings to 
live dealers and terms for exclusive dealer 
agency. Address nearest office. 


AMERICAN 
Gas Machine Company, Inc. 


Albert Lea, Minn. New York, N. Y. 

















No. 850 Range with low oven. A 
type for which there has long been a 
persistent demand. There is no other 
liquid fuel stove like it. 








No. 844. Four burners. Comes with 
white porcelain mantel back and 
porcelain removable burner tray. 


Also made in two and three burner 
$1ZeS. 
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Sturdy steel rollers held in a strong 
ay = su rt the bearing loads on 
a full line contact with a rolling 
motion instead of the rubbing fric- 
' tion of plain bearings. 
Right and left spirals insure a con- 
stant circulation of oil over alibear- 
ing surfaces. No part of the bearing 
can possibly run dry. 
The steel racesinside whichthe rol- 
lers operate are of the proper hard- 
ness and toughness to keep wear 
to a minimum, thus insuring de- 
pendable operation for years with- 
out bearing adjustment or replace- 
ment. 





Your Customers 
Want These Advanced 
Features in 
a Lawn-Mower 


OUR customer wants a lawn- 

mower that is easy to operate, free 
from noise, friction and wear. He 
wants a mower that will give service 
year after year without loss of time 
for replacement of parts, bearing ad- 
justment or constant oiling. 


There is one type of bearing that 
will assure the performance that he 
is expecting from a lawn-mower, 
and that is the Hyatt roller bearing. 
You will find them in the leading 
mowers. It will pay you to sell these 
better makes. | 

The mowers illustrated are Hyatt roller 
bearing equipped. They are the brands 


your customer will want. Remember them 
when you buy your lawn-mower stock. 


HYATTI 


ROLLER BEARINGS 
HYATT ROLLER BEARING COMPANY 


NEWARK DETROIT CHICAGO SAN FRANCISCO 
Pittsburgh Worcester, Philadelphia Cleveland Charlotte 











“Ideal” putting green mower, manufactured 
by the Ideal Power Lawn-Mower Co., Lan- 
sing, Michigan—a Mower designed espe- 
cially for use on putting greens and places 
where close, clean cutting is necessary. 
It is Hyatt equipped. 





Hercules lawn-mowers, manufactured by the 
Blair Manufacturing Co., Springfield, Mass. This 
mower is Hyatt equipped and is one of the finest 
mowers made, and a leader in the Blair line. 





Coldwell’s Imperial, manufactured by the Cold- 
well Lawn-Mower Co., Newburgh, N. Y. Hyatt 
opaeoes. a leader of the Coldwell line and one 
of the most satisfactory and best selling mowers 
on the market. 





Pennsylvania roller mower, manufactured by 
the Pennsylvania Lawn-Mower Works, Phila- 
delphia. A Hyatt equipped mower designed for 
putting greens, tennis courts and lawns requir- 
ing a mower of exceptional merit. 





Lawn-Vac, manufactured by the Lawn-Vac Co., 
Sacramento, Cal. The Lawn-Vac is an electric 
mower, Hyatt equipped, designed to meet the ex- 
acting needs of the modern home, andis without 
doubt the finest electric mower manufactured. 
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‘Tom- 


TOM-TOM THE OCTAGON 





Radium 
$4.75 


Tom-lIom 
watchman of 


the castle of sleep 


ON AND on Tom-Tom will let 
you wander through the dim, 
high-arched corridors of the 
castle of sleep— undisturbed. 
Not even the echo of his tick- 
ing will reach your ears. But 
when comes the minute that 
castle must be folded up, put 
away for the day... his alarm 
sounds promptly. And dis- 
tinctly you hear it . . . though 
you've climbed to the highest 
cobweb tower and need all 
twelve calls to whisk you into 
daylight. Tom-Tom gets you 
out on time. 

Tom-Tom is a handsome 
True Time Teller. A shiny 
octagon, with cubist numerals, 
special top-ring, curved crys- 
tal for easy time-reading. 
Low priced at your dealer's. 

Low priced also is Tip-Top, 
the silent pocket watch. Re- 
liable, compact — another True 
Time Teller. 

THE NEW HAVEN 
CLOCK COMPANY 
New Haven, Conn. 
Tip Top the pocket watch 


White dial $1.75 
Radium $2.7% 
“yn ~> 
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HARDWARE AGE 


of True Time Tellers 


appear every other week in 


THE SATURDAY EVENING POST 


These advertisements are copies of 
two issues 


Five Million True Time Messages 


every Month 


Height, 514 inches 


TOM-TOM 


Width, 4% inches 


4l4, inch dial 


Convex glass, nickel plated octagon case, 
40-hour movement, _ back bell 
intermittent alarm with shut-off. Removable springs 


Plain Dial $3.25 


Radium Dial $4.25 


TIP-TOP OCTAGON WATCH 


The new octagon-shaped watch, 14 size, thin model, neat and compact. 
Stream line design, nickel polished, semi-octagon bow, substantial an- 


tique pendant corrugated crown, easy 


numerals and skeleton hands. 
Plain Dial $1.75 


to wind, pull-out set. Cubist 


Radium Dial $2.75 


[TIP-TOP OCTAGON WRIST WATCH 


Octagon design, silver dialed, diminutive in size, gives remarkable 
value at low cost. Off-set dial position enables the wearer to tell time 


at a glance without twisting head or wrist. 


“Sam Brown” straps may 


be changed in a moment. Small enough to meet a woman’s needs, yet 
yet sturdy enough to endure a sportsman’s rough use. 


Interchangeable Movement with Removable Springs 
Pull Out Set, Stem Wind, Accurate Second Hand 
Furnished w1th Silver or Silver Radium Dial. 


Silver Dial $3.75 





a 
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Silver Radium $4.50 


NEW HAVEN, CONN 
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TOM*TOM THE OCTAGON 
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White dial 
$3.25 


Radium 


$4.25 


Tom-Tom 
gets ’em up 
in the army 


Irs Bugler Tom-Tom now. 
He is blowing reveille, assem- 
bly, mess, taps—giving orders 
to the United States Army, 
Tom-Tom's serving at the 
army base in Brooklyn now, 
because he went through his 
tests . . . physically fit. 
Through other tests . . . men- 
tally superior! For his honesty, 
puctuality, promptness in 
giving alarm, length and 
strength of that alarm, quiet 
ticking—testing him with 
other clocks for duty in the 
army, Uncle Sam bestowed 
the honors upon Tom-Tom. 


Tom-Tom’'s twelve sturdy 
alarms demand obedience. 
His curved-out front makes 
time-reading easy. An 
octagon, with cubist numer- 
als, special top-ring—he’s a 
True Time Teller. 

As is also Tip-Top, the 
octagon wrist watch, the 
smallest low-priced wrist 
watch made! See both at 
your dealer's. 


THE NEW HAVEN 
CLOCK COMPANY 


New Haven, Conn. 










Tip-Top the Octagon 
wrest wanh. Silver dial 
$3.73; Radium $4.50 
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Decimal Quantities. 
Discounts Based on 
Retail List Prices. 
Clean Profits — 





Easily Figured. 


For the Quantity Buyer 


You deliver unbroken boxes. 


Not only 





Methods o 


Packing—but 


Sie uate 





New Methods of Pricing! 


APBRAND Flint papers and 

Emery cloths packed as illus- 
trated above, and with discounts 
based on retail list prices now offer 
the following new and unusual ad- 
vantages. 


Priced by the Hundred 
Sheets—Order by the Box 


Mapbrand Flint papers and Emery 
cloths are now priced by the hundred 
sheets—reselling prices, upon which 
all discounts are based. 


They are packed in self-serving boxes 
—and shipped in cartons containing 
ten boxes to the carton. 


No Waste—Clean Flat 
Stock—Always in Order 


Your Mapbrand stock is always clean 
and flat, always in order, always in 
its boxes. Every sheet you buy you 
can sell—it remains in good condi- 
tion and just where you can find it. 


The Mapbrand Boxes need not be 
moved from their places to get at 


their contents—no box tops to re- 
move—nothing to clutter your coun- 
ter. 


Beautiful Shelf Stock 
Advertises Itself—Instantly 
Available , 


Placed prominently on your shelves 
Mapbrand boxes make a beautiful 
showing. They remind your custom- 
ers that they need Sandpaper. And 
the Mapbrand “Neatpak’”’ boxes make 
it instantly available—inside of box 
slides out like a drawer, drops down 
and exposes ends of sheets so one or 
more can be removed—drawer pushes 
back into place—leaving stock in 
perfect condition as before. 


Bottom Box Just as Accessible 
as Top One 


Mapbrand “Neatpak” self-serving 
boxes make every sheet available, no 
matter whether in top, bottom, or 
middle box. When any box is empty, 
just throw it away and replace it 
with a full one, 


No ream bundles to unwrap. Just neat 
boxes, in perfect order, on your 
shelves where they belong. 


High Quality of 
Mapbrand Products 


Mapbrand is the best sandpaper pos- 
sible to produce—made of selected 
quartz, clear and clean, without iron 
rust or other foreign substances— 
expertly crushed into jagged frag- 
ments, diamond hard and razor sharp. 


Every production operation is per- 
formed in our own plants from the 
crushing and grading of the raw 
mineral to the skillful coating of the 
finished product on machines spe- 
cially designed and built in our own 
machine shops. 


Every bit of material is thoroughly 
tested in our laboratories before 
going into production. 


Discounts Easy 
to Figure 


Mapbrand Flint paper and Emery 
cloth is priced in decimal units, with 


UNITED STATES SAND PAPER CO., 
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discounts based on retail list prices. 
You always know what your profit is 
when selling Mapbrand. No great 
amount of adding — dividing — sub- 


‘tracting. Just one simple sum that 


you can do in your head, without 
pencil or paper. 


Your Profit is 
Self-Determined 


With fixed discounts from the retail 
price list, your profit is immediately 
determined. You don’t have to get 
a headache figuring out where your 
profit comes in. When the list price 


WILLIAMSPORT, 











is your selling price and that selling 
price is on the hundred-sheet basis, 
your discount automatically indicates 
your cost—and the difference be- 
tween that cost and your selling 
price is your profit. Every operation 
in connection with your sale having 
been minimized and simplified, your 
profit is practically all NET profit. 


Sandpaper Sales 
Modernized 


This method of pricing Mapbrand is 
another great forward step in sand- 
paper merchandising. It puts abra- 


PENNA., 


Less Work—Less Waste 
for Jobber and Dealer 
Neater—Cleaner Stock 
Instantly Available. 


For the Smaller Buyer 


You quickly and easily select any number of 
sheets desired—no moving of boxes, lifting 
or replacing lids—the drawer-like box in- 
terior slides out at the touch of your fingers, 
drops down, and exposes the sheet ends— 
so that any sheet in any box is instantly 
available without disturbing your shelf ar- 
rangement, 


This is the brand new “NEAT. 
PAK” self-serving box (patent ap- 
plied for) which makes every sheet 
accessible without disturbing the 
rest. 


sive papers on a par with over-the- 
counter goods sold in the modern 
way. 

With decimal quantities—hundreds in- 
stead of rcams and quires—and these 
new discounts based on definite retail 
list prices, your whole job is simpli- 
fied. 


Less Expense 

More Profits 
You save time and expense—you 
save wastage of stock—you make 
more sales—and you know what your 
profits are. 


U. S. A. 
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Jobbers—Attention! 


Mapbrand Flint 
d t:mery cloth 
shipped in cartons con- 
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Get your customers to 
order them in 10-bo.v 
guantities and you can 
veship in the original 
cartons. Ream bundles 
may still be obtained, tf 








Order them in that 


way. 
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ecimal Lots 


A Great Convenience to Jobber and Dealer 


HE MAPBRAND boxes, as shown on 

previous pages, are packed for ship- 

ment in lots of ten boxes to the pack- 
age, so that the Jobber in most cases has 
only to sort and reship the original packages 
to his dealers. 


This means prompt and correct deliveries— 
in just the quantities required. It means 
time and labor saved—easier stock-checking, 


easier accounting, simplified records. Dis- 
counts are generally in percentages, and 
percentages are easiest arrived at when deci- 
mal amounts are involved. 


Therefore, the new MAPBRAND System 
of Decimal Shipping, Decimal Boxing, and 
Discounts based on Retail List Prices, puts 
the sandpaper business on a modern basis 
all the way through. 


Full Information and Price Lists on Request 


UNITED STATES SAND PAPER CO. 


WILLIAMSPORT, PA., U.S. A. 


NEW YORK: 86 Warren Stree: 
PHILADELPHIA: 102 N. 3rd Street 
BOSTON: 261 Franklin Street 


DETROIT: 120 Woodbridge Street, E. of be World 
Association 





By levine Member 





CHICAGO: 547 W. Lake Street 
SAN FRANCISCO: 41 Spear Street 
NEW ORLEANS: 904 Canal-Commercial Bldg. 
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Bill Howell tells 





I’m a Hardware Retailer—like the rest 
of you fellows. 


Like you, I did a good business—with 
darned little profit. 
I figured this way. 


If more than a hundred Hardware 
Wholesalers could agree on a simple plan 
to make Hardware Retailing profitable, 
I'd try that plan. 

Among other things I found I’d been 
buying to lose. 


Now I’m buying to win. 
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rs 
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More than a Hundred 


Hardware Wholesalers 
that cover every state in 
the Union agreed among 
themselves on a simple 


I’m telling you—it pays. 


I’m telling you in a book, “Bill Howell 
— Hardware Merchandiser.” 


Mansfield will send you a copy—send 


plan that would make for it—use the coupon. 


Hardware Retailing more It will pa ou bi 
S profitable. a 5: 
They call it “TheThree ina G; Uy WL 
Point Plan.” It’s simple— owell 


and it works. 


Hundreds of Hard- 
ware Retailers are using 
it to make more money. 


' The Mansfield Tire 





THE MANSFIELD TIRE © RUBBER CO. 
Mansfield, Ohio 


I’d like a copy of Bill Howell—Hardware Merchandiser. 


Rubber Company is EES aR gee ee eS ee eee oe eT oe ' 
co-operating with these 
Hardware Wholesalers Address -.--..-.------------------------------------------------------------ ' 


to put the Plan before 
Hardware Retailers. 


ie eet 
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The Cost t of Distribution is Lower ~ The Stanners of Quality is Higher | 





eile ~ Moe to Undersell, but—to Overserve ! 
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‘Practical Tests 
prove 


DEVOE Quality” 


Devoe backs its Agents by proving Devoe 
Quality in every advertisement - - - 
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Paint that is cheap b 
on~is not cheap 
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Paint that is cheap by the gallon- 


is not cheap by the job- ~ - 
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Magazine “ i” 

A practical - eeaieine Adeortising & A penction” 

Spreading t spreading tesi 
_ F\ paint goes 


Paint that is cheap by the 
gallon» is not cheap by the job 


longer, it 1s tne most econom: 
ical paint you can use. 
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paint goes farther 


ap by the 
os y the job 








eap 











Lead and Zinc Paint 


DEVO 











Paint & Varnish 























City Newspaper eS | 

















. completely, and satisfactorily 
- according to directions. 
If equal quantites of different paints were —_ wy 
spread on your house, you would be sur- 172 Years 
pred at the differences in the areas they ye Sarg Experience 
would cover. Cheap paints would cover For the outside of home, for the 
inadequately. The better the paint, the walls inside, for the woodwork, the 
farther i would go. the furnuture, there is a particular 
paint,evarnush, or enamel, backed by 172 Practical Tests 
Over and over again, by this spread- years of experience. Take your paint and Prove Devoe Quality 
ing test, pract painters and scientific varnish problems to a Devoe Aut Phe pagent weer stinsrared chne show 
laboratories have found that Agent, and get dependable advice the renelt of applyny to a tack . 
and Zine House Paint possesses eupenor aS 
covennng and spreading capacity Devoe & Raynolds Companr, Inc., kooeteraunsiaeeek gain action when applied according 
Because it covers better, spreads farther, General Offices: 1 W 47th Se, New York com ad hee he Ct sre Cad heen — directions. 
and lasts longer, st is the most economical Branch offices throughout the Unuted States Lead end line Whar Howse Pare n test, \e 
eine laborator- 172 Years of Experience 
. . nat Devoe Lead = For the outside of your home, for 
ea an Inc aint Paint possesseS § the walls inside, for the wood- 
E = ig and spreading §= work eS SS 
Me a> > - > . there is a particular Devoe paint, 
mes: ~—! ; eee” © directions, rs better spreads varnish or enamel, backed by 172 
eee be ety tone te teal t] wn ‘ longer, it ig the * years of experience. Take your 
 & : can « Paint and varnish toa 
y; pl paint son a Authorized — 
. . Pr paints advice. Practic 
f Paint & Varnish Product Ir galion, but 90 Yebrs prove Devoe Quality. 
x poare Devoe & Raynolds Co., Inc. 
pnd Zinc House eneral Offices: 1 W. 47th St. N.Y. 
teed to give SatiSs- Branch offices « the United Steves 
Re rhe DEVOE GUARANTEE 


Window Displays 


per gallon, but by the number of square 
feet a grven quantity of pame will cover 
—smoothly 









paint you can use. Some other paints cost 
less than Devoe per gallon, but no other 
costs as little per job. 

Devoe Lead and Zinc House Paint is guar- 
anteed to grve satisfaction when apphed 
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Farm Paper Advertising 
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This new counter display is 
rapidly increasing sales of 
Barreled Sunlight. It holds 
eight of the new tubes of 
Barreled Sunlight Tinting 
Colors—also a panel painted 
with Barreled Sunlight lus- 
trous white, and a supply of 

attractive leaflets. 





4 unique 
Lustrous White 


For alt interiors 
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is quickly sells the idea 
of tinting Barreled Sunlight! 


Every DEALER who puts this display on his counter 
reports an immediate response. 
The eight different Barreled Sunlight Tinting Colors, in 
handsome tubes, quickly attract attention. Inquiries result 
By simply mixing Barreled Sunlight 


and sales are easily made—for the new tinting idea opens FY EPA ir with Barreled Sun. ' 


up every interior painting job to Barreled Sunlight! light, anyone can obtain a great 
variety of beautiful, delicate tints 


Your own investment is held to a minimum. With just for interior paint- 
ing. Adding just a 


this one superior white paint in a few assorted size cans— iittie of the Color 
plus a double-handful of the Tinting Tubes selling at a produces a light 
shade; adding more 


nominal price—you can offer, in addition to the white, a _ oftheColordarkens 
the shade. The Col- 


nicely assorted line of tints in the delicate shades now so ors arealmost liquid 
° —assuring quick, 
popular even mixing with 


Millions of people already use Barreled Sunlight in the m™inimum effort. 
lustrous white. Now they can also tint it to match any 
scheme of interior decoration. 


The powerful Spring advertising campaign of Barreled Sunlight 
which begins in March issues of the Saturday Evening Post and the 
Literary Digest will present both the ‘‘old’”’ and the new uses of this 
unique paint—handsome as the finest enamel, costs less, covers better, 


and washes like tile. 















U. S. GUTTA PERCHA PAINT CO., 


Use the coupon to get our profitable dealer proposition. 
7 Dudley Street, Providence, R. I 
Please send me Barreled Sunlight dealer proposition with the new 


arreled eee 


Reg. U. S. Pat. Of, 7 
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Brushing Lacquer 
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| The name ‘‘Rogers’’ is one of the oldest 2 


and most respected quality-marks in 
the paint and varnish industry. 


The name ‘Rogers’? on Brushing || Our Nationally Advertised 





| 
| 


Lacquer guarantees a finished product f 

—a matured product—a osu that Money-Back Guaranty 
offers: all the fine qualities of nitrocel- Purchase a can of Rogers Brushing 
lulose lacquer made absolutely prac-~ Lacquer. Apply it. If you are not 
tical and dependable for the brush—a more than satisfied, return what is 
product that we have no hesitation in left to your dealer. He is authorized 
offering you and that you can as confi- to refund THE ENTIRE PUR- 
dently offer your trade. We invite you CHASE PRICE. 


to prove it. 
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That Is RIGHT 


To indicate our implicit faith in Rogers 
Brushing Lacquer—to assure and re-assure 
both the trade and the public—we make the 
unqualified Money-Back Guaranty repro- 
duced at the left. In every advertisement 
of our big introductory National Advertising 
Campaign it is prominently displayed. 


We make the same proposition to you that 
we make to the public. Try Rogers—test it 
—compare it. If our product is not 99 per 
cent perfect in your opinion—if it fails to 
meet your highest expectations in quick 
drying—in free flowing properties—in gloss 
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—in absence of ‘‘picking-up,”’ send it back. 
We will refund your money, too. 

A brushing lacquer that is right has a 
golden future. Rogers is right, and you can 


prove it. ran 

Get the facts about the product—-the na- 
tional advertising—the sales plans—the re- 
sale helps—that will put Rogers over quickly, 
profitably and permanently for you. 


Detroit White Lead Works, Detroit, Mich. 


Makers of Highest Grade Paints, Varnishes, Colors, Lacquers 
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Washington was born February 11. Another easily Sones 2 oe cs 








| | ay , | born February 11, 1732. 
verified fact is that Liquid Granite will satisfy your iansper ciate iradaes 
This discrepancy between the 
customers better than any other varnish. actual date of his birth and 
that officially observed is due 
. = pe of 11 days ye pw 
" ed by the correction of t 
People want floor varnish that wears. They want ld calendar of Jule Cae 
varnish that is good for millions of steps. And that mnoevatngin 
’ ; aie ; The original stone placed in 
means Liquid Granite—the million-step test varnish. 1815 on the site of Washing- 
ton’s birthplace in Westmore- 
land County, Va., bore this 
ily : ' inscription: “Here on the 11 
In durability tests conducted at the University of February, 1732, Geo. Wash 
Chicago, and judged by the representatives of 16 com- ne 
; i For Reference see World 
peting varnish manufacturers, Berry Brothers Almanac 


Liquid Granite won first place! 


Satisfied customers build business. Recommend 
Liquid Granite and you will have lots of them. 


ERRY BROTHERS 


BERRY Enamels Stains 


Detroit, MichS Walkerville, Ont. 
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Tripled Sales with the Valspar Trio! 


A gain of 300 per cent in Valspar sales in six 
months—and still growing!—That’s the record 
made last year by the Falvey Paint Company, 
after it took on Valspar-Enamel and Valspar 
Varnish-Stain in addition to Valspar Varnish. 


It’s not an exceptional record, either. Now-a- 
days everybody wants colored finishes which 
stand wear, weather and washing—and nothing 
does that like Valspar. 


Your customers know Valspar—Clear and in 
Colors, too, for they are more extensively adver- 
tised than any finishes marketed today. 














The Falvey Paint Company writes: 


“We believe that our progress with the sale of 
Valspar since taking on the colors in Valspar— 
Enamels and Stains—1s noteworthy. 

“For the last few years we have been selling als par 
Varnish at a satisfactory turnover rate. We bought 
our first case of Valspar in 1922 and by the end of 
the year had sold four cases. In 1923 we had the 
same turnover rate. In 1924 our Valspar sales 
jumped thirty-eight per cent. 

“In April, 1925, we put in an original assortment 
of Valspar-Enamels and Valspar Varnish-Stains. 
During the six months that have followed we have 
had a gain of three hundred per cent on our Valspar 
sales over the total for last year or four hundred per 


cent over the previous year.” 





Simplify your stock with Valspar and Valspar in Colors! 
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VALENTINE’S 


LSPAR 


The Varnish That Won't Turn White 





New York 


London Paris Amsterdam 


VALENTINE & COMPANY 


Largest Manufacturers of High-Grade Varnishes in the World 


ESTABLISHED 1832 


Chicago Boston 


W. P. FULLER & CO., Pacific Coast 


Toronto 
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Du Pont is opening up 
a new, profitable and 
heretofore almost un- 
cultivated section of 
the paint and varnish 


field --- for du Pont 


agents only. 


Copyright 1924 by 
E. I. du Pont de Nemours 
and Company, Inc. 


Wire or write our 
nearest office for details 


E.I.DU PONT DE NEMOURS & CO., Inc. 


2100 Elston Avenue 35th Street and Gray’s Ferry Road Everett Station No. 49 
Chicago, Iil. Philadelphia, Pa. Boston, Mass. 


\ ——E 
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Bigger Profit 


in Varnish 












S the pioneer makers of heel proof, hammer 
; | proof, water proof varnish, we stand ready 
| to prove to you that O-VAR-SPAR is— 
ae First—that it is easier to sell. 
~ y good varnish 
SES Second—gives you a larger profit. 


Third—that it is a superior all- 
purpose varnish. 


You can put O-VAR-SPaR through any test or 
demonstration that you can think of. 

It is a real all-purpose varnish for outside and 
inside use— 

A varnish that defies competition. 

Get the facts and figtires. 


THE OHIO VARNISH CO. 
Cleveland, Ohio 
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The 
Inquiring 


Dutch Boy 


Each month he asks two 
dealers a question 

















The Question: 











What are the advantages 
of handling white-lead? 


ANSWERS: 


C.A.VANCIL, 826 Kansas Avenue, Topeka, 
Kansas. ‘‘White-lead has many advantages 
which, when pointed out to the painter, always 
result in a sale. We find Dutch Boy lead very 


easy to sell.”’ 
y + A 7 


H. CLIFFORD WHELAN, 16 East Front 
Street, Trenton, N. J. ‘‘We feel that Dutch 
Boy white-lead has been a part of our success, 
as it has been a silent but efficient salesman 
for us, having increased our sales of colors, oils, 
turpentines, japans, and sundry items to such 
an extent that it has cut our overhead or cost 
of doing business to a very low percentage. The 
demand for Dutch Boy white-lead is such that 
it gives a good turnover of stock, making the 
investment comparatively small, giving the 
added advantage of keeping your stock sizes in 


good shape at all times, and can be stored in 


limited space.”’ 
+ vy 7 


Do home-owners, business men, painters in 
your community know your store as the Dutch 
Boy Store? Make them. Write our nearest 
branch for Dutch Boy window display, movie 
slides, cuts of the Dutch Boy for your bills and 


letterheads. They’re free. 

ands 
Just ask for them. A post ear sake : 
card will do. 
NATIONAL LEAD COMPANY 
New York, 111 Broadway; Boston, 131 State Street; Buffalo, 116 
Oak Street; Chicago, 900 West 18th Street; Cincinnati, 659 Free- 
man Avenue; Cleveland, 820 West Superior Avenue; St. Louis, 
722 Chestnut Street; San Francisco, 485 California Street; Pitts- 


burgh, National Lead & Oil Co. of Pa., 316 Fourth Avenue; 
Philadelphia, John T. Lewis & Bros. Co., 437 Chestnut Street. 
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Placed on the market in 1905, Vitra- 
lite, the Long-Life Enamel, was the first 
‘*long-oil’’ or European type of enamel 
to gain widespread popularity in the United 
States and Canada. 

Although designed for the finest of 
architectural decorative work by painters 
and decorators, its ease of application and 
free flowing without brush marks, at- 
tracted many housewives and other ama- 
teur wielders of the brush. 

It is these qualities, combined with the 
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rare charm of the tints available, that " 
have made Vitralite such an ideal house- | 
mM) hold enamel. A 
. At the same time, the great durability |N 
rai and long life of Vitralite brought about its . 
| use where resistance to wear, water and | 
Sa| weather was of primary importance, asin | 
4) kitchens, dairies, laundries, bakeries, hos- Ny 
| pitals and on ships, even though the cost a 
| per gallon was nearly twice as high asthe | 
| cost of paint used for such purposes. . 
: The Miller-Parrott Baking Co., of {ff 
4) Terre Haute, Indiana,used Vitralite seven } 
Mm) years ago on the bakery walls and Mr. |@ 
Miller of this company states that despite [N 
the necessity for washing and keeping it “| 
clean, the surface still has the same sheen i" 
and luster as when first applied. “| 
PR ee OS eer eee There are three distinct types of Vit- |S | 
Painted by Frances Rogers Copyright 1920, P&L ralite: the regular or architectural (used | 
by painters, decorators and householders), |i 
h ° h ‘ ] L . | , / / Vitralite Automobile Enamel (for auto- | 
J er all, tnere 1s not {N™ URE ttralute Enan léL! ssa ren age a Ke 
namel (especially designed for railroa | 
coaches and street cars). 4 
The beautiful,smooth, porce- is there to stay —so durable and Ralph De Palma, the famous auto- By 
. : , : f .. 8 mobile race driver, is one of many who x 
lain-like surface of Vitralite, se long lasting that it is guaranteed appreciate a long-lasting paint job. His i 
Long-Life Ena aaeoodwork for three years, inside or outside, |B} "cing car is finished with Vitralite Auto- 
we fi mobile Enamel. , 
and furniture, met CLOOTS it lasts SO long ; One of the biggest railroads in the o 
bs large jh 
for those wha uous. Mi United States (name on request), a large ii 
. . . ii user of Vitralite Railway Enamel, hashad | 
witheconom tints Bi a test coach on a daily run, for over seven | 
, . - . . 
:0-C m and and one-half years. The exterior of this |p 
so-called — ° 2 coach was finished with Vitralite Railway 4 
amels. The ite, all | Enamel wheh the coach was first put in Bg 
finish: |B use and it is still in good condition! q 
but oe a : * All of which is a casual everyday kind y 
Vitralite poe Green A of evidence of the character and quality ic 
Never be c of the hundreds of other Pratt & Lambert ‘ 
. 4; varnishes, enamels, stains and finishing jf 
like enamel PANEL \ materials made for all classes of trade, 4 
: | industry and home use. N 
characterist r Card and : If you have a finishing problem, tell [# 
will not hi M| usaboutit. We believe we can help you. 7 
level out Ii ental , le! 
sonal trial of a feW ore ee 6 Z “| 
- : 0 ’ . Zz iv 
, ‘ e J , ZA | 
will enable the least experienc d Pratt & Lambert Varnish Products are M 


ete es - 


person to actually see and feel used by painters, specified by architects 


) id ; 






SATAY 





the difference. and sold by the better paint and hard- 
And when applied, Vitralite ware dealers everywhere. 
“Save the surface and | Pratt & Lampert-Inc. 114 Tonawanda St., Buffalo, N. Y. ron’) 
you save a Canadian Address: 20 Courtwright St. . idee, Ontario ews — B&F 


PRATT & LAMBERT VARNISH PRODUCIS 
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PAINT 


233 Recommend to your customers for the economical protection of all 
metal and woodwork. 






Long service records of from five to ten years are obtainable with 
Dixon’s Paint because of its unusual wear-resisting pigment—flake 
silica-graphite, and its vehicle—pure boiled linseed oil. 


The Pigment is inert, aids in preserving the original elasticity of the 
vehicle, increases the thickness of the paint film and has long life. 
The vehicle cannot be equaled by any other substance. 


Write now for Booklet 40-B, and long service records 


JOSEPH DIXON CRUCIBLE CO. 
Jersey City, N. J. Established 1827 


























A FEW ATTRACTIONS 
FROM OUR 5 BARREL PLAN 


NO ONE HAS 









ee Te nc occcs bcwsevsecvesvetes dessa ft ae 

Se, Ge Eg ccc cceveucsscesescessece EE Eee nan 

YE INV N D i i ee eee eG weaneb ee Oe wEN OSS 40.00 Per Ton 
I } [ I Cee ee wg tees eee eveseeeeeeccesss Ge at aan 
eS ee ae 0.07% Per Lb. 

i) ee oa doo eee ee 66 e666 eee 2 0.12 Per Lb. 


a ee ee se 03% Per Lb. 


ee Se SEED oon 0 ccdeddenede wer ee es 60 9:0 0.01% Per Lb. 
Outso-Lite (Exterior Cold Water Paint).......... 0.04 Per Lb. 
Inso-Lite (Inside Cold Da Paint) 0.02% Per Lb. 


B. Our Mills 


By Grouping Your Buying So as to Buy in 5 Bbl. Lots You 
F Receive the Above Ton Prices. 
Write Today for Complete Jobbers Prices Which Include the Above 


and Many Others as Well. 


AT AN EQU AL TAMMS SILICA COMPANY 


30 N. LA SALLE STREET, CHICAGO 
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if RELIABLE PASTE CO. | 


CHICAGO 










MN RELIABLE PASTE Co 
cuicace 








= Sr 


A new convenient way to handle Plaster 
Paris Packed in three sizes: 


One pound, two pound and five pound packages in an assorted barre] of 
360 pounds as follows: 40 l1-pound packages; 60 2-pound packages; 40 
5-pound packages; and costs no more to handle than bulk Plaster Paris. 


Write for prices today. 
RELIABLE PASTE CO. 
3223-25 Cottage Grove Avenue Chicago, Illinois 
Dry Paste—Paint and Varnish Remover—Calcimine 


MAKERS OF 





Varnishes, Enamels and Paints 


Buffalo, N. Y. 


New York City Chicago 
10 Christopher St. 1141 Madison St. 
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ere, ee sy, ae 23, 1925- 


pittsburgh Plate Glass CO-, 
Broadway & Court street, 
‘Cincinnati, Ohior . 


Gentlemen *~ 


- Four years. 2g0 when we: decided to £° into the retail 
paint pusiness we. looked the field over that we might 
gtart in with the best and most complete jine of paint 
materials in the. market = pest in quality, carrying the 
pest guarantee and also = Dest Grmost SEBLIY OOLEINSRT” 
Sent guarentee, 2° Grae OReeTaTNCT one FATE 
to cor eo tryat Pre "Proof Products. OF the Pittsburgh 
Plate Glass Company was the one Line that would ' put 

us on the map’ in the business of our choice: 


fin the "proof Products” line there is a paint material 

for every purpose, and moreover, one that will give 

the very peak: of service in sts usee We are sure tha 

4t is the most complete line of outstanding paint 

products in the field todsy and after four years of 

practical experience sn selling these pro 
11 








contracting painters and other dealers; we ar 
satisfied with the line ana would not think of making 
any change with the 4aea of finding any petter paint 


materials. 
earls ; 3 Very truly yourss 

| wTLMINGTON PAINT & GLASS CO. 

| Per. tafethareo— 


Manage 








DITTSBURGH PLATE GLASS CO. 


Paint and Varnish Factories 


Sees ee eeeeeee see Seeeereseee® 


Milwauk 
ee,Wis., Newark, N.J. Portland, Ore., Los Angeles,Cal 








‘ ™~ 
-* 7 


— ee ~~ af” 
‘ 
- 


et 
SubeeE SEES 


ECEE 





Turn “Lookers” into ‘Buyers’ 
with the 


Hilo Rack Assortment 


Join the host of progressive merchants now mak- 
ing quick profits with this impressive sales 
builder. 


For a modest outlay the Hilo Rack Assortment 
gives you a line of varnish and enamel special- 
ties that meet the general needs of any household. 


The goods are convenient, easy to get at, and are 
readily seen from both sides. The handsome 
steel rack will give an additional dash of dress 
to your store. 


A forceful sales agent. Let it attract customers 
and suggest the items they need for their Spring 
Clean Up and Paint Up. 


Use the coupon for complete information on how 
the Hilo Rack Assortment will bring profits to 
your store. 


Hilo Varnish Corporation 
(Moller & Schumann Co.) 
1 Gerry St. Brooklyn, N. Y. 
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7 YOU TELL 
THE DEALER 
HOW WELL 
YOUR PAINT 
COVERS —™ 














HILO VARNISH CORPORATION 
1 Gerry St., Brooklyn, N. Y. 


Gentlemen: Please send me complete details of your 


RACK ASSORTMENT PLAN. 
ie tac eae er le el eee ie aren Whe aa ate atel a 


EE EE ey en 





Tell the hardware 
dealers about your 
product through the 
medium that covers the 
Hardware Field. The 
readers of Hardware 
Age are wide awake 
merchants. They read 
this paper because they 
want to know what is 
going on. 


Tell this responsive 
audience about your 
product and you'll take 
a big step toward 
achieving the distribu- 
tion you are looking 


for. 


























So 
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C€No one, so far as I know, was ever kept 
from using a Murphy Finish because it was 
not good enough for the job. Some have, no 


HARDWARE 
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doubt, with a proper sense of proportion, 
sometimes realized that a job was not good 


enough for a Murphy Finish. bb 


Two new and timely selling aids for you 


We have prepared these two booklets for free dis- 
tribution to your customers in an attempt to teach 
women everything they need to know in order to 
do home painting successfully. Millions of women 
want to redecorate their homes. These two book- 
lets form part of a great campaign to tell them how 
to do it the easiest way—with Murphy Brushing 
Lacquer. 

We believe that the majority of your customers 
will use the Brushing Lacquer in the standard 
colors in which it comes. There are, however, 
many women whose sense of color is more highly 
developed, who will want to mix colors to obtain 
the various beautiful pastel shades which may be 
secured in this manner. To aid these women and 
to stimulate the wider use of Brushing Lacquer 
among your customers, we have prepared a book- 
let which we call “The Murphy Color Finder”’. 

~ On the cover of this book appears a color chart 
showing thirty-six different colors which may be 
obtained by a simple mixing process from the 
standard twelve colors in which this Lacquer comes. 
These colors are arranged so that contrasting colors 
are opposite one another and harmonizing colors 
are adjacent to one another. The text explains how 
to choose the right color to fit into the existing 
furnishings of a room. It is written in a simple 
easily understood manner so that any woman, how- 


ever inartistic, can readily understand it. 
* * * * * 


The second book entitled “How to Apply 
Murphy Brushing Lacquer” explains simply and 


clearly every step in the process of applying 
Murphy Brushing Lacquer. Each operation is 
illustrated by simple drawings, and is so complete 
and clear that even a woman who has never had 
a paint brush in her hand before is sure to do a 
perfectly satisfactory job if she follows the simple 
directions. It is unlike any instruction book you 
ever saw in its simplicity and clearness. 

Both of these books are being advertised in 
national magazines and you will be furnished a 
quantity for free distribution to your customers. 
Our aim has been to help the woman take each 
step in the whole operation of refinishing wood- 
work and furniture easily, successfully and in its 
logical order. The first book will help her select 
the proper color to use and the second book will 
teach her to apply that color successfully. Send 
the coupon for color card, price list and samples 


of the books. 
Murphy 
BRUSHING Lacquer 


MURPHY VARNISH COMPANY 


NEWARK CHICAGO SAN FRANCISCO + MCNTREAL 





-= 





Murphy Varnish Company 
Newark, N. J. 


| Please send me full information about Murphy Brushing Lacquer 


NAME 





ADDRESS 
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The confidence that your trade places in your judgment and 
integrity is a tremendous asset. It enables you to sell prac- 
tically anything that you choose. At the same time it is a 
tremendous responsibility, as your future is more or less in 
the hands of your friends and neighbors. 


We too owe a certain responsibility to your friends and neigh- 
bors, as well as to yourself. 


S econd For over three-quarters of a century we have been making 


He Should the highest quality paints, varnish, enamels and stains that 
experience, plus facilities, skill, capital and high ideals could 


“FURNISH possibly produce. 


QUALITY We also have business traditions to maintain and many 
THAT IS 100%, friends whose respect and goodwill we must continue to hold. 


DEPEND- Highest quality is assured—by Lucas experience—covering 
ABLE”’ more than three-quarters of a century—Lucas exactness in 
selecting raw material by laboratory test and Lucas facilities 

for combining various materials into a finished paint or var- 


nish product. 


Lucas believes that the paint and varnish manufacturer should 
protect you by furnishing quality that is 100% dependable. 


You can more easily judge quality in paint and varnish prod- 
ucts if you realize that the manufacturer must possess expe- 
rience, skill, and ideals, as well as capital and manufacturing 
facilities to maintain:100% quality at all times. 


O Lucas Paint and Varnish Products will successfully meet 


° every test for merit. 
Write us 


A LUCAS repre- JoAnn Leas & Co..éne. 


sentative from our PHILADELPHIA 
nearest Factory or NEW YORK PITTSBURGH CHICAGO BOSTON 
RESNO OAKLA 


Sales Office will pre- ASHEVILLE F 
ATLANTA LOS, ANGELES 


sent the LUCAS DENVER JACKSONVILLE MEMP 
“100% Success Plan” en 
to you on request. 

Write Dept. 73. SEC 























= Goes Farther 
Lasts Longer 
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why 
PURE TURPENTINE- 


TURPENTINE is distilled from the sap 
of the Pine Tree and is the most satis- 
factory solvent and thinner for a long- 
oil fossil gum Varnish. It dries partly by the 
er of oxygen from the air. In the dry- 
ing of Varnish the film (of vegetable origin) 
thus created, readily combines with the film of 
fossil gum and oil (also of vegetable origin). 

MINERAL SPIRITS (Naphtha, Benzine, 
Kerosene, Gasoline) —all distilled from 
petroleum, evaporate rapidly and com- 
pletely and Gs nat Gately Ue vernich Ghn. 

use of their much lower cost they are 
sometimes used as thinners in place of 
Turpentine. 
Know what 


you buy 





ty iE: 


FOSSIL GUMS- 
VEGETABLE OILS- 
» TURPENTINE 
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ROYAL DEALERS : ROYAL OWNERS 


will tell you that they enjoy | will tell you that they enjoy 


Steady Sales — Ease of Operation 


Increasing Business Thorough Cleaning 
| Freedom from Servicing 


and the 
Best Value per Dollar 


Almost No Servicing 
and the 
Largest NET Profit 


Many Royals have seen ten years 
service. Thousands of owners 
have bought their second 
Royal and almost half our 
sales are the direct result of the 
recommendations of owners. 


During the fifteen years we 
have been making the Royal 
Cleaner wehave lost very few 
dealers, and most of those 
who strayed away have come 
back and are now with us. 





super Royal El 


‘Net-Profit Merchandising Co-operation 


The Sales Helps are not spectacular, but they get the busi- 
ness. Our “Good-Will Plan”, for example, not only gives 
the salesman an opportunity to secure increased compen- 
sation, but it also practically insures the Dealer that every 
Royal will sell another. 


Write for this plan 





Or % 4 ¥ ., . Yr ror < LA A ’ NASCAXATE XM 
ICO Y A} DEALERS VIAKI VIVJINED I 


THE P. A. GEIER CO. « 540-560 East 105th St., Cleveland, Ohio 


CONTINENTAL ELECTRIC Co., LTD. 
507 King Street, East, Toronto, Canada 
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} pan only sharpener that requires 
no skill—sharpens any kind of 
steel, hard or soft,and sharpens any 
kind of blade, straight, curved or 
beveled. No wonder it is selling 


wherever it is shown. Are you 


MUMEU OU 


The one sure way tosellSharpits body who asks for a sharpener. 
in quantity istomountaSharpit Every dealer doing this is selling 
back of your counter where you Sharpitsby thedozens—in many 
canquicklydemonstrateittoany- cases,bythehundredsperannum. 


Here is the way to sell Sharpits. 3 »azeyY CHURN AND MFG. COMPANY + + 4301 Warne Ave.. St. Louis, Mo. 
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Sell “Heat,” Not a Promise 





When cold weather grips us we want heat—not a promise 
of it. 


Riverside Radionas are built to give ample heat and do 
it. The “do” is the reason that thousands of these prac- 
tical cabinet heaters are in use giving genuine heating 
satisfaction in homes. ‘They prove their downright 
efficiency in the coldest weather. 


For this reason they are easy to sell. Furthermore, these 

heaters can be moved as easily as ordinary heating stoves. 

This fact appeals strongly to home owners, as well as to 
No. 1-4 people who rent their dwellings. 


Aerona 
The porcelain enamel used on 


Che Kiverside 


L Radionas 





is a beautiful Walnut Brown, grained to so 
closely resemble natural wood that it almost 
defies detection. ‘This rich finish is applied 
under a heat of 1,400 degrees, fusing it per- 
manently into the metal. 


Riverside Home Warmers are now made in 
three sizes and styles to meet the require- 
ments of different homes and pocket books. 


Besides Radiona Cabinet Heaters we make 
a complete line of Riverside Heating and 
Cooking Stoves, as well as the famous River- 
side Warm Air Furnace. 


We offer the dealer the strongest kind of sales 
co-operation and “Follow up” prospects to 
help you get business. Write for our in- 
teresting proposition. 





Rock Island Stove Co. as eedeiaeaaies 
Rock Island, Ill. 











HARDWARE AGE March 25, 1926 


The “Useful Kit’’ Includes 


4 Bits and a Reambor 
Stock No. GR—-7!4 Quarters. 

All bits included are Genuine Irwin 
Mainbor Auger Bits No. 62-T. 
Sizes: One each 4/16, 6/16, 8/16 
and 12/16 with one Irwin 
Reambor. 

Packing: Eight ounce, double filled 
duck roll with five pockets, braid 


& 
for hanging. Roll comes packed 
in special carton. Weight each 
complete, 14 ounces. 
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MERCHAND 


N ADDITION to its usefulness, this Set has several good 
merchandising appeals. By window or counter display, 
or in your advertising, you can feature a Set of Genuine 


Irwin quality Bits at $1.85—case free. 
This Set can be combined with a good home use brace and 
the combination featured as a special. 


It is also an easy matter to switch a one or two bit customer 
to this small Set, where the case is given free as a premium. 


Ask your Jobber about this new Irwin “Useful Kit.” It’s 
live merchandise. 

We know this new Irwin Set is right because without 
advertising, it has sold by the thousands, and it was not 
offered to the trade until late in January of 1926. 


The Set includes four bits and a Reambor put up in a 
canvas roll. 

The home owner or handy man particularly needs this Set 
as loose bits frequently become lost, rusty and mislaid. 


The “Useful Kit” roll prevents this and other abuse that 
occurs when loose bits are tossed in with a miscellaneous 
assortment of tools. 


THE IRWIN AUGER BIT COMPANY, Wilmington, Ohio 


sa: “Largest Makers of Woodboring Tools in the World’’ 
e European Agents: Markt & Hammacher Co., 193 West Street, New York City 


ThelRWINBit 


REG. U.S .OAT OFF 
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4 BITS and 
a REAMBOR 





A6 HARDWARE AGE March 25, 1926 | 


SNoiseless (ushionlire 














\ 













FPPPP Pry) 


AWS) 
i 


\! 
SSO hetapeerepeimes sept) 


\\ 
<< 


SORA kU es \ 
oN: PD NRQIALSH 06 Sn sete on 
ae 


oer! 








RRR 






= 







Lm) 





Powered 


\ 


TG 





2k RRR RAQRRARRRENS 


WR AEARS 


Roar WR 
4 eM eee Lee 
RU eee 603 


— 
KAN 


aay 
n|{o|al 








statrs, 





Do your top shelves help pay your rent—or are 5 
they empty and unsightly? Does your shelving [ 
extend to the ceiling—or is the upper wall space : 

of your store room vacant and dirty? 


Modern business methods—modern service de- 
mands—modern competition—modern high rents E 
—require modern equipment. And here is where : 
Myers Noiseless Cushion Tire Store Ladders fit 

in nicely with any business. 





They are the efficiency links between well ar- 
ranged stocks of goods and those in your em- 
ploy who serve vour customers. They actually 
bring the topmost shelf within safe and easy 
reach. They facilitate the keeping of clean, neat 
and attractive shelf displays—they simplify in- 
ventories—they speed up your daily service. 
There is a place for one or more Myers Store 
Ladders in every retail or wholesale house in the 
country. 


Perhaps you intend to remodel your salesroom this 
Spring—some of the other merchants in your town may 
contemplate doing likewise. In either case there is an 
opportunity for you to make money. Limited space 
prevents giving details here but we will be glad to send 
literature, information and prices to any dealer who may 
be interested. 


THE F.E.MYERS & BRO.¢2. 
— 2 ASHLAND, QHI1O. iia 
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STOP THAT NERVE RACKING DOOR SLAMMING 


‘tee 
a 


ABig Seller 


OFLERE'S the best $2.00 item for boostin3, your warm weather sales 
you ever saw. It’s the cCNorton Screen “Door Check and Spring — the bidzest value 
ever put into a product of this kind — affordin3 sales possibilities that are as bi’, as your 
neiphborhood. It sells on sight — appeals to every woman’s heart and every man’s 


47 














common-sense. It’s exactly what discriminatin3, folks have been lookin}, for. 


The Norton Screen Door Check 
and Spring is a quality product. 
Every buyer is a satisfied custo- 
mer. Thesale of one means repeat 
business from friends and neigh- 
bors—an endless chain that brings 
many a profitable dollar to your 
cash repister. 


Fly time will soon be here — 
now’s the time to prepare to cash 
in on the Norton Screen Door 
Check and Spring — and there's 
profit in it to make you sit up 
and take notice. 


2902 N. WESTERN AVENUE CHICAGO, ILLINOIS 








Oral S22 


The cylinder of the Norton Screen Door 
Check and Sprin2 is of solid brass — won't 
rust—ives long years of service. 


9 Spring is the heavy duty type. Made of 

steel wire. Designed and tested for this 
att es exclusively. Works positively and 
with precision. 


3 Checking action is scientifically adjusted 
and tested before leaving factory — wor 
positively and is permanently correct. 


Easy to install. Anyone can do it. Only a 
screw driver needed. To take it down onl 
two screws need be removed and it lifts off. 


Act on this! But don’t take time 
to write us a letter — just clip, 
sign and send us the attached 
coupon and we'll give you full 
particulars about discounts, 
advertising, helps, etc. 

Mail the coupon now. | 


Made and guaranteed Z Oo = 
by the largest exclu- - BY Pe 
sive manufactur- © 

ers of door clos- 


: Oy 

ing hardware we Oe 

in the wy . a 

world, » Pe } 
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Bigger Sales Value! 
STOVER “‘Red-Spimdle”’ 


Trade-Mark 


DAMPERS 


Now Made with 


REVERSIBLE 
Grip Nickel Plated BLADES 


Good as they have always been, Stover Dampers have 
been further radically improved. They are now made 
with reversible blades and can be easily identified by the 
“Red-Spindle” trade-mark. Yet they cost no more than 
any good damper. It will pay you to carry the best. 






Note These 
Outstanding 
Features :— 


GRIPS: Either 
coiled nickel plated 
wire, or blac 
enameled wood. 
w chengpe Soo’ 
piece steel with en ‘tnd «RR . 
divided to form ‘16 By Proof 

prongs. SPRING: — 

Unusually strong 
and larger than in most dampers. LUGS: Form posi- 
tive locking device which holds blade rigid on spindle. 
REVERSIBLE BLADE: Spindle can be inserted from 
either side. REAMER POINT: Easily penetrates 
pipe. Wood handled type can be driven with a hammer. 
All these points make Stover “Red-Spindle’ Dampers 
particularly desirable. Stock them now and prepare for 
an unusual demand. Made in 3 to 12-in. sizes with 
round blades; 5% to 8-in sizes with oval blades. 


Ask Your Jobber! 
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“ RED-HEAD” 


Trade-Mark 


For over 30 years Stover Mop- 
Sticks have been famous. Our new 
“Red-Head” Mop-Stick will be even 
more so. It is absolutely rustless. 
Comes in standard domestic size 
with a fine waxed hardwood handle. 
Packed one dozen in a_ sealed 
shipping carton to reach the dealer 
in an undamaged condition. Next 
time you order, specify Stover 
“Red-Head” Mop-Sticks! 


If Your Jobber Hasn’t Them, Write To: 
Stover Mfg. & Engine Co. 


HARDWARE DIVISION 
802 East Street FREEPORT, ILL. 


Also makers of Waffle Irons, Hinges, Andirons and other 
Hardware Specialties. 






Rustless! 


——— 


Hardwood 
Waxed 
Handle 
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Oh) skilled craftsman- 
shipand a high ideal of 
— makes possible 
€ precise uniformity 
and superior finish of 


GRIFFIN Hinges se 





Manufacturing Co 


ERIE, PENNSYLVANIA 
ranch Offices__, 


74 W. LAKE ST. CHICAGO 
28 BINFORD ST. BOSTON 
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Proven 
Profit Chart 


Ss) 


specific sales records 


of retail merchants who have in- 
creased their heater profits by con- 
centrating sales efforts on the quick 
moving numbers—the numbers that 
have proved their popularity by 
customer preference. 





ph myry 
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The numbers indicated in circle 

represent the 3 most items 

and ‘4 sellers in the Adams line 
Cheerful Radiant Heaters 





























CHARTING @ 
Safer | Courses 


How much money did you 
make on heaters last season? 
Did your capital invested earn 
a fair rate of profit? Does your 
experience encourage you 
to look upon heaters as a 
profit-paying line—a line that 
deserves energetic selling effort? 
These are vital questions— 
questions that effect your 
business profits. 
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"PLAN, to remove the risks 
Jrom radiant heater selling 


outlined in this new book—sent to you free 
HIS book is built on the bed rock of hard facts. 


Therefore it is severely practical. It represents the 
boiled-down essence of a year’s intensive study of the actual 
experiences of typical hardware, furniture and other retail 
merchants all over the country in radiant heater selling. 


This new book outlines a proven plan for balancing heater 
stocks with the preferences of your radiant heater cus- 
tomers. It shows you how to control heater inventories; 
how toconcentrate on demonstrated fast sellers; how to steer 
clear of the risk of tying up capital in slow moving items; 
how to weed out excessive varieties and styles of heaters. 


This book shows you how you can excercise positive control 
of heater selling for the definite purpose of making 
more net profits on radiant heater merchandising. 


A copy of this new book will be sent on request to any merchant 
interested in making more profits on heater merchandising. 
The coupon is for your convenience. Mail it today. 


Apams Brotuers Mee. Co., /nc., Pittsburgh, Pa. 











ADAMS BROTHERS MANUFACTURING Co., INc. 


So 
Ada MS 1500 Fayette Street, Pittsburgh, Pa. 
_ | am interested in making more profits from radiant heater merchandising. Send me 
," copy of your new book—“Charting a Safer Course to More Profits.” 








Radiant Heaters = sii ania 3 
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Aunt Sarahs OVEN 


What Users Think 
of It 


Below are a few of the hun- 
dreds of comments we have 
received from users of Aunt 
Sarah’s Oven. All of them 
are unsolicited. 





“My wife is pleased with 
Aunt Sarah’s Oven and uses 
it much more than the large 
oven on her gas range.” 

—Quincy, Il. 





“T like the oven very much. 
Just the thing for picnics and 
the Boy Scouts.”’ 

—Helena, Ark. 





“T tried Parker House Rolls 
in it first. It took only about 
15 minutes after oven was 
heated, and top browned as 
well as bottom.’’ 

—Tuscola, Ill. 





‘My wife liked it so well 
she bought 10 to distribute 
among her friends.’’ 

—St. Louis. 





‘T have just tried a sponge 
cake in it. Baking was per- 
fect with saving of 10 min- 
utes time and gas.” 

—Melrose, Mass. 


The only 


$1 Oven 


with all these 
Features 


mi | 














Reg. U. 8. Pat. Off. 9-8-25. 
Other patents pending 


ARDWARE dealers everywhere have learned that their 
customers want the $1 oven that bakes, broils, browns 
and toasts over the single flame of any type stove. The im- 
mediate success of Aunt Sarah’s Oven, which retails for $1 
($1.25 West of the Rockies) has opened this tremendous mar- 
ket. To get the five important features listed below, be sure 
to specify Aunt Sarah’s Oven when you stock this new $1 
leader: 

eS Bel eee 

ing. 


Double bottom — pre- 


e vents burning of foods. 


1 Patented vented top to 

e insure even tempera- 
ture throughout oven— 
for best baking. 





Special refi i Made of alloyed Rust- 
2 ° oe pt oa ‘be ” 5 « Resisting Polished Steel 


Roisin ee Nags sth —to give long life. 
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Let Us Send You an Oven 


Our extensive advertising campaign, reaching more than 6,000,000 women, will bring 
calls for this article. Be prepared for them. Let us send you an oven now. After 
10 days’ test you can send initial order or return oven. We pay postage both ways. 


JACKES-EVANS MANUFACTURING CO., 
1946 No. Main St., St. Louis 


The New ‘J Leader 
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DOUBLE Tick ZINC COATED 


WHITE satin “INISH 
cAVING 
NEAVY GaLyanizeD AFTER WE 
‘ piBit 
uy f 


HOR i ( ’ It’s Time to Make Your 
@ Winnin¢g Screen Cloth Drive 


PAL Heavy Zine Coated Wire Screen Cloth 

will put real punch in that drive. Here's a 
grade of screen cloth that’s durable, dependable and 
a leader in the field. 


You can sell OPAL to your customers at a standard 
price, because they'll soon recognize its quality, if 
they don’t already know it. 


An OPAL sale is a real sale—profits for the buyer 
as well as for the seller. 


NEW YORK WIRE CLOTH CO. 


Manufacturers of golden bronze, copper. 
zinc-coated and black enameled screen cloth 
342 MADISON AVE..NEW YORK _ Works -York.Pa. 


“~ 
sa, * ™ 44 


SCREEN FACTS 
No. 6 


Service 


No. 6—Service: Our experts 
are continually seeking, and 
finding, ways to improve 
OPAL _ zinc-coated’ wire 
screen cloth. Recently they 
have developed a_ special 
electrolytic process which 
amalgamates the zinc and 
the wire along all their 
surfaces of contact, giving 
great durability. Careful in- 
spection makes sure that 
each roll is of even mesh 
and uniform strength. De- 
liveries are made on time. 
OPAL is backed by real 


service. 
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Overwhelmingly the 


Of the 920 advertisers who used one 
or more of the hardware publications 
of national distribution 1n 1925— 


6084 


Advertisers 


used pa iclusively 


HARDWARE AGE 





684 or 74% 357 or 39% 
used Hardware Age used Hardware Age 
exclusively 











Hardware Age— 


239 West 39th Street 
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Choice of Adve 


The Leadership of Hardware Age is so outstanding that 
instead of making comparison with the total number of 
advertisers in Hardware Age we illustrate below the 
comparison between the number who used Hardware Age 
exclusively and the total number using each of the other 
publications of national distribution. 
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Exclusive Total Total Total 
Advertisers Advertisers Advertisers Advertisers 
Hardware Age : 2nd Paper 3rd Paper 4th Paper 





Only by rendering a complete and consistently sound business service to its 
readers can a publication win the reader interest, confidence and respect that 
have made possible the position of outstanding leadership that HARDWARE 
AGE enjoys. 





‘The World’s Greatest Hardware Paper”’ 


ay 
New York, N. Y. 
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For a Generation of Daily Use 


- A generation of 
daily usage is 
built into every 


WHITING- 
ADAMS 


Shaving Brush. 


WHITING- 
ADAMS 
BRUSHES 


work perfectly 
and hold together 
until actually 
worn out. 


WHITING-ADAMS 


BRUSHES 


The satisfaction of using a WHITING-ADAMS Shaving Brush | 
increases day by day 














They satisfy—serve—and survive! | 
Saag gh 
WHITING-ADAMS Gai 
BOSTON | ae 


Brush Manufacturers for Over 117 years an d the Largest in the World 
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EL-WEL-TRA Trace Chains 


“ACCO” 


CHAIN 
SPECIALTIES 


Made by 
the makers of 
the famous 


WEED TIRE 
CHAINS 


Stock these ‘ACCO” Specialties now 
for quick Spring turnover 


HEY are all popular items. chain sales you will readily de- 


That means quicker sales. velop a profitable chain depart- 


ment. , 
You should feature a number ag, your jobber’s salesman 


of “ACCO” Specialties in your about the complete “ACCO” 
windows this Spring. It will ine. There are many items in 
pay you to remind customers it you should carry in stock 
about their replacement and _ at all times. You can’t afford 
repair needs. By encouraging to miss chain profits. 
AMERICAN CHAIN COMPANY, Incorporated 


Bridgeport Connecticut 
In Canada: DOMINION CHAIN CO., Limited, Niagara Falls, Ontario 
District Sales Offices: Boston, Chicago, New York, Philadelphia, Pittsburgh, SanfFrancisco 
World's Largest Manufacturers of Welded and Weldless Chains for all Purposes 





A PRODUCT OF THE 
AMERICAN 
CHAIN COMPANY Inc 











in business 
for your safety 
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a cS) Elwel Breast Chains— Double Slack 














No. 57 Elwel Heel Chains 


=> an Se 
f Z 
No. 45 Elwel Heel Chains |“ 











HARDWARE AGE 
















Home Heater 


The Winter of 1926 with its long drawn out 
coal strike, scarcity of fuel, and almost pro- 
hibitive prices will not soon be forgotten. 


It will long serve to emphasize the practica- 
bility of the Foster 400 Home Heater be- 
cause of its great economy. The Foster is 
now known almost everywhere as 


The Heater That Effects 


Real Savings in Fuel 


The fact that the Fosie: requires no costly installa- 
tion and burns soft or hard coal, wood, or coke 
with really satisfactory results has put this New 
Home Heater in a class by itself. 


Thousands of home owners are heating from one 
to five connecting rooms with the Foster, using less 
fuel than the regular type of furnace. 





The FOSTER 400 















The Foster with its Self-Cleaning Fire Pot is as 
beautiful owtside as it is practical inside. Re- 
member the Foster is not an old Stove made over; 
all the patterns are NEW and made for this indi- 
vidual heater. It is having a large sale. 





Send for full particulars 


Intense Radiation 
Plus Rapid 
Circulation 

Self Cleaning 
Fire Pot 

Attractive Mahog- 

any Finish 
Minimum Fuel 
Consumption 

Cleanliness 











THE FOSTER STOVE CO. 
Makers of “The Foster Line” 


Ironton, Ohio 


Home Heaters, Cooking and Heating Stoves for Wood, Coal or Gas, Steel and Cast Ranges 
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Easy to Sell 


PWAHE alert dealer sells his whole line—when he sells paints he also sells 
turpentine. Because it is wires advertised and comes in convenient 


containers, Hercules Steam-Distilled Wood Turpentine is easy to sell. 

It is now available in this convenient, no-waste, five-gallon pouring container. 
Order your turpentine in this tilting crate and use the stand to advantage— 
in displays, in shipping five-gallon orders, in selling over the counter. Then 
you will agree with us that Hercules Turpentine 7s easy to sell. 


HERCULES POWDER COMPANY 


; Wilmington, Delaware 





THE ONE-GAL|! 





THE FIVE-GALLON CAN 
THESE CANS ARE PACKED an | Pale | ss | THIS SIZE CONTAITI? 
TWO IN A CASE OR ONE eae | So, | PACKED TEN | 
IN THE COMBINATION 8 4+ aed IT IS A CON 
> lloadl cee lem elel-tivie | RT 
7. OS eee LOL a a ON THE 
OTHER SIDE OF THIS PAGE 





Cash in on These Cans 


ONE are the days when it was necessary to 
spend valuable minutes rummaging for a con- 
tainer each time a customer asked for a small or- 
der of turpentine. Hercules Steam-Distilled Wood 


Turpentine is now sold in cans; clean, attractive, 
lithographed, orange and black containers which 
appeal to the customer and assure him that he is 
getting genuine turpentine. 


Because this turpentine tomes direct from the 
producer to the distributor and dealer you can 
make a worth-while profit on it. 


Increase your paint business by stocking Hercules 
Steam-Distilled Wood Turpentine. You can get it 
in one-gallon and five-gallon cans, and in fifty-gal- 
lon drums. Order from your distributor or jobber. 


HERCULES POWDER COMPANY 


Wilmington, Delaware 


MAIL THIS COUPON 


Hercules Powder Company, 948-A Market Street, Wilmington, Del. 

Please quote on Hercules Steam-Distilled Wood Turpentine in 

One-Gallon Cans (10 in a case) CJ Five-Gallon Cans (2 in a case) [| 

Five-Gallon Cans in Special Crate [| Fifty-Gallon Drums ed 
I sell about gallons of turpentine annually 


tf mil) 
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cAN OPPORTUNITY 


To the merchant who meets the qualifications set forth below, a na- 
tionally known organization offers an unusual opportunity to take part 
in the extension of an established gas service in places where city gas 
is not available. PYROFAX GAS SERVICE brings the convenience of city 
gas for cooking to homes in any locality, filling a long recognized need. 





The qualifications. for the dealer: 


| A He must include among his customers families ot 
means who are not served with city gas. 


His business must be sufficiently well established to 
assure proper handling of this class of trade. 


C He must possess adequate show room space to dis- 
play a standard city gas range and the equipment with 
which it is used. 


To such men we offer: 


A An exclusive agency for PYROFAX GAS SERVICE in 
his territory. 


B Close personal cooperation in securing the initial cus- 
tomers and constant merchandising help thereafter. 


C A substantial profit on each installation. 


D A monthly revenue from the distribution of Pyrofax 


gas, which increases with each new installation. 


E The advantage of representing a company whose 


policies assure service and satisfactory performance to 
dealer and customer alike. 


If you can meet these conditions and desire to obtain more informa- 
tion about this valuable franchise, send us the attached coupon. 


CARBIDE AND CARBON CHEMICALS CORPORATION 


Carbide and Carbon Building, 30 East 42d Street, New York 


Carbide and Carbon Chemicals Corporation — PYROFAX DIVISION 
Carbide and Carbon Bldg., 30 East 42d St., New York, N.Y. 

Send me details of your franchise for selling Pyrofax Gas Service and the neces- 
sary standard city gas-burning appliances for domestic and industrial purposes. 
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Street___ 
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E.C.ATKINS & CO. 


ESTABLISHED 1857 THE SILVER STEEL SAW PEOPLE 
Home Office and Factory, INDIANAPOLIS, INDIANA 


Canadian Factory, Hamilton Ontario 
Machine Knife Factory, Lancaster N.Y. 


Branches Carrying Complete Stocks In The Following Cities: 
San Francisco 


Atianta 
Memphis —— sae yA Seattle 
Chicago Port! nen Ore Poris. France 
Minneapolis en ; Vancouver, B.C. 





HARDWARE AGE 
















Mr. HAPPY MAN 
SAYS— 


“Selling ATKINS SAWS 
is like kissing a pretty girl— 


When you try it ONCE 


~ You will do it again” 


, Sil 
Atkins %,..; Saws 
Pay a legitimate 
profit. They stay 
sold and bring you 


more trade. 


Write for book 
“The Man Behind 


the Counter” 


ATKINS 
SILVER SAWS 
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Worth While 
Information 


In this issue of HARDWARE AGE you 
will find a veritable manual of mer- 
chandising information, including an- 
other installment of the series of Cut- 
lery Articles by John Cassin in which 
some interesting facts regarding the 
observations of an old-time cutlery 
salesman are discussed. 

HARDWARE AGE aims to be of ser- 
vice to you in the solution of the 
many problems incidental to the con- 
duct of your business and to place be- 
fore you workable and practical ideas, 
the value of which have already been 
demonstrated. This information, of 
course, is only as valuable as you 
make it. It’s Up to You. 





What Readers Say 
About Us 


HARDWARE AGE grows better and better 
each week. It is absolutely indispensable 
to a hardware merchant, who intends to 
keep up to date. 

(Signed) EDGAR A. REYNOLDS, 
Havana, Cuba. 


I read HARDWARE AGE with much in- 
terest and appreciate your sending it to 
me regularly. 

.(Signed) E. J. MORTON, 
New Haven, Conn. 


I do the buying and selling of Hard- 
ware in Williams & Co. Department Store 
and feel the need of a good trade paper. 
[I am more than pleased with HARDWARE 


AGE. 
(Signed) L. L. STEWARD, 
Edinburg, IIl. 
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[Bunoms HARDWARE MEN are 
finding it effective to open a sales 
talk with Hinges. McKinney Hinge 
quality is quickly accepted because 
of McKinney advertising . . . Then, 
the salesman is fortified with a good 
lever to bring about a quality lock 


sale for harmony’s sake. 


McKInNEY MANUFACTURING Co. 
PITTSBURGH PENNSYLVANIA 


MCKINNEY 
HINGES 











McKinney Products include: Wrought Steel and Bronze Butt-Hinges—Strap and Tee Hinges 
Forged Iron Hardware—Garage Door Hardware, including Complete Sets—-Door Hang- 
ers and Track—Door Bolts and Latches—Sash and Screen Hardware—Shelf Brackets. 
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BY LLEW S. SOULE 





Distress 
Merchandise 


Invisible Costs 


Young America’s 


Opportunity 


HERE are some merchants so short-sighted that they actually believe they 
would benefit by the failure of their competitors. 

Commercial failures are expensive, and the expense is never borne entirely 
by the firms which fail. The individual business failure is, more or less, a com- 
munity failure in which all must, to a certain extent, share. 

The loss in failure is not merely the money loss caused through inability 
of a firm to meet its obligations. There is another loss which is seldom thought 
of by those who imagine that failure of their competitors will benefit them. It 
is the loss occasioned by the dumping on the local market of large :uantities 
of distress merchandise, which is thus brought into direct competition with 
other merchandise, bought for resale in the regular way. 

The National Association of Credit Men estimates the annual loss from 
distress merchandise arising from commercial failures, at approximately two 
hundred millicn dollars. 

We each pay our share of that two hundred million. 
counts for the term ‘‘distress merchandise. ’ 


Perhaps that ac- 


HIS is an age of intensive competition. Where the hardware merchant 

formerly had other hardware merchants as his only competitors, he now has 
the mail order house, the chain store, the peddler, the drug store, the depart- 
ment store, and the specialty store. 

As a result of that competition, the hardware merchant is forced to pay 
strict attention to his costs. He must operate his business on a sound, careful 
basis, with special attention to the elimination of unnecessary costs. 

But, the average merchant is prone to concentrate his attention on the 
visible costs—the costs which show on the expense pages of his ledger. 

As a matter of fact, the costs which are most inimical to business and 
hardest to locate are the invisible costs. These include costs of top heavy 
systems, unnecessary services, improper display and poorly handled adver- 
tising. They also include losses through employees or proprietors failing to 
give full value for their wage. Last, but not least, they include waste of any 
kind. Every bit of waste is a cost against the business—either directly or in- 
directly—and the costs of waste are nearly always invisible costs. Every un- 
necessary cost cuts into your profits. Every dollar spent in the business that 
fails to bring an adequate return likewise lessens your profits 

Pay more attention to those Invisible Costs. 


HAT chance has the youngster of today anyhow? When he is a baby 

his mother's skirts are too high to reach, so he learns to walk with a 
chair; Dad is so busy making money and playing golf that he hardly gets ac- 
quainted with him; Mother is so taken up with bridge and club duties that 
she is almost a distant relative; even grandmother has so many social duties 
she can't find time to make doughnuts; school is a factory instead of a place 
for personal instruction. 

Then when it’s all over and young America hits a hardware merchant for 
for a job, he receives a charge pad, a broom and a duster instead of a hardware 
education. His instructions are: “Bill, your job is to get down at 7 am, 
sweep the floor, dust the shelves and arrange the goods. If a customer buys 
anything, charge it on these slips, and—if there s anything you don t under- 
stand ask one of the boys. Then he is expected to acquire in three 


aveeks all the hardware knowledge and selling ability it took the boss 20 vears 
to acquire. 
Ho-Hum-—-Such is life. 














Methods 


essentially a manufacturing community and is 

situated less than twenty miles from the large 
city of Utica, N. Y. But the good people of Ilion 
when in need of hardware and similar lines do not 
go to Utica for the simple reason that it would be 
difficult to find in that city as progressive or modern 
hardware store as that of the Ilion Hardware Com- 
pany. It was not always this way, however. 


[ exe: with its population of 11,000 persons, is 


Residents Bought Elsewhere 

When Jay Brackett came to Ilion, it was customary 
for the residents in that community to buy in Utica 
everything they did not get from the mail order 
houses. They had done this for years and anybody 
might reasonably suppose that they would keep right 
on doing it. Everybody knew that a hardware store 
starting in that community would be handicapped. 

Undoubtedly, they told this to Mr. Brackett, but 
what he replied is a matter of no importance. 
What is important is the fact that he and his 
partner, Charles P. Stiles, are the proprietors of 
a retail hardware store that buys its lead in five-ton 
lots, and which so successfully meets the requirements 
of its own and adjoining communities that house-to- 
house canvassers find slim pickings thereabouts. The 
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Ilion Hardware Company started in business sixteen 
years ago, and early in its career adopted the policy: 
“Adequate Stock, Service and Fair Prices.” 

A year ago, when Mr. Stiles joined the company, 
a number of more or less revolutionary changes were 
made in the interior arrangement of the store. Mr. 
Stiles had long been an advocate of the department 
store method of display, and he was so completely 
sold on this method of merchandising that he quickly 
won Mr. Brackett to his way of thinking, and it was 
not long before extensive alterations were under way. 


Display Tables Installed 


Obsolete and “hard to get at” shelving was ripped 
from the side walls and display tables substituted. 
It will be noticed from the accompanying illustration 
that the store interior is now strongly suggestive of 
the department store, and that merchandise is so 
arranged that it is accessible to close inspection and 
handling. 

On these tables are shown tools, kitchenware, 
enameled ware, aluminum, pyrex, electrical supplies, 
and, in fact, samples of a large number of the lines 
carried. The display on the table nearest the en- 
trance is changed frequently and here are located 
items that the company is particularly desirous of 
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pushing. The merchandising engineers, says Mr. 
Stiles, no longer hold to the belief that the space 
nearest the door is the most valuable, but the fact 
remains that merchandise displayed in this location 
is sure to receive attention and for this reason we 
shall continue to use it until we have definitely located 
the most valuable space in the store. 


Selling Paint Through Its Uses 


The paint department is located in the rear of the 
store and the stock, which is valued at from $5,000 
to $7,000, is turned three times yearly. Last year 
the company changed its line of paint and the initial 
order amounted to more than a carload. It regularly 
buys its white lead in from two to five ton lots. Var- 
nishes and brushes are kept on the second floor, as is 
also the stock of oils, acid stains, dryers, etc. 

From the middle of March on, the company pushes 
paint energetically, and during the spring months 
one truck is continuously kept busy making deliv- 
eries. Much of the company’s success in the sale of 
paint may be attributed to the fact that its salesmen 
know paint and are in a position to give customers 
advice on all matters relating to painting, care of 
brushes, etc. 

The company is a firm believer in the value of 
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e | Home Trading Habit in Ilion 


demonstration in the homes of prospects, and one man 
devotes his time exclusively to washing machines and 
vacuum cleaners. When a likely prospect displays 
any interest in these lines, the salesman asks that he 
be permitted to demonstrate the merits of the mer- 
chandise in the home of the prospect. An affirmative 
reply is usually received, and Mr. Stiles states that 
very few are returned. The washing machine stock 
is valued at from $1,000 to $1,500 and that of vacuum 
cleaners at $400. 


Progressive Merchandising Methods 


The company has established contacts with a num- 
ber of local contractors, and these connections have 
proved an important factor in the sale of builders’ 
hardware, although large quantities are also sold over 
the counter. The stock is valued at $7,000 and is 
turned three times annually. The company’s stock of 
electrical goods is composed of percolators, electric 
irons, chafing dishes, lamps, and kindred items. At 
the present time the company is not handling toys 
extensively, and contemplates the opening of a 
department on the second floor. The improved fix- 
tures and show cases installed by the company were 
all made by a local concern, the A. N. Russell Sons 
Company of ‘Ilion. 
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Here is a view of the paint department of the Ilion Hardware Co., where white lead is sold in 5-ton lots 


“These changes which we have made in the interior 
arrangement of our store,” explained Mr. Stiles, “are 
all in accordance with modern merchandising prac- 
tice. The value of the table display has been re- 
peatedly demonstrated in the case of the department, 
chain and five and ten cent stores, and also in the 
many hardware stores which have tried out this 
method. The psychology of the table display is sim- 
ple. The average shopper, particularly women, are 
loath to put a merchant to the trouble of removing 
an article from the shelves when they have no definite 
idea of making a purchase. They frequently feel 
obligated to buy in a case like this. Further, when 
merchandise is placed on tables where it is accessible 
to close inspection and handling, customers will fre- 
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quently buy articles which they had no intention of 
buying when they entered the store. 

“Display tables in this way not only lessen the 
effort involved in making a sale, but are. responsible 
for many additional sales. We have found in ar- 
ranging the merchandise on these tables that an 
artistic grouping of items is not always the success- 
ful one, for the simple reason that when so arranged 
a customer will hesitate to pic up an item least he 
be unable to return it to its proper place, and in this 
way spoil the effect. 

“You will notice,” Mr. Stiles continued, “that any 
of the items comprising our displays may be picked 
up and examined and returned to its place without 
spoiling the general effect. Our tables are also so 


be ee |) | 


me SD es Wok 8 is ie 


A sample of practically every tool in stock is displayed on panels, where they are accessible to close inspection 
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arranged that it is possible for customers to encircle 
them completely without crowding. 

“In the average hardware store,’ Mr. Stiles con- 
tinued, “the customer comes into contact with but 
a very small percentage of the merchandise, and as a 
result the bulk of the merchandise sold is ‘demand’ 
stuff. In our rearranged store we are keeping this 
in the rear, and putting items we are desirous of 
pushing well toward the front. Here is our idea: 
When a customer comes in and asks for a demand 
item, he is compelled to go to the rear for it, 
and in this way pass many display tables where they 
can pause and examine merchandise that appeals to 
them. In this way the ‘extra sale’ is made.” 

It will be noticed from the accompanying illustra- 
tions that the Ilion Hardware Co. makes liberal use 
of display panels for the display of tools; and on 
these boards samples of every article in stock are 
shown. These also afford the opportunity for close 
inspection and handling, and result in many sales, that 
would otherwise be lost, being made. 
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The Ilion Hardware Co. is housed in a large three- 
story building, and every inch of available space is 
utilized either for display or storage purposes. In 
the basement, for example, excess stocks of many of 
the lines carried are stored. Here may be found 
nails, hose, batteries, Pyrox, glass sheets, from 7 x 9 
in. to 50 x 60 in., pipe fittings, crockery—from sizes 
suitable for the housewife to that used by the man 
who “makes his own’—rope, roofing, sash weights, 
stormtite, etc. 

On the second floor will be found housefurnishings, 
floor coverings, washing machines, and display rooms 
for the demonstration of these lines. Here, also, is 
located the receiving department. Other lines stored 
or displayed here include bolts, lag screws, baskets, 
pulley hoists, etc. 

The company’s stock of toys, except for samples 
displayed on the first floor, are carried on the third 
floor, where also will be found wheel goods, screen 
doors, refrigerators, garden tools, twines, lamps lan- 
terns, oil stoves, gas ovens, heaters, etc. 











“IT cant read any hardware 
journal but what I get some 
brand new thoughts and sug-_ ; 
gestions how to improve my 

| business, and if their representa- 
| tives could reach all the con- 
ventions they could give us 
much more valuable information 
and distribute it through the 
year instead of having to make 
seventeen conventions in one : 
month, which they cannot do.” } 























a longer time they would get more publicity and 

give the representative of the wholesalers and 
manufacturers an opportunity of displaying their 
goods and wares; meeting and getting acquainted with 
more dealers which is good for both. 

There were seventeen retail hardware conventions 
in February alone. More than 50 per cent of all 
hardware conventions are held in February. Most 
all the Northern States hold their conventions in the 
very coldest winter months and most of the Southern 
States hold theirs in spring and early summer months. 
Three Northern States open their conventions Feb. 
2; five open on Feb. 9 and 10, and six open Feb. 15 
to 18. Representatives of hardware journals can- 


L- our Hardware Conventions were distributed over 


? 


‘‘Convention Season’ 
Too Short for the 


Greatest Good 


By Hamp Williams 


not attend all these conventions coming so near to- 
gether, and there is never a hardware convention held 
that does not develop and bring out some very im- 
portant and beneficial points to the trade in merchan- 
dising which our hardware journals would be de- 
lighted to use for the benefit of all of us; but as it 
is many hardware conventions are held and prft- 
tically nothing given out. 

If, for no other reason, publicity should be given 
for the benefits of the members of the associations 
who do not attend. They pay their dues and are 
entitled to know what happens at the convention. 
Some provision should be made to broadcast the pro- 
ceedings of every convention, else those who do not 
attend (and they are in the majority) will finally be- 
come luke warm and drop out. 

I am confident that our membership is kept up 
largely through the efforts of our hardware journals. 
If I never heard anything about the services rendered 
to members of the association through the national 
and State organizations and the benefits of Hardware 
Mutual Insurance, and had to attend my State con- 
ventions in person once a year to get anything, | 
would most assuredly cease being a member. 

I can’t read any hardware journal but what I get 
some brand new thoughts and suggestions how to im- 
prove my business, and if their representatives could 
reach all the conventions they could give us much more 
valuable information and distribute it throughout 
the year instead of having to make seventeen conven- 
tions in one month which they can not do. 
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Different — 


Paint Departments 


HE paint department of the Mackay-Newcomb 
Co., Boston, Mass., has an individual identity 
which none can miss. Its very construction 
impels attention. Three years ago at the New En- 
gland Hardware Association’s annual exposition, G. B. 
Mackay and F. L. Newcomb visited their paint manu- 
facturer’s booth. The booth attracted them so much 
that they took a copy of the design and reproduced it 
in their store—and there it is under the able guidance 
of George Cook, selling more than $11,000 worth of 
paint every year. George boasts of an 8-time turnover 
on the stock. He has his own window space allotment 
and makes the most of every opportunity to talk paint 
and painting. 
Space Has Been Doubled 
Within the past year the paint department has 
doubled its space. The master painter trade is not 
solicited. The Mackay-Newcomb paint business is en- 
tirely with the houseowner. Mr. Cook has studied 
the home owner’s paint needs and can talk to him 
intelligently on those needs, advising the proper kind 
of paint, the proper quantity and the right brush to 
use. 

Being very unique, the paint department attracts 
considerable attention among customers no matter 
what lines may have brought them to the store. People 
naturally talk of this paint department, which helps 
advertise the store. The Mackay-Newcomb depart- 
ment is compact and complete with brush case at the 
right. Women folks like to buy in this section and 


About a year ago the Lyford Hard- 
ware and Sporting Goods Co., Tor- 
rington, Conn., decided to put in a line 
. of paints, coincident with the estab- 
lishment of a fine new store 
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even the men have an appreciation of this unusual ar- 
rangement. 

. Mr. Mackay and Mr. Newcomb have been partners 
for eight years. Their greatest pride is their per- 
sonnel and then comes their store. Both are excellent. 
Mr. Cook’s ability to handle the paint department is 
typical of this staff. Every man is on the job at 7.30 
and this includes the bosses. Three years ago the 
store’s space was tripled by necessity and today it is 
a good sized, well departmentized hardware store. 


Lyford’s Put in Paint 


About one year ago Lyford’s Hardware & Sporting 
Goods Co., Torrington, Conn., moved into a fine big 
store. New lines were added and one of the new lines 
was paint, varnish and paint brushes. Lyford’s, too, 
have an unusual paint department. It runs practically 
the entire center counter length of the store. The 
picture gives one an idea of this layout. When the 
paint stock was added Lyford’s held a paint demonstra- 
tion for three days. They enlisted the aid of the paint 
manufacturer’s salesman. They gave away small 
sample cans, registered every visitor, sent out color 
cards, advertised the paint department in the news- 
papers and let all of Litchfield County know that Ly- 
ford’s new store was ready to serve painting needs 
in first class shape. It is too early to talk results, but 
Ted Lyford says that the firm is mighty glad to have 
« paint department and people of Torrington have 
shown much interest in the unusual layout of this de- 
partment. 
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‘Up in Grand Rapids, Mich., Cornell’s Hardware 
Store has a paint department which is absolutely dif- 
ferent. Mr. Cornell has economized on space and at 
the same time offered the public a compact, complete 
and novel paint department. The picture shows its 
pyramid construction. The baseboard measures 1! 
ft. long and 5 ft. wide. The second shelf from the 
bottom measures 6 in. less all around. The remainder 
of the pyramid is graded accordingly. This unusual 
stand holds 250 cans of paint of varying sizes. Gallon 
cans are on the bottom and small half pint household 
sizes are on top. 


Cornell’s Department Is “Different” 


This idea of Cornell’s will solve the problem of any 
store having little space but unlimited opportunity 
te develop a paint business. The construction of a 
pyramid can, of course, be varied to suit individual 
requirements. 

Cornell’s pyramid is made from well grained, high 
quality wood, carefully polished. The top shelf is 
glass covered and contains color cards and price cards. 
being under glass these cards do not soil easily and 
the store is always sure to have a color card and price 
card handy for the interested prospect. 

These three dealers have found it worth while to 
appeal to the paint buying consumer with unusual de- 
partments. All three agree that the dealer must study 
painting, must understand the use of paints, display 
paints and advertise paints, to make the paint depart- 
ment successful. All three agree that fifty per cent 





Within the past year the Mackay-Newcomb Co., Bos- 
ton, Mass., has doubled the space devoted to paint. 
By being able to advise intelligently the right quan- 
tity and the proper brush for each job the firm has 
made a success of this end of its business 
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This is a view of the paint department of Cornell’s 

Hardware Store, Grand Rapids, Mich. The paint 

rack has not only economized space but has also 

offered the public a complete, compact and unique 
paint department 


of all paint sales can include a brush sale, and the 
brush should be a good one which will really help the 
customer do a good job with the paint. 


Three Vital Factors 


Quality merchandise, sustained selling effort and a 
policy of no cut-price sales are three elements worthy 
of consideration in the growth of a paint department. 
In the three above-mentioned stores practically every- 
thing in the line of a painters’ need is carried—mixed 
paints, dry colors and oils, painter’s tools and supplies. 

Selling effort may be sustained through a number 
of mediums—store demonstrations, consistent and fre- 
quent window displays, customer service and coopera- 
tion with paint contractors. At the time of the annual 
Paint-Up and Clean-Up Week a store demonstration 
on the use of household paints would prove highly suc- 
cessful and profitable. 

2aint should be featured the year around. One of 
the services rendered a customer should be estimating. 
A dealer is often called upon to give the approximate 
cost of materials and labor for a certain job. This 
‘cannot be done by guesswork but by estimating the 
work on the ground itself, or from detailed specifica- 
tions. 

A complete stock and a wide range and variety of 
materials are essential factors in building up a suc- 
cessful paint department. Other vital things are a 
definite business policy, merchandise behind which the 
store can put its reputation and a sustained selling 
effort throughout the twelve months of the year. 
paints, dry colors and oils, painters’ tools and supplies. 

Paint should not be considered as a hardware side- 
line, for it is a full fledged member of the family. 
When it receives the same conscientious support as 
its fellow lines, it invariably will pay for its keep. 

The merchant who depends wholly upon the business 
which comes to him of its own accord is constantly 
increasing competition. The fellow who goes after 
business finds competition somewhat weak. 
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Window display of mops and polishes in the store of the Raymer Hardware Co., St. Paul, Minn. This firm believes 
in frequent window displays and has made a success of companion sales 





Raymer Sells ‘wo Mops 


Instead of One 


By Carrying Two Grades of Mops, One Designed for Dusting and the 
Other for Polishing, in Two Colors, the Raymer Hardware Co., St. 
Paul, Minn., Has Enviable Record of Success with “Companion Sales” 


dising suggestions, the idea of “companion sales” 

has been dwelt upon to the extent that many 
hardware dealers have become somewhat calloused to 
its appeal. However there is no doubt but that a very 
handsome increase in sales volume can be obtained 
by the simple practice of always suggesting a related 
item to the customer in addition to the article asked 
for—a brush with a can of paint, a wedge with an axe, 
a grass catcher with a lawn mower, and so on. 

The recent experience of the Raymer Hardware Co. 
of St. Paul, Minn., in the matter of dust mops is an 
excellent example of companion sales possibilities. 
The store carries regularly two grades of mops, one a 
little finer than the other, one designed for dusting 
and the other for polishing. One of the mops is 
colored blue and the other red. A few weeks ago, 
John Cotter of Raymer’s housefurnishing department, 
dressed an attractive window featuring these mops 
and a polish. By borrowing a couple of wax figures, 
clothed in house dresses from one of the local depart- 
ment stores, Mr. Cotter gave his window a realistic 
touch. 


IKE a lot of other very good and sound merchan- 


“Companion Sales” to Women 


Naturally such an attractive window created some 
demand and inquiries for the mops and here is where 
the companion sales idea came in. When a woman 
bought a polishing mop for her floors, it was imme- 
diately pointed out-to her that the same mop used 
on the floors was unsatisfactory to use on the walls 


or furniture, as it was bound to become soiled and 
was apt to do considerable damage. It was suggested 
that she buy two mops, one for the floors and one 
for the walls, the contrasting colors of blue and red 
making it easy to keep each for its own purpose. 
Of course, polish was also suggested. Result—the 
first day’s business, due directly to the window dis- 
play, was twenty-four sales averaging $3.50 each. 
And this in the middle of winter when floor mops are 
usually considered “out of season.” 


Year Around Sellers 


In this later connection, however, W. C. Hoffman, 
manager of the housewares department, says that he 
has found that mops are really an all-the-year-around 
article, his stock which averages about $200, turning 
at the rate of once a month. 








Radio Radiations 


Saunders Norvell certainly has a lot to say about 
morons, but we never knew exactly what they were 
until the other day when we saw a radio salesman, 
who was also a radio expert, spend three-quarters 
of an hour discussing the theory of the grid leak with 
an avowed “parts” customer while a crowd of sub- 
stantial looking folk waited to talk business at the 
completed sets counter. What are a few sales more 
or less to a technical genius. 
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lems in Distribution and Their Relation to the 

Hardware Retailer,” but before going into my 
subject, I wish to make a few observations on Busi- 
ness Ethics. What are ethics? What does ethics 
mean? Ethics means that two or more men agree 
to observe the rules of fair play, not because it is 
best, not because they are afraid of each other, 
but because the respect of their fellowmen is very 
much more valuable than an oblong piece of green 
paper that can be traded in at the United States 
Treasury for a silver dollar. 

Closely connected with ethics is cooperation—and 
any group which is functioning at all is a proof of 
the value of cooperative effort. There was a time 
when the competitive system of trade forced every 
merchant to regard every other merchant as an 
enemy. This pernicious feeling has been responsible 
for the abuse of trade ethics, the loss of the pub- 
lic’s confidence in business and last, but not least— 
many business failures. So much, at present. fer 
ethics! 


vr 7 HE subject of my talk is ‘“SSome National Prob- 


Installment Selling 


One of the most recent and important develop- 
ments in distribution is the tremendous growth of 
the installment method of selling. All of our in- 
formation leads us to believe that it is very ancient 
and has been practiced in this country for more 
than 50 years, particularly among the poorer 
classes. By and large, however, the present activ- 
ities in installment selling began in about the year 
1912 and were fostered principally by the develop- 
ment of the automobile. 

No one knows the volume of business done an- 
nually through installment sales; but some figures 
have come to our attention which are worthy of 
mention here: 

75 per cent of automobiles 

75 per cent of washing machines 

65 per cent of vacuum cleaners 

80 per cent of furniture 

40 per cent of pianos 

25 per cent of jewelry and 

13 per cent of radio 
are estimated to be sold through the installment 
method. An estimate from the National Association 
of Credit Men is nearly three billion dollars but 
this is considered conservative and many recognized 
authorities believe that the five billion dollar mark 
was reached in 1925. 

Various estimates have been made as to the 
amount of retail sales made annually in the United 
States. These estimates range from twenty-five bil- 


*Address delivered recently at Ohio Hardware Convention in 
Cleveland. 


Some Problems of 
Distribution 
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John H. Matter 
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lion to forty billion dollars. If we assume that 
thirty billion is a proper estimate, the sales on the 
installment plan represent about 17 per cent of the 
total annual sales of consumers’ goods as retail. 

Installment selling is associated particularly with 
certain trades—automobiles, household appliances, 
musical instruments, furniture and jewelry, and im- 
portant increases are noted in clothing and radio 
sales. While in such trades as drugs, groceries and 
meats we find that this method of selling does not 
prevail. 

This tremendous increase in installment selling 
brought about the need for extensive credits and 
many new forms of financial aid have been evolved 
to meet the situation. These range anywhere from 
the ten-week plan to the eighteen-months payment 
plan in the case of one large automobile concern. 
While the cost of financing varies in a like degree. 

A principal objection to installment selling has 
been based upon the added cost to the consumer of 
merchandise bought in that way. This, however, in- 
volves the question of turnover so far as the busi- 
ness of the retail merchant- is concerned; and it is 
maintained by those who follow the practice that 
the price is not necessarily increased if the accounts 
are good and if this form of selling is not overdone. 

There are many arguments for and against install- 
ment selling and my main object in bringing it be- 
fore you is to give you a picture of existing condi- 
tion in other trades and to point out that the future 
of a business should not be subordinated to any tem- 
porary increase in sales volume. 

In the period of high wages during the World 
War the American public acquired a champagne 
taste. This taste still remains, although the income 
might now be classed as a beer income. The in- 
stallment plan of buying offers a means of satisfy- 
ing that taste by the mortgaging of future income 
which may, or may not, be wise. So important is this 
problem that at the final meeting of the National 
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Distribution Conference held in Washington last De- 
cember, a resolution was passed requesting that the 
Chamber of Commerce make a study to determine: 

1. The effect upon the general credit structure; 

2. The extent to which the public is committed to 
future installment payments in relation to its cur- 
rent income; 

3. The effect on the public and business of further 
extension of installment selling. 

This resolution was placed before the Board of Di- 
rectors of the National Chamber for its action today. 


House-to-House Canvassing 


Another important development during the past 
ten years is house-to-house selling. Many merchants 
labor under the false idea that it is the newest form 
of distribution, when in fact, it is only an intensi- 
fied re-birth of the oldest form. Its effect was not 
felt so seriously before the war as it is at the pres- 
ent time. | 

Just before the peak in prices was reached dur- 
ing the latter part of 1919, manufacturers and whole- 
salers were urging their customers to place their 
orders for stocks well in advance in order that they 
might assure themselves of adequate stocks to sup- 
ply the retail trade. The situation appeared to be so 
grave to the retailers that instead of ordering the 
necessary merchandise from one manufacturer, it 
was ordered from two and even more. Then came 
the sudden drop in prices and cancellations were 
made right and left. Our studies during the past 
year show that 80 per cent of the shoe retailers can- 
celled orders during this period; and that 85 per 
cent of shoe manufacturers canceled orders placed 
with tanners. One textile manufacturer suffered the 


cancellation of orders amounting to over $40,000,000. 


In several other instances manufacturers and whole- 
salers received cancellations ranging from 30 per 
cent to 50 per cent of the orders that were on their 
books at the time when prices began to drop. 

What was the result? The manufacturer was 
caught with stocks manufactured from raw materials 
purchased when prices were at their highest. His 


customers, likewise, were overstocked and refused 


to buy. At the same time, the end of the war had 
thrown millions of people out of employment. Stocks 
had to be sold and it was only natural that manufac- 
turers should select from this army of unemployed, 
those best qualified to sell their goods by the house- 
to-house method. And today, it is estimated that the 
combined sales of two companies performed in this 
manner amount to $40,000,000. I would not even 
venture to guess how many companies there are 
which seli direct to the consumer. 

The hardware retailer is affected significantly hy 
this movement since such articles as window 
screens; pliers and wrenches; kitchenware; oils, 
barbed wire; and other commodities which he handles 
are being sold by the house-to-house method. In 
fact, so wide and varied has been its growth that it 
embraces everything from hooks-and-eyes to ceme- 
tery lots. You gentlemen cannot afford to permit 
any encroachment upon your natural trading areas 
and the competition of the outsider must be met 
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by availing yourselves of the advantages of con- 
tact, service and location. The independent mer- 
chant has natural advantages and he must make the 
best of them. He is established; his customers know 
him as a member of the community; they can go back 
to him and complain if they are not satisfied; he 
offers them the opportunity to inspect wide variety 
of goods before purchasing; and his merchandise and 
service are generally as attractive as those afforded 
by the house-to-house canvasger. 

Business today is a case of the “survival of the 
fittest” and there is plenty of room for prosperity for 
the independent merchant. In this period of intense 
competition the merchant must conduct his busi- 
ness along modern lines and he must be ever ready 
to consider the application of improved merchandis- 
ing practices to his own business. In other words, 
he must make himself a better merchant. If he does 
an up-to-date job he will not have to worry about 
his profits. The situation may be illustrated by the 
story of the farmer’s son who had a great admiration 
for a pair of large silver spurs that hung over the 
fire place. He had always wanted to use the spurs 
when he went riding but his father would never 
let him have them. On his sixteenth birthday, how- 
ever, aS a special concession, his father let him take 
one spur. 

“But father,” said the boy, “I need both spurs. 
Whoever heard of using one spur on a horse.” 

“My son,” said the farmer, “if you can make one 
side of this old nag go you needn’t worry about the 
other side keeping up.” 

The point is—do a good job and the profits will 
keep pace. 

Trade Relations 


One great movement has grown especially fast 
during the past year, which will affect the welfare 
of manufacturers, wholesalers, retailers and the con- 
suming public alike. It is the establishment of a 
Joint Trade Relations Committee in the specific 
trades and a Clearing House within each trade to 
adjudicate disputes without resorting to litigation in 
the courts, which is always an expensive and dis- 
agreeable procedure. 

You have undoubtedly heard the story of the 
teacher who offered a prize to the pupil who would 
name the greatest man of all history. One named 
Julius Ceasar; another Napoleon; another George 
Washington. But these were all wrong. A little 
Jew boy held up his hand and suggested the name of 
Jesus. “You are right,” replied the teacher. “The 
prize is yours, but how did you—a little Jew boy— 
happen to think of Jesus?” ‘‘Well,” replied the boy, 
“T thought a long time of Moses but then I figured 
that ‘business is business.’ ” 

The phrase, “business is business” seems to carry 
with it a popular misunderstanding of business 
practices and has led the general public to believe 
that business has an entirely different standard of 
morals and ethics than other professions. In an- 
other sense, the phrase has brought trouble and dis- 
aster. It has caused suspicion between industries; 


(Continued on page 112) 
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How to Bring Home the Bacon 


By Charles K. Beidenkopf 


66 H! Business is rotten!” 
“T’ve heard this expression from store- 


keepers in about every small town I’ve 
visited in the past few weeks. On the other hand, 
with very few exceptions, in the larger cities the 
opposite is the rule; business in many cases is ahead 
of last year. 

‘“‘Now, what’s the reason? Well, I think I can tell 
you, readers, as I told these small-town fellows. The 
big fellows know that in order to get business they’ve 
got to take the bull by the horns and make a drive 
for the money that is being spent, because, just as 
sure as the nose on your face, people are spending 
money, as is evidenced by the reports published by 
various chains, department stores and mail-order 
houses. 

“The storekeepers in the small towns (and by small 
towns I mean from 1000 to 15,000 people) start in 
to bellyaching, and offer me all sorts of excuses, cry- 
ing ‘Oh, nobody has any money. The weather is bad. 
They all go to the big cities or send their orders 
to the mail-order houses,’ ete. 


They Are Right 


“Well, I’ll confess in two instances they are right. 
The instances are the mail-order houses and big-town 
stores; and I don’t blame the people a darn bit for 
spending their money where it’s certainly appreciated 
and where there’s been an effort made by these two 
elements to grab all the business they can out of your 
small towns. These two big distributive factors don’t 
sit down with a long face and wait for business. I 
should say not! They know just how to take advan- 
tage of every condition that comes up. When busi- 
ness with these big fellows gives the slightest hint 
of trying to play hookey, they at once apply the big 


Newspaper and circu- 
lar advertising is sure 
to Bring Home the Ba- 
con, as the financial re- | 
ports of the big stores Ww 
show. The great trou- | 
ble with the small town 
merchant is that he is 
afraid to spend money 
when business begins to 
slip. That’s the time 
money should be spent 
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stick and start the guns to shoot off. They display 
fireworks by an extra campaign of clever advertising ; 
the mail-order house by using circular advertising and 
the big city stores by using both newspaper and 
circular advertising, and as sure as you were born, 
it brings home the bacon, as these financial reports 
show; and you can bet your shirt those reports are 
correct. They’ve got to be so absolutely. 

“The great trouble with the merchant in the small 
town is that he’s afraid to spend some money when 
business starts to slip. Well, that’s just the time 
that money should be spent. You must be on your 
toes all the time when business is good or when it’s 
bad, but more so when it’s bad, because that’s the 
time you need it the most. 

“But, for heaven’s sake, spend it in the right kind 
of advertising, and the only kind of advertising that 
will get business and keep it, not only from your 
home town but also from the R.F.D. routes along the 
countryside close to your town, is a good circular 
direct to the women along these R.F.D. routes. Some 
of you people don’t use what little brains God gave 
you when it comes to business. You buy goods until 
the cows come home and think you’re merchants. 


Business Building Advertising 


“Take this tip from me—if you’d spend just one- 
tenth of the time planning ways to increase your 
trade that you do in buying goods, you could meet 
your bills better and your store would not have mer- 
chandise indigestion. And while on this subject of 
advertising, for goodness sake don’t throw your money 
away in buying calendars, postal cards and other jim- 
crack junk under the impression that you’re building 
a present or future business. You’d far better donate 
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Relativity 


By Saunders Norvell 


what has been written about him by Page, 

Tumulty, House, Houston, etc.? He is stripped 
and left naked to the four winds of the world. To me, 
all of these articles have been intensely interesting 
but we must make allowances for the writers. Abso- 
lute truth does not exist. Absolute truth about any- 
thing or anybody is impossible. No matter how. hard 
he tries, no one can write a memoir or an autobiog- 
raphy and tell the absolute truth. All of us look at 
life as if. objects were under water. The waters 
through which we gaze are our own egotism, our past 
history, our education, our prejudices and our human 
weaknesses. Einstein tells us that a ray of light 
coming to the earth is diverted from its straight 
course by gravity. It is bent like an iron bar. Even 
when we look up at the sun, the moon and the stars, 
they are not where we see them because the rays of 


light are diverted. 


Pw PRESIDENT WILSON! Have you read 


* a * 


Einstein’s theory is that everything in the world is 
relative. This theory no doubt approximates truth. 
A clerk who receives a substantial raise in salary for 
a few months, until he becomes accustomed to his new 
income, is comparatively rich. He feels rich. He is 
rich on account of the relative amount of his income 
in the present to what it was in the past. However, 
this relativity soon wears off. Even if you have a 
very large income and you see, when you make out 
your income tax return, that your income has been re- 
duced, you are poor. You feel poor. This, again, is 
relativity. 

If you are on a train standing still and another 
train passes you running 40 miles an hour, the other 
train appears to be going very fast. If, however, 
your train happens to be on a parallel track and is 
also moving at the same rate of speed, the other 
train seems to be standing still. So, in considering 
facts in the universe and in analyzing other people, 
following the laws of relativity we at the same time 
must consider facts about ourselves. To study the 
mind of another man, we must first study our own 
minds and weigh the relativity between his mind and 
ours. A grasp of the principle of relativity will give 
all of us a good deal to think about in our reactions 
to life. 


* * * 


Now, the application of this idea to memoirs is 
in the fact that the relative measure of one man’s 
mind to another must be taken into consideration when 
a biography is written. With certain given facts, the 
reaction of the mind of President Wilson must have 
been entirely different from the reaction of the mind 
of Colonel House. Now, for Colonel House, even with 
the most honest intentions, to tell the absolute truth 
about President Wilson is impossible. His writings 


and all the other writings, as historical documents, 
are valuable. 

All of these writings approximate the truth but 
the absolute truth about the life of Julius Caesar 
or Napoleon Bonaparte or President Wilson or you 
or me will never be known because it is impossible 
for us, no matter how hard we try, to tell the exact 
truth about anything. Page’s letters are simply a 
cross-section of the mind of Page. The two volumes 
written by Colonel House are only incidentally about 
President Wilson and are mainly a cross-section of the 
thoughts of Colonel House. Secretary Houston’s arti- 
cles appearing in The World’s Work are just as much 
an autobiography of Secretary Houston. President 
Wilson is only the lay figure around which these vari- 
ous stories are more or less artistically draped. Men 
change with the years and one man is a different per- 
sonality to every man he meets. 


* * % 


A casual reading of the daily press indicates that 
Messrs. House, Houston & Company are being well 
damned for all their pains. The public feeling seems 
to be that Wilson lifted these men from obscurity and 
now they shake dice for his garments. Does the public 
see more clearly than the biographers? 


* *% * 


One of my correspondents in the West, who hap- 
pened to read what I wrote recently about Houston’s 
article in The World’s Work, writes me in blank verse 


as follows: 


“Now, out upon these scribbling parasites 

Who, under guise of praising, meanly damn 

Their chief! I speak of Tumulty and House 

And that block-headed one who most offends, 
Called Houston; all of whom have written down 
The man who raised them high. Poor Wilson, made 
By one and by another well advised, 

Thy folly is made manifest at last: 

Thou didst not know a man nor trust a friend,’ 
And now that thou art dead, none speak of thee 
But those who, by their fawning, pleased thy pride, 
Yet noted well thy sad infirmities. 

A puppet thou, they gave thee all thy fame, 

Thy glory was their own, and thine the blame.” 


* *% * 


“When small men tell of what the big ones do 

Or, under guise of telling, lordly prate 

Of how they helped to make the big one great, 

In book of memoirs or an interview; 

When Daniels and the agile McAdoo, 

Smooth House and Lansing, Houston, Lane and Page 
Proclaim one Wilson glory of his age 

Because he did what they told him to do, 

Then little seems the big and great the small: 
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A president by this or that one made, 

A thing of sense when well advised by all, 
And foolish else in what he did or said, ~ 
Poor man, he was but creature of his friends, 
They great, not he—and so the matter ends.” 


* *% % 


Well, well! Why be so caustic about it? These 
things are not new in the history of the world. Don’t 
we know that every vice-president could run the busi- 
ness better than the president? Don’t we know that 
the sales manager knows more than the vice-president 
and that the salesman knows more than the sales man- 
ager? If the history of any business should happen 
to be written, for instance, by the head packer in that 
business, then of course if the business happened to 
be a success, that business would owe its success to 


the head packer! 


*% * * 


Great reformers and men with new ideas, much 
energy and enterprise, are imprisoned, burned at the 
stake or crucified. Jesus died on the Cross; Socrates 
drank hemlock; Savonarola was burned at the stake; 
Joan of Are was burned at the stake; Christopher Col- 
umbus languished in chains; Napoleon died a prisoner 
on St. Helena. The list is endless. The principle back 
of all this is clear. Mediocrity, more than anything 
else, resents superiority. 

Great men are ahead of their times. The mass of 
mediocrity combines, pulling down and destroying 
the great genius, just as hounds hunt down a stag. 
Then, in time, men’s minds grow and later generations 
honor genius that died in shame. 


* * * 


President Wilson studied law but practiced very 
little, if at all. He was a school teacher, a pedagogue, 
alay preacher. If President Wilson had had the train- 
ing of a lawyer in handling cases in court, the entire 
trend of history might have oo Lawyers 
must meet their adversaries face to face. They must 
not only be able to expound the law and please the 
judge, but they must have the art of outlining the 
facts so as to convince the jury. In a high sense, 
they must have the ability to persuade. 

For a lawyer to appear self-opinionated or dic- 
tatorial is fatal. He must lead the thought of his 
hearers without appearing to lead. Preachers and 
school teachers are weaker from lack of such train- 
ing. There is no immediate and instantaneous op- 
position to the preacher or the school teacher. They 
presume infallibility. They dictate. They thunder 
from Sinai “Thus saith the Lord,” and not even 
as echo dares to answer back. Their attitude of 
superiority reacts upon their own judgment. Here 
again we see the working of the law of relativity. 
Teachers teach out of books—lawyers plead from ex- 
perience. 

President Wilson failed in carrying out his policies 
because his training was that of a preacher and a 
school teacher. The Wilson administration was large- 
ly one of school teachers and editors. Houston him- 
self was a school teacher. It is a pity that men of 
such high ideals had not had better training in the 
practical give-and-take of lawyers. 
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Study our successful corporations and note how 
many lawyers are either at the head of these corpora- 
tions or very active in their affairs. Study Judge 
Gary, a lawyer—not a steel man—at the head of The 
United States Steel Corporation. Study his adminis- 
tration. Note the phenomenal success of this business. 
Consider- the dangers it has adroitly avoided, with the 
Government on one hand and labor on the other, not 
to mention its tactful contacts with its customers and 
the public. There is no question that the legal train- 
ing of Judge Gary has been of help to him in directing 
so successfully the affairs of our greatest corporation. 

* * * 


It is to be profoundly regretted that President Wil- 
son and some of the other members of his Cabinet 
could not have brought to their high idealism a more 
practical experience in handling men and affairs. 

Sy * * 


Wilson failed because he was not a practical poli- 
tician; Germany because they were poor diplomats; 
France because she was too grasping and England is 
having her troubles trying to adjust an old, worn-out 
world policy to peoples with awakening minds. 

* * * 


The future place in the world of the United States 
depends upon our ability to combine scientific research 
and practical common sense business with the highest 
human idealism. Among the nations, in our humanity, 
in our far-sightedness and in our idealism, we must 
be misunderstood as all great men have been misun- 
derstood in the past. We must rest content in the 
righteousness of our purposes while we suffer the 
criticisms of the backward nations who would crucify 
us if they could. 


* * * 


President Wilson, with his admitted weaknesses, 
was one of those idealists—hardly understood in his 
own times—who will be appreciated by the generations 
to come when they have grown up to his stature. 





The Worst Risk in Business! 


ETAIL merchants of every classification are 

beginning to realize that unless a fire is con- 
trolled at the very start, heavy losses are sure to 
occur through interruption of their business. Losses 
that are fatal, in almost half of the recorded fires. 
Losses that insurance alone cannot repay. 

On the average, there are six department store fires 
a day in this country. The leading inside causes of 
these fires are stated, in order of resulting damage, as 
Matches—Smoking; Stoves, Furnaces, Boilers and 
Their Pipes; Electricity; Defective Chimneys and 
Rubbish and Litter—all except Electricity being strict- 
ly preventable. 

The hazard introduced by smoking customers is 
harder to control than the disregard by employees of 
rules against the heedless use of matches and smoking. 
The public is slow to understand that the cost of fire 
insurance is included in the price of all goods they buy, 
and that insurance costs depend upon how many fires 
they want to start—or help prevent. 
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Observations of a Cutlery Salesman 


When Enough Retail Merchants 
Are Interested 


By John Cassin 


leans voted an appropriation of one million 
dollars to popularize the banana. Yes we will 
have plenty of bananas tomorrow. 

An appropriation of one hundred thousand dollars 
to improve the sale of pocket knives and another one 
hundred thousand for household and table cutlery 
would, if properly expended pay good dividends and 
place these branches of the cutlery industry upon a 
footing that would assure continued prosperity. 

No Sir! I would not spend any of this two hundred 
thousand advertising to the public—I would spend 
it over a period of eighteen months in supplying in- 
formation, developing interest and showing the natu- 
ral sources of distribution how to use cutlery to obtain 
more business as well as in demonstrating how to 
obtain much more cutlery business for retail mer- 
chants. As their sales increase so will the sales of 
jobbers and manufacturers. 


(ke Fruit Growers in convention at New Or- 


Resale to Consumers 

The re-sale to the consuming public is the vital 
issue. 

When enough retail merchants know a little more 
about cutlery, how it can be used during any of the 
fifty-two weeks of the year to increase store sales, 
they will become interested in keeping and developing 
this business for the benefit of the hardware trade 
as a whole, as well as for the benefit of each individu- 
al. Cutlery needs more knowledge and more sales 
power at its points of contact with retailers and the 
public. 

One hundred thousand dollars rightly, fairly and 
carefully spent by some one who knows how, in 
furthering the interests of wholesalers, retailers and 
all American cutlery manufacturers whose products 
are distributed to retailers through wholesale houses, 
will accomplish more in the way of immediate sales 
and lasting benefits for all concerned than can be 
obtained in any other way. A fund of this kind ex- 
pended in behalf of retailers and distributors’ sales- 
men, handled free of the personal interest of any, 
but for the benefit of all would assure a community 
interest in the project that would easily lend itself 
toward coordinated efforts of manufacturers, whole- 
salers and retailers to make the project a pronounced 
success. 

Increased Sales and Margins 


Because of the beneficial influence upon other parts 
of their business as well as for the increased sales 
and margins obtainable on cutlery, retailers would ob- 
tain more benefit than any one if this fund was raised 


and the project rightfully handled for good of trade. 

If this job was undertaken by one or two manufac- 
turers it might meet with resistance. If participated 
in by all or nearly all for the benefit of all wholesale 
and retail hardware houses the general community of 
interest will in itself assure success. 

As a few may still be living in the world of compet- 
itive jealousies that is steadily being wiped out by 
Rotary, Kiwanis and other great organizations; for 
the benefit of these few—I haven’t an axe to grind— 
if this work is undertaken and I am invited to par- 
ticipate I will gladly give without charge as much of 
my time and efforts as I can afford. 


High Pressure Salesmen 

Some years ago it was quite common to meet with 
what we today would term “high pressure” cutlery 
salesmen. Many of these men would load a retailer 
with all the cutlery he would stand for. Then there 
were stunt salesmen who cut nails and drove knife 
blades through sheet metal and other stunts they ac- 
quired the knack of doing, none of which demonstrated 
the value of a knife as applied to the purpose it is 
intended for. 

Fortunately these are things of the past—the high 
pressure and stunt salesmen are disappearing. Re- 
tailers are merchandisers—while they desire to pur- 
chase from salesmen who know their goods, they 
naturally give preference to salesmen representing 
their regular sources of supply. If these salesmen 
possess a limited amount of knowledge about cutlery 
and how to merchandise it, then their customer’s busi- 
ness is to some extent limited. 


Small Unit Sales 

Small unit sales cost as much of the set overhead 
to handle as do the larger sales. This day of service 
and turnover has increased the set overhead. Manu- 
facturers of pocket knives aim to maintain a fair 
average price per dozen. The house cost to the whole- 
saler of handling a twenty dollar order is about the 
same as handling a two hundred dollar or more order. 
When the retailer sells a $1 knife it costs him just 
as much of his set overhead as if he sold a $3 knife, 
while obtaining considerably less margin. 

Of course I know that most of us reckon overhead 
costs by percentage. For the general net result and 
convenience that is alright—but as we increase the 
average amount of our sales set overhead charges will 
drop in points of percentage. Increased amount of 
unit or average sales of cutlery are obtained as we 
acquire information about the merchandise and how 


to use it. 
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OUR READERS’ FORUM 


As to Collections 
Dear Mr. Soule: 
I am very much interested in the article you are 
running on “Collections.” 
Enclosed herewith you will find a copy of the form 
that we use for all our statements, which we find very 
satisfactory, as you will see it states plainly our 
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VERY TRULY YOURS. 


FRED C PARK 


terms and also gives our customers a chance to report 
any errors. Then there is a chance right below the ac- 
count to write any remarks that we may wish to make 
if, perhaps, the account is past due. 
Very truly yours, 
W. A. PARK. 


Orono, Me. 
bf 





Capital Movement and the Small Merchant 


Dear Mr. Soule: 

In reference to Hamp Williams’ inquiry under the 
heading of “Capital Movement and the Small Mer- 
chant,” in your issue of Feb. 25: I do not know that 
I can qualify as a practical hardware man, but this 
should hardly be necessary in order to point out to him 
that he answers himself when he says: “Ali of these 
advantages given to the combines are a help to the 
consumer,” and that, together with the fact that the 
thing which will ultimately succeed is that which does 
the greatest good to the greatest number of people, can 
not do otherwise than cause the consumer who is in 
the majority to welcome any change that wiil work 
to his advantage. 

As to his assumption that “after all of the small 
stores are put on the blink prices may go up,” would 
say that the great majority of us now get our water, 
light and a large portion of our fuel and transportation 
from a single source of supply, and we seem to be able 
to keep the price about in line in proportion to the 
service that is rendered. This then being true, it is 
hard for us to understand why the consumer should 


not receive his food, shelter and clothing just as eco- 
nomically as he does his water, light and fuel. 

For instance, we live in a community of approxi- 
mately 10,000 people, all of our water comes from a 
single source of supply, it is filtered, clear, pure and 
sparkling, the cost to the consumer for supplying a 
residence equipped with sink, lavatory, bath tub and 
commode is $1.25 per month, and the quantity is not 
limited. On the other hand you may draw your own 
conclusion as to what the conditions would be if this 
community were required to support not one but three 
or four water companies, and in addition endure a 
lot of selfish and petty squabbles together with the 
possibilities of receiverships and bankruptcy proceed- 
ings. “The elimination of waste,” says Secretary 
Hoover, “is a pure asset, it has no liabilities”; and 
there are just as many possibilities for the elimination 
of waste in service as there are in commodities, and 
if commodities could have talked, there would cer- 
tainly have been some flow of words when 450,000 
grinding wheels, 4200 spades and shovels, 700 plow 
bolts, 1000 sink traps, 1900 rolls of fence and 900 files 
and rasps were decapitated by the application of the 
simplified-practice plan. 


What Shall It Be? 


Those of us who were brought up on the McGuffey 
school readers will no doubt recall a certain poem: 
“Which shall it be, 
Which shall it be, 
I looked at Hamp 
and Hamp looked (Back) at me.” 
—Revised Version. 

Mr. Williams refers to Sears, Roebuck & Co., as 
being one of those proposing to take advantage of the 
new idea, and it may be interesting to know that their 
president, C. M. Kittle, was born on a farm which 
is now a part of this city, he and the writer were boy- 
hood friends, and if Mr. Williams is contemplating 
making some change in his activities we will be glad 
to give him a letter of introduction to one whose 
business seems to offer wonderful opportunities. 

Vervy truly yours, 
W. N. FITZWATER. 
Elkins, W. Va. 





You and Your Boss 


Dear Mr. Soule: 

Reading HARDWARE AGE regularly for’ several 
months, which in this time has become one of my 
best friends and inspirations, I for a long time waited 
already for an opportunity to tell my opinion as a 
clerk, what is “wrong” with the inefficient hardware 
clerk. I agree with every boss that his biggest prob- 
lem in handling the business is to have boys whose 
main interests are devoted to their jobs, but I disagree 
with him entirely, when he tries to lay the responsi- 
bility for his troublesome problem upon the shoulders 
of the not only innocent, but mostly entirely misun- 
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derstood clerk. I not only disagree with him, but I 
have only a pitiful laugh for them, when I read the 
complaints of hardware dealers in previous issues of 
HARDWARE AGE. 

With their complaints, they confessed their inability 
in handling a staff of clerks, confessed their inability 
of being leaders and continually a source of inspira- 
tion and upholding for their boys in the sometimes 
monotonous course of daily business affairs. A hard- 
ware dealer may be a brilliant business man, a suc- 
cessful merchant, but to be at the same time not only 
a leader but a friend, a confidential friend of his 
boys. That demands besides a psychological instinct, 
a heart of friendly feeling, a never ceasing bit of 
humor, and a lot of self-control toward his boy who 
has not yet settled his opinion about life and business, 
but who is struggling earnestly in building up a posi- 
tion, which enables and entitles him to consider him- 
self as a worthwhile member of society, of his com- 
munity, and the large family of hardware men. 


Boys Long to Learn 


Parents and teachers cannot be longer leader and 
adviser for him. He longs for a chance to try, to 
learn by practice. He is looking and seeking for an 
example, how to do it. What is nearer for him as to 
look up to his boss, who also once started and tried 
and was no bum as a finished hardware man. Nine 
out of ten come to you, Mr. Boss, with an honest will- 
ingness to work to get a start, but mostly the young 
fellow is confronted with prejudice of distrust as time 
killer, who is glancing at the clock the whole day, 
longs for closing hour, and is waiting for his pay. 
This prejudice kills his ideals with which he started 
out in life, and mostly kills his energy for his whole 
life and then he becomes a real copy of your pictures 
which you demonstrate masterly in your complaints 
about the inefficient hardware clerk. 

Give him a chance, lead him up, push him through 
hard. It can’t be hard enough because he wants to 
become a hardware man, but also cheer him up, in- 
spire him, have a few minutes’ time for a friendly 
word every day. If you are forced to fire a clerk with 
a very few exceptions, book it as failure of yourself. 

In the employment offices of the large banks and 
department stores ought to hang a large sign: 


Wanted 
Clerks who are willing not to think 


That is the right type of clerks for this concern, 
where thinking by the clerks brings only confusion in 
the self-devised machinery of the management. But 
you, Mr. Hardware Dealer, what you need are clerks, 
who put their whole interest, their whole ideals and 
their ideas, their fullest ability, their joy and content 
of life into your business, into your work, into your 
store. In yours ? ? ? No and never! into the 
business, into the work and store of their own, in 
which you are the boss. 


Your Task Before You 


There you are, Mr. Hardware Dealer, here is your 
task, your opportunity of being an educator, to bring 
up your clerks to such a point of considering them- 
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selves copartners of your store. Give your clerks 
responsibility, let them share your burden in manag- 
ing the business and be indulgent with them in cases 
of errors. Get them at their honor, and you will have 
them entirely, if they are honest fellows descend from 
your inaccessible throne of superiority. Put aside 
your dignity of a boss in directing your clerks, and 
you will have collaborators, business partners instead 
of paid help. You demand from your clerks interest, 
but how far goes your interest for him, for his per- 
sonal welfare, for his future. Be the greater part 
on character in this silent, but destructive battle be- 
_tween boss and clerks. Show him, only show him your 
sincere personal interest and you will have in response 
clerks or better copartners who work for you and with 
you for the benefit of both of us, and not at least for 
progress and success of the business. 
MARTIN KOENING, 
New York City. 





Glaring Taxation Inequalities 


Dear Mr. Soule: 

The inequalities between individual and corporation 
taxes are the most glaring of anything we have ever 
seen in America, and when you figure that a large 
percentage of the stock of large corporations is held by 
small investors, the injustice is far reaching. 

I am sending the following letter to our Illinois 
senators and am wondering if something similar ought 
to be sent to each member of Congress. My letter 
follows: | 


Inequalities of 1926 Income Tax Law 


“Permit me to call your attention to the extreme 
inequality in the 1926 Federal Income Tax law. These 
three different types of income, that each aggregate 
$20,000 net—a professional man with this classed as 
earned income, pays a total of $618.75—a merchant 
with capital investment which he desires to protect 
by having the business incorporated, if he takes $4,000 
as salary and leaves the balance of $20,000 in the 
business for expansion, will pay for himself and the 
corporation at the 1927 rates, $1,895.62—a corpora- 
tion owned by say, fifty stockholders, earnings net 
$20,000 and desires to distribute this among its stock- 
holders, but before doing so, must pay at 1927 rate, 
Federal Tax of $2,430. 

Can anyone explain a valid reason for a law with 
such inequalities as these, namely, $618.75—$1,895.62 
and $2,430, all on the same amount of income, only, 
the individual paying the small tax has the money 
to spend as he likes, in the other cases there will be 
additional taxes to pay if the income reaches the sur- 
tax size? I trust you will present this to your col- 
leagues and advise the explanation, if there is any.” 

(Signed) Chas. H. Williams, 
Williams Hardware Co., 
Streator, IIl. 


~ EpItor’s NoTE—Mr. Williams’s letter presents an in- 
teresting and important discussion on this subject of 
taxation inequalities, present day problem. Opinions 
of other readers would be most welcome. 
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Woven Wire Fences 


By H. A. Squibbs, American Steel & Wire Company 


conditions all the way from New England to 

the Mississippi River, I am more firmly than 
ever grounded in the belief that New York, New 
England, Pennsylvania and a large part of Virginia, 
ultimately will be livestock producing states. New 
England now is producing only 18 per cent of its 
meat. People in those congested centers must have 
their food sources nearer at hand. Henry Ford said 
he would have located his factory in Hartford, Conn., 
if it was not for the fact he could not get cheap 
food there; so he located in Detroit, near the present 
center of the food producing section of the country. 


FTER having just made a survey of farming 


Generations Passing 


The very foundation of livestock farming is in hav- 
ing good fences or properly divided fields. This is 
the modern tendency in farming. The world has 
moved forward at a great speed during the past 
twenty years. In the East a whole generation of 
farmers is passing off the stage. They have been 
passing and will continue to pass, giving way to new 
blood and to new methods of farming. 

The elder members of the family turn the farms 
over to the boys or sell the property. The new man- 
ager is not satisfied with conditions that suited “Dad” 
or the previous owner. He does not like the appear- 
ance of the old buildings, nor the fences. He sees 
big spaces grown up in brush and all sorts of foul 
stuff piled up alongside of old stone or wooden 
divisions of fence. 

Almost the entire eastern portion of the United 
States has been undergoing gyatifying transforma- 
tions and in the process woven wire fence and steel 
fence posts are taking their proper place on the farm. 

The congestion of the East is rapidly being dupli- 
cated in the West. The country is filling up. The 
days of the great open spaces are closing and with 
them the days of huge exclusive stock and grain 
farms. Land in the wide open country is taking upon 
itself somewhat the properties of the city in that it 
is getting valuable and must be intensively employed. 
Farming is now a business the same as operating a 
hardware store. And as the hardware store sells 
many things in order to realize profit on the space 
occupied, the store is departmentized. The farmer 
follows suit by making many fields. A farm of many 
fields is like a hotel with many rooms. The profit is 
in the rooms. 

Westerner Keeps Space Busy 

In the West the new generation sees the big, old 
fields which, like the big rooms in the old-fashioned 
hotels, take up room without adequate earning power. 
So the Western farmer looking for profits on space 
occupied, seeks for means to keep the space profitably 


busy. 
For example, the farmers are finding that it is no 


longer an economy to turn hogs into. large fields. 
Instead fields are fenced off into limited areas of 
eight or ten acres, and the smaller fields are used 
one at a time. 

It was found that where livestock was turned into 
a large field only a small portion of the pasture was 
consumed, while the larger part of the field was 
untouched. 

This is true in handling alfalfa as well as in 
“hogging down” corn fields. Corn fields are now being 
fenced across one section at a time as it has been 
found unprofitable to give animals such wide range. 

Thus the use of a few rods of fence enables the 
farmer to get greater returns from the crops raised 
and also to get extra acreage of hay which otherwise 
would not have been cut. 

Another important development in livestock farm- 
ing is the policy of fencing against disease. In Iowa 
much discussion is given to the McLaen County Sys- 
tem of sanitary swine raising, which means the 
moving of hog fields from place to place about the 
farm every year instead of using the same hog lot 
year after year. By this process the hogs get away 
from infected ground and produce more pork at 
less cost. 

Greater Sales in 1926 


The question has been asked, should the fence dealer 
look for greater sales of fence in 1926? A recent 
survey made by a group of leading farms in the 
Northwest shows that the farmers in this area are 
planning upon buying 20 per cent more fence in 1926 
than they bought in 1925. This is only to be ex- 
pected. It is in line with progress of modern farm 
management—sanitary livestock farming. Farmers 
are building cross.fences where they had not thought 
of fencing before. 

There is a real opportunity for profit in the sale 
of woven wire fence during 1926. 
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Inkwell Fishin’ 
SOFT spring breeze is blowing over our head. 
Frankly, we are doing a very foolish thing, and 
we know it. And in a few days if we happen to sneeze 
occasionally, and reach for the good old handkerchief 
more frequently than usual, we’ll accuse that fine 
spring breeze, and our own negligence. 

We know better than to sit in a draught; but the 
breeze is pleasant—now. 

Below us we can hear the rumble of cars, and the 
shriek of taxi horns. We see smoke twisting up from 
tall chimneys near us—thick, dirty smoke. 

But that breeze? Why, that breeze is coming in 
through our open window over countless roof tops, 


clean and fresh from God’s open country, from over 


the hills and far away, where the grass is green and 
lazy leaves sway with it.—The Bull’s Eye. 
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The Sprecher & Ganss Hardware Store, Lancaster, Pa., also increases its spring garden equipment sales with its interior 
display of garden hose, lawn rollers and sprinklers, sprayers, etc., located in the center of the sales floor 


Leasing Lawn Rollers Triples Sales 
of Garden Supplies for Western Firm 


Y renting lawn rollers at $1.50 per day, the 

Jennings Hardware Co., Tacoma, Wash., has 

tripled its sales in seed, garden tools and re- 
lated lines in the past three years. The cost of a 
lawn roller is about $19 to the dealer. By renting 
several of them at $1.50 a day, delivering and calling 
for them on schedule, the Jennings Hardware Co. 
makes more profit on each individual roller and 
establishes contact with a larger number of cus- 
tomers, than it could possibly do if it were to sell 
the rollers outright. 

Comparatively few people are inclined to purchase 
lawn rollers, and yet nearly every home owner who 
has a lawn feels the need of one at some time or 
other during the spring or summer. Acting on that 
premise, C. G. Jennings, president of the company, 
made inquiries among his customers as to whether 
they would be willing to rent a roller if he bought 
one for that purpose. The replies he received en- 
couraged him to go ahead with his idea. He bought 
a roller, and advertised his proposition in the news- 
papers and by means of circulars and personal letters 
to customers. 

As a special inducement to those who rented the 
roller the first week, he offered an assortment of seed, 
garden tools and sundries at a unit price, specially 
made, which he stated in his ad would be given only 
to people renting the roller during that one week. 


He added, however, that people desiring the roller at 
a later date could obtain the bargain assortment 
by stipulating the date on which the roller was to 
be delivered to them for one day. 

By means of this offer and the advertising, the 
roller was not only booked up for the initial week, 
but for several weeks in advance. 

The roller was always delivered on schedule and 
called for on time. 

The following year he rented two rollers, and made 
a similar offer to the one he had made the preceding 
year on seed and tools. The two rollers were used 
to capacity that year, and also his sale of seed and 
tools and general garden supplies increased, in fact 
they doubled in volume over the year before. 

Last year he rented three rollers, tripled his sales 
of garden supplies, and profited generally by the ad- 
vertising. The company’s name is on the roller 
conspicuously displayed, and as it is constantly in 
use it is a perpetual advertisement of the company. 

“I suppose next year you’ll rent four, and the next 
five, and the year following six, and so on,” we 
suggested. 

“No, sir,” he replied. “Three is enough for my 
trade. One more would be too many. As long as the 
demand is large enough to keep three rollers busy all 
season. I’m satisfied. It’s a wise man who knows 
when to stop.” 
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Ohio Dealer in New 
Building 
Smith Bros. Hardware Co., Colum- 


bus, Ohio, Moves into Modern 
Store Building 


The Smith Brothers Hardware Co., 


Columbus, Ohio, has recently moved 
into its new building at 580 North 
Fourth Street, that city. The main 
building, six stories in height, with 
basement, is 150 x 220 ft. in size, of 
brick and steel construction, and con- 
tains modern appointments for the effi- 
cient handling of light and heavy hard- 
ware, automobile accessories, mining 
supplies and sporting goods. 

There is also a warehouse for steel 
stock and a receiving platform of five 
freight car capacity, with trucking plat- 
forms and a garage. 

D. E. Mooney is president of the com 
pany and R. Schrader is secretary 


Osborn Not to buy Another 


Brush Concern 


The Osborn Mfg. Co., Cleveland, 
Ohio, has declared untrue current 
rumors to the effect that it contem- 
plates buying out another wire brush 
manufacturer. 

Franklin G. Smith, president and 
general manager of the company, states 
that when on March 1 a substantial 
reduction on all numbers of wire 
scratch brushes was announced, it was 
immediately followed by rumors that 
Osborn was to buy out various wire 
brush manufacturers, and _ further 
states that such statements were not 
founded on basic facts. 

The company, however, plans to 
open plant expansions to care fer its 
increasing activities and firmly , le 
all reports that other wire scratch 
brush concerns will be acquired. 


Devoe & Raynolds Sells Stock 
to Employees 


The Devoe & Raynolds Co., Inc., has 
announced the sale of 5020 shares of 
its Class A common stock at $35 a 
share to nearly 500 employees. The 
shares were issued in two allotments, 
the first in November and the second 
in January and are to be delivered to 
the purchasers in November, 1927. 

The sales of the stock to employees 
were widely’ distributed, including 
more than twenty branches. 


Julius Rieth Dead 


Julius Rieth, pioneer hardware 
dealer of Lansing, Iowa, died at his 
home in that city recently, at the age 
of 70 years. 

He was born in Dubuque, Iowa, and 
upon the death of his father in 1876 
he took over the hardware business 
conducted by him and had conducted i' 
continuously up until the time of his 
death. 
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A. M. East 





Resigns— 
McComb, New Manager, of 


Save the Surface 


Arthur M. East, for five years busi- 
ness manager of the Save the Surface 
Campaign, has resigned from that posi- 














tion, to become vice-president and di- 
rector of the Home Owner’s Service 
Institute, Inc., New York City, which 
organization is conducting a national 
model home demonstration campaign on 
behalf of manufacturers of building 
materials. 

Mr. East will be succeeded by Wm. 
R. McComb, manager of the develop- 
ment department, Brooklyn Chamber 





of Commerce. Mr. McComb takes up 
his duties on April 1. 

The executive committee of the Save 
the Surface Campaign has authorized 
moving the organization’s office from 
Philadelphia to New York City. This 
move to take place in July. 


Among the manufacturers who are 


Institute, Inc., are P. & F. Corbin; Du 
Pont Co., Celotex Co., Valentine & Co., 
Crane Co. and the General Electric Co. 





New Interests Now with Utica 


Drop Forge & Tool 


The Utica Drop Forge & Tool Co., 
manufacturer of nippers and pliers, 
Utica, N. Y., announces that Frank P. 
Tenny, E. B. Odgers, C. F. Hemenway, 
J. E. O’Toole and T. W. Jones, formerly 
identified with the Smith & Hemen- 
way Co., Irvington, N. J., have acquired 
an interest in the Utica concern. 


Mr. Tenny will continue his residence 
in Cleveland and will cover the com- 











pany’s large jobbing trade in that ter- 
ritory, as well as the Middle West. | 


Mr. Odgers will remain in charge of | 
the Philadelphia and Eastern districts. 

Mr. Hemenway will carry a service 
stock and maintain an office at 174 
North Market Street, Chicago, for the 
convenience of the Mid-western job- | 
bers, at the same time covering the | 
adjacent territory. 
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Stanley Works Buys 


German Plant 


Buys Hardware Mfg. Plant in Vel- 
bert, Near Dusseldorf, Employ- 
ing Three Hundred 


The Stanley Works, New Britain, 
Conn., has purchased a plant in Vel- 
bert, a small hardware manufacturing 
city near Dusseldorf, Germany. It was 
formerly owned and built up by Friedr. 
Carl von Bruck, and the _ business, 
a development of twenty years, cov- 
ered various lines of butts, hinges, 


| bolts, ete., many similar to or identical 


with the lines manufactured by the 
Stanley Works for sale in foreign coun- 
tries. For the past few years they have 
been competitors in these markets. 
They also manufacture a full line of 
these goods which are sold very largely 
in the home markets of Germany and 
the near Eastern countries. 


The plant consists of about 30 acres 
of land and buildings of recent con- 
struction and good modern machinery. 
At the present time it employs about 
300 and C. F. Bennett, president of 
the Stanley Works, believes it will be 
a valuable addition in the development 
of some of the export fields. 

John E. Cairns, of the Stanley Works, 
is in charge of the German plant. He 
was graduated from Yale and the Har- 
vard School of Business Administra- 
tion. 


~~ 


Blatz and Clark, Fitsectene, 
Bridgeport Brass Co. 


At a recent meeting of the directors 
of the Bridgeport Brass Co., Bridge- 
port, Conn., Warren D. Blatz, general 
sales manager, and Walter R. Clark, 
general works manager, were appointed 
members of the board of directors of 
that company, in recognition of their 
ability and rapid rise in the ranks of 
chief executives of the firm. 


Mr. Blatz was born in Brooklyn, 
N. Y., and attended seven different 
grammar schools in seven cities, be- 
cause he was forced to move about 
from place to place, as his father was 
a Methodist minister. He graduated 
from the Boardman Manual Training 
High School, New Haven, in 1901. He 
joined the organization of the Bridge- 
port Brass Co., in 1916, in the sales 
department, being first identified with 
the manufacturing end and later spe- 
cializing in phono-electric. Five years 
ago he was made general sales man- 
ager. 

Walter R. Clark was graduated from 
Yale (Sheffield School) in 1899. In 
1900 he started in as a draftsman in 
the Bridgeport company and soon was 
advanced to head draftsman. Still 
later he was made chief engineer and 
in 1921 he was appointed general 
works manager. 


-- 
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Division of Simplified Practice Adopts 


Reduction Program on Sheet Metal Utensils 


Conference Held in Washington March 12 Secures Reduction of 24.35 
Per Cent in Variety and Sizes of the Most Commonly 
Used Household Utensils, Effective July | 


sizes of commonly used sheet metal household utensils, a con- 


R sees of TING a reduction of 24.35 per cent in the varieties and 


ference held in Washington on March 12, under the auspices of 
the Division of Simplified Practice adopted a program that will become 


effective July 1. 


Out of a total of 424 items, 81 are to be eliminated 


entirely and out of a total of 1154 numbers, 281 are to be eliminated. 
The meeting was attended by representatives of the sheet metal ware 
manufacturers, hardware retailers, government officials representing 
big consuming branches of the Government, the American Home Econ- 
omics Association and others directly concerned in the eliminations. 


The conference, which was addressed 
by Secretary of Commerce Herbert 
Hoover, was presided over by A. E. 
Foote, who pointed out that the pro- 
gram represented more than a year 
and a half of constant work on the 
part of the simplification committees 
of the industry. It was adopted in full 
as recommended by the committees. 
The recommendations were presented 
to the conference by Warren S. Smith, 
Secretary of the Sheet Metal Ware 
Associations. The industry represents 
an annual volume of business of ap- 
proximately $50,000,000. 

The reductions determined upon fol- 
low: 

Deep stamped ware—79 numbers elim- 
inated out of total of 283. 

Shallow stamped ware—five 
eliminated out of total of 107. 

Pieced stamped ware—91 numbers elim- 
inated out of total of 301. 

Heavy tinware—49 numbers eliminated 
out of total of 52. 

Japanned ware—45 numbers eliminated 


out of total of 180. 
Galvanized ware—52 numbers eliminated 


out of total of 231. 


The eliminations were discussed 
from the point of the home maker by 
Miss Alice Edwards, secretary of the 
American Home Economics Association 
and from the point of the hardware 
retailers by Rivers Peterson of the Na- 
tional Retail Hardware Association. 
Representatives of the Army and Navy, 
as well as of the Federal Specifications 
Board, declared that the proposed ac- 
tion was in line with the policies of 
their respective organizations. 

Lively discussion was provoked by a 
proposal from Stephen S. Tuthill of 
the American Zinc Institute that the 
term “galvanized,” used to describe a 
certain group of the wares, be sup- 


numbers 


planted by the description “zinc 
coated,” as being a more accurate de- 
scription. The discussion disclosed 


that this class of ware is generally 
shaped before the galvanizing opera- 
tion, but that there are a few makers 
who use galvanized sheets from which 
their wares are shaped. It was voted 
to refer the problem to the Sheet Metal 
Ware Association for the development 
of accurate definitions and of trade 
descriptions which would make it pos- 
sible for the consumer to have a knowl- 








edge of the kind of goods being pur- 
chased. 

The committees which have been at 
work on the simplification program 
include the following: 

Tinware— Chairman, Edward M. 
Blake, Central Stamping Co., New 
York; G. R. LeSauvage, Republic 
Metalware Co., Buffalo, N. Y.; M. J. 
Dowling, Atlantic Stamping Co., Roch- 
ester, N. Y.; Thomas W. Gulley, Na- 
tional Enameling & Stamping Cc., Mil- 
waukee, Wis.; Henry G. Kuck, Stuber 
& Kuck, Peoria, IIl. 

Galvanized Ware—Chairman, Fen- 
ten Lawson, F. H. Lawson Co., Cin- 
cinnati, Ohio; G. F. LeSauvage, Repub- 
lic Metalware Co., Buffalo, N. Y.; J. O. 
Entrekin, Wheeling Corrugating Co., 
Wheeling, W. Va.; Thomas W. Gulley, 
National Enameling & Stamping Co., 
Milwaukee, Wis.; George M. Schott, 
Cincinnati Galvanizing Co., Cincinnati, 
Ohio. 

The standing committee which will 
receive suggestions and will observe 
the operation of the program was 
named as follows: Representing the 
manufacturers, Warren S. Smith, Sec- 
retary of the Sheet Metalware Associ- 
ation and Walter H. Blank, Toledo, 
Ohio, American Can Co.; representing 
the distributers, T. J. Fernley, Phila- 
delphia, of the National Hardware As- 
sociation of the United States; Herbert 
P. Sheets, Indianapolis, Ind., of the 
National Retail Hardware Association; 
John Donnan, Richmond, Va., of the 
Southern Hardware Jobbers’ Associ- 
ation. 

Those attending the conference were: 
E. W. McCullough, Chamber of Com- 
merce, Washington, D. C.; Rivers 
Peterson, National Retail Hardware 
Association, Indianapolis, Ind.; L. C. 
Shattuck, Dulin and Martin Co., Wash- 
ington, D. C.; Captain P. J. Gorman, 
War Department, Washington, D. C.; 
Stephen S. Tuthill, American Zinc 
Institute, New York, N. Y.; C. E. 
Christman, Federal Enameling and 
Stamping Co., Pittsburgh, Pa.; Harry 
A. Stacy, Navy Department (Bureau 
of Yards and Docks) Washington, 
D. C.; J. H. Stevenson, Lalance and 





March 25, 1926 


Grosjean Manufacturing Co., New 
York, N. Y.; Miss Marie Mount, Ameri- 
can Home Economics Association, care 
of University of Maryland, College 
Park, Md.; P. K. Christman, Federal 
Enameling and Stamping Co., Pitts- 
burgh, Pa.; Alice L. Edwards, Ameri- 
can Home Economics’ Association, 
Washington, D. C.; Warren S. Smith, 
Secretary, Sheet Metal Ware Associ- 
ation, New York, N. Y.; W. A. Ruff, 
Bureau of Census, Washington, D. C.; 
Raymond lL. Thompson, Atlantic 
Stamping Co., Rochester, N. Y.; Ed- 
ward M. Blake, Central Stamping Co., 
New York, N. Y.; Lewis S. Cleaves, 
Dover Stamping and Mfg. Co., Cam- 
bridge, Mass.; W. J. Foley, American 
Can Co., New York, N. Y.; C. N. 
Turner, National Enameling and 
Stamping Co., Milwaukee, Wis.; C. H. 
Kent, Republic Metalware Co., Buffalo, 
N. Y.; Luther Becker, Iron-Steel-Hard- 
ware Division, Bureau of Foreign and 
Domestic Commerce, Department of 
Commerce, Washington, D. C.; Divi- 
sion of Simplified Practice, Department 
of Commerce, by Arthur E. Foote, 
Alexander B. Galt, Ernest L. Priest. 


Masback Now Distributors 
Federal Mazda Lamps 


Under the terms of an agreement re- 
cently completed with the Federal 
Lamp Works of the General Electric 
Co., the Masback Hardware Co., 80-84 
Warren St., New York, has been ap- 
pointed authorized distributor of the 
Federal National Mazda Lamps. 

The company has stocked a complete 
line of electric lamps and is rapidly 
signing up agency contracts with sev- 
eral of its dealer customers throughout 
the Metropolitan area. 


May Unite Toy Exhibitors 


Reports are gaining strength in the 
local toy trade to the effect that, be- 
cause wholesale buyers of playthings 
are not entirely satisfied with the pres- 
ent methods of offering merchandise by 
the out of town manufacturers, there 
may be a change in the future manner 
of conducting toy fairs in this city. 
During the season just closed three dif- 
ferent fairs of a temporary nature were 
held and a fourth was made up of 
manufacturers with permanent offices 
here. Buyers, it is understood, did not 
think kindly of this arrangement, al- 
though in all cases the exhibiting man- 
ufacturers were well patronized. More 
than one buyer expressed the opinion 
that it would be much better if all the 
showings could be held under a single 
roof, and rumors are abroad that a 
movement to this end is probable. 


Goodrich Advances 
L. A. McQueen 


L. A. McQueen, advertising manager 
of The B. F. Goodrich Rubber Com- 
pany, Akron, Ohio, has been appointed 
assistant general sales manager, in 
charge of tire division sales. 
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F. T. Witte Dies 


Was President of the Francis T. 
Witte Hardware Co. and for 
Half a Century Associated 

with Iron and Steel Interests 


Francis T. Witte, president of the 
Francis T. Witte Hardware Co., 106 
Chambers Street, New York, and for 
more than fifty years associated with 
iron and steel interests, died at his 
home in Glen Ridge, N. J., March 16, 
following a stroke of apoplexy. 

Mr. Witte was the third son of the 
late Herman and Johanna Mouton, and 
a grandson of General Mouton, one of 
Napoleon’s famous seven generals. He 
was born in New York in 1847 and was 
educated in the Duguees School, Brook- 
lyn, and in Hamburg, Germany. 

For many years he was identified 
with the old firm of H. and J. W. King 
until that organization was merged with 
the Witte company, of which he became 
president. 


Old Pittsburgh Firm 
Liquidating Business 


Steiner and Voegtley, for 42 years 
a pioneer hardware firm on Diamond 
street, Pittsburgh, Pa., is liquidating 
its stock of hardware. Several years 
ago Mr. Steiner died and since that 
time the business has been conducted 
by M. Voegtley, son of the original 
member of the firm. It was recently 
decided to take the above mentioned 
method of closing up the old firm’s af- 
fairs. 

Simultaneous with this announce- 
ment was another by Mr. Voegtley 
stating that he would soon open a new 
store a few doors from the old atare 
in a four-story brick building, entirély 
devoted to hardware. 





W.L. Weeden to Direct W. & 
J. Sloane Sales 


Walter L. Weeden, whose appoint- 
ment as advertising manager of the 
W. & J. Sloane Manufacturing Co., 
Trenton, N. J., was recently reported, 
has, in addition, been made manager of 
sales service of W. & J. Sloane, New 
York, for the Mohawk Carpet Mills, 
Inc., and C. H. Masland & Sons, Inc., 
rugs and carpets, for which W. & J. 
Sloane are sole selling agents. Mr. 
Weeden’s headquarters will be at the 
New York office of W. & J. Sloane. 





J. H. Williams & Co. Issues 
New Booklet 


J. H. Williams & Co., Inc., manufac- 
turer of wrenches, Buffalo, N. Y., has 
announced its booklet A-81, which fur- 
nishes a complete list of all the com- 
pany’s wrenches as well as valuable 
wrench specification data. 
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Allen C. McKinnie 





Philadelphia Paint, Oil and 
Varnish Club Holds Annual 
Meeting and Dinner 


The annual dinner and meeting of 
the Philadelphia Paint, Oil and Var- 
nish Club was held in the Bellevue- 
Stratford Hotel in that city March 15, 
with several hundred members and 
guests in attendance. 

Following the dinner and entertain- 
ment, which included a humorous ad- 
dress by Dr. Francis Harvey Green, 
headmaster of the Pennington Prepara- 
tory School, Howard E. Yarnall, pres- 
ident of the club, presided over a busi- 
ness session, at which the following of- 
ficers were elected for the ensuing year: 

Samuel R. Matlack, president; How- 
ard E. Yarnall and Daniel J. McGrud- 
den, first and second vice-presidents, 
respectively; Harry Stewart, treasurer, 
and George B. Heckel, secretary. Ernst 
T. Trigg was elected chairman of the 
executive committee. 





To Open New Store 
at Forest Hills 


William Schwiebert is planning to 
open a retail hardware store at 175 
Continental Avenue, Forest Hills, L. L., 
and is desirous of receiving catalogs 
and price lists from jobbers and manu- 
facturers. 


Pittsburgh Paint and Varnish 
Men Reelect President 


Members of the Pittsburgh Paint, Oil 
and Varnish Club believe that one good 
term deserves another and according- 
ly reelected the retiring officers for an- 
other year at the annual meeting held 
at the Union Club, Pittsburgh, March 
11. Walter McGhee continues as presi- 
dent; George F. Smith, vice-president; 
E. E. Zimmerman, treasurer, and L. C. 
Stuckrath, secretary. In addition to 
the business there was a dinner, after 
which C. E. Greider, Industrial Fellow, 
Mellon Institute of Industrial Research, 
gave a talk. 
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A. C. McKunnie Dies 


Had Been Associated with Stanley 
Works Since 1897; Was Gen- 
eral Sales Manager at 
Time of His Death 


Allen Chambers McKinnie, general 
sales manager of the Stanley Works, 
New Britain, Conn., died at his home 
in that city, March 15, following a 
lingering illness, at the age of 52 years. 

He was born in Fort Scott, Kan., and 
in his early youth entered the employ 
of the Wyeth Hardware & Mfg. Co., 
St. Joseph, Mo., remaining with this 
concern for three years, advancing from 
one menial position to another, until he 
was made department head with super- 
vision of the sample room. 

In 1891 Mr. McKinnie entered the 
employ of the Simmons Hardware Co., 
St. Louis. Failing health, however, 
soon forced him to seek a change in his 
work and he was given a small terri- 
tory in southern Indiana, in order that 
he might work out of doors. Two years 
later he was transferred to the State 
of Ohio. 

In 1897 he became associated with 
the Stanley Works, New Britain, Conn., 
where his pleasing personality, keen 
knowledge of hardware and ability to 
sell, as well as to train others to sell, 
quickly carried him to the position of 
sales manager, a position which he held 
at the time of his death. 

He took an active part in the stand- 
ardization of builders’ hardware and 
enjoyed the friendship and respect of a 
very wide acquaintance of men influen- 
tial in the hardware business through- 
out the country. 





Du Pont Viscoloid in New 
N. Y. Offices 


The Du Pont Viscoloid Co., Inc., has 
established new and commodious sales- 
rooms and offices at 330 Fifth Avenue, 
New York City. The Pyralin Sheeting 
Divisions, formerly located at 21 East 
Fortieth Street, and the Pacific Nov- 
elty Division, formerly located at 41 
East Eleventh Street, are now located in 
the new offices. Complete lines of the 
company’s products are on display in 
the new salesrooms. 





Sparklets, Inc., Moves 
General Offices 


Sparklets, Incorporated, mamufac- 
turer of the Sparklets Syphon for car- 
bonating waters and other beverages, 
has moved from 345 Madison Avenue 
to larger and more commodious offices 
at 19-25 West 44th Street, New York 
City. The move was necessitated by 
the great increase in the sale of Spark- 
let Syphons and Sparklers. These 
products are now being handled by rep- 
resentative hardware jobbers who have 
exclusive sale in their respective terri- 
tories. 
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Wellsville, N. Y., Store 
Changes Hands 


W. E. Robbins, Fillmore, N. Y., 
Acquires the Hoyt Hardware 
in That City 


The Hoyt Hardware, Wellsville, N. 
Y., has been sold to W. E. Robbins of 
Fillmore, N. Y. The deal includes pos- 
session of the Hoyt company’s stock 
and good will, as well as the two-story 
brick store building. 

The new concern will hereafter be 
known as the W. E. Robbins Hardware 
and in addition to the already complete 
and varied line of staple hardware 
items, the new owner announces that a 
number of new lines will be added 
within the near future. 

William J. Hoyt, the former owner 
who has been in the business for the 
past fifty years, will retire for the 
present, although he does not plan to 
remain inactive permanently. The Hoyt 
Hardware was organized in Wellsville 
in 1895. Edward Coats, who has been 
with the Hoyt firm since its organiza- 
tion, will remain with the new owners. 





Brown & Sharpe Issues New | 


Tool Catalog 


The Brown & Sharpe Mfg. Co., Prov- 
idence, R. I., has recently issued its 
small tool catalog No. 
scriptive and illustrative of its complete 
line of small tools. 
448 pages, is conveniently indexed and 
published in handbook form. 

A four page pink preface lists the 
new tools, cutters and other recent ad- 
ditions to the company’s line. The 
front part of the book is also given over 
to a eulogy of the company from its 
inception in 1833 to the present day. 


_——_ - — 


N. Y. Representation for 
Marion Tool Works 


The Marion Tool Works, Inc., man- 
ufacturer of Crecoite steel tools, Ma- | 
rion, Ind., announces the appointment 
of the D. W. Gray Co., Inc., 75 Barclay 
St., New York City, as representative 
for its complete line of steel tools in 
the Metropolitan district. The Gray 
company will also handle the export 
business for the Marion Tool Works. 





Stove Mfgr’s. Cooperate with | 
Health Boards 


Manufacturers of gas stoves and 
heaters in the Pittsburgh district are 
fully cooperating with the public health | 
and medical boards in the effort to 
eliminate carbon monoxide poisoning 
and sickness. A meeting held in Pitts- 


burgh recently brought together repre- | 


sentatives of Pittsburgh Bureau of 
Health, the medical boards, the coroner 
of Allegheny County, and the stove 
manufacturers. 


30, fully de- | 


The book contains | 
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Correction of Error 


The statement in Hardware 
Age, issue of Feb. 25, page 57, 
that a Pittsburgh jobber had been 
appointed main distributor in the 
Pittsburgh district for Mansfield 
Tires, manufactured by the Mans- 
field Tire & Rubber Co., Mans- 
field, Ohio, calls for an amend- 
ment. 

At least two other jobbers in 
the Pittsburgh district, the Jas. 
C. Lindsay Hardware Co., 121 
Eighth Street, and the Demmler 
Bros. Co., 100 Rose Street, are 
distributing this line of tires and 
have been for four and three 
years respectively. The distribu- 
tion of Mansfield Tires is entirely 
through jobbers, there being no 
distinction between jobbers in a 
stipulated district. 

















There was informal discussion of 
measures calculated to bring relief and 
an ordinance of the City of Baltimore 
covering the matter was read and dis- 
cussed by sections. The stove makers 
expressed a willingness to make such 
changes in manufacturing design as 
‘might help in the removal 
-eauses of the illness and deaths and 
mentioned their adherence to the plan 
of having all stoves and heaters tested 
for carbon monoxide dangers before 
placing them on the market. 








Yale & Towne Net Earnings 
Increase 


The Yale & Towne Mfg. Co., Stam- 
ford, Conn., reports net earnings of 
$2,920,749 for 1925, after all expenses 
and reserves for depreciation. This 
compares with earnings of $2,325,483 
in 1924. After reserves for - Federal! 
taxes, a balance of $2,570,749 was 
_available for dividends, equal to $6.42 
a share earned on the $10,000,000 cap- 
ital stock of $25 par value. This com- 
|pares with a 1924 net gf $2,018,592, 
equal to $5.04 a share. 

After payment of $2,000,000 divi- 
'dends last year the company had a 
surplus of $570,749, which increased 
the profit and loss surplus on Dec. 31, 
1925, to $9,515,112, equal to nearly 100 
per cent on the capital stock. Total! 
assets were $21,167,147. 








nee Pittsburgh Reznor 
Representative 


John A. McGarrity has been ap- 
pointed special representative in the 
| Pittsburgh district of the Reznor Mfg. 
Co., Mercer, Pa. He previously had 
‘been identified with the Standard Oil 
a of New Jersey and the Philadelphia 
in Pittsburgh and takes with him 
. his new position an extensive experi- 
ence in oil, gas and burning equipment. 
He will devote his time and attention 
to Pittsburgh district jobbers of the 
‘company in sales and service matters. 
Ke office is at 314 Wabash Blid¢g., 
Pittsburgh. 


OS 
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Fernley Now Counselor 
Heavy Hardware Ass'n 


T. James Fernley Becomes Coun- 
selor and B. R. Sackett 
Appointed Secretary 


The American Iron, Steel and Heavy 
Hardware Association, which for many 
years has maintained secretarial head- 
quarters in the Marbridge Building, 
Broadway and Thirty-fourth | street, 
New York, has moved to Philadelphia, 
having placed its affairs in the hands 
of the organization of T. James Fern- 
ley, 505 Arch street, that city, follow- 
ing the resignation of A. H. Chamber- 
lain as secretary. Mr. Fernley and his 
son, George A. Fernley, will act as 
counselors for the association. 

T. James Fernley is secretary of 
the National Hardware Association, the 
shelf hardware jobbers’ organization, 
and also handles the business affairs of 
a number of other national trade asso- 
ciations. He has appointed Benjamin 
_R. Sackett secretary of the American 
Iron, Steel and Heavy Hardware Asso- 
ciation and offices have been taken at 
Mr. 


' Sackett was formerly assistant district 
_engineer in Philadelphia for the S. K. 


| 


F. Industries, Inc. 
Other officers of the American Iron, 


Steel and Heavy Hardware Association 


-are G. M. Congdon, 


Congdon & Car- 
penter, Providence, R. I., president; G. 


_K. Conont, Sligg Iron Store Co., St. 


Louis, Mo., first vice-president, and E. 


McK. Froment, Froment & Co., New 








York City, second vice-president. 

The association will hold its next an- 
nual meeting at Atlantic City, N. J., 
on May 25, 26 and 27. 


American Fork & Hoe 
Issues Garden Book 


Designed as a complete guide to the 
art of preparing, planting and tending 
a garden, the American Fork & Hoe 
Co., Cleveland, Ohio, has announced the 
publishing of its True Temper Garden 
Book. 

The book is written by men well 
versed in the art of gardening and con- 
tains -48 pages, with covers.: 








California Firm Changes 
Name 


Effective Jan. 4, the Emeryville 
Hardware & Tool Co., Oakland, Cal., 
changed its corporate name to the As- 
sociated Hardware Co., Inc. The man- 
agement announces that this change in 
name was necessary, as its business had 
gradually extended to all parts of the 
State. 

It is also announced that the change 
will not affect the management, per- 
sonnel or location of its Oakland store, 
although it is planned to later establish 
several branch stores and warehouses 
on the Pacific Coast. 
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Bureau of F oreign and Domestic Commerce 


Making Progress in Development of Its Work 


of Commerce, is making satisfactory progress in developing 
to have been an important factor, 


[or Bureau of Foreign and Domestic Commerce, Department 


the domestic end of its work. 


By L. W. Moffett 


(Washington Bureau of HARDWARE AGB) 


In the past the multiplicity of | 


activities of this bureau have been devoted to a large degree to de-| 


veloping foreign trade. 


United States. 
made in this endeavor. 


country, including hardware. 


Since the establishment about two years 
ago of a domestic division, however, much greater energy has been 
centered upon the gathering of information concerning sales, dis- 
tribution and kindred subjects as they relate to markets in the. 
But little is known of the headway that has been 
One of the outstanding features is that con- | 
cerning regional surveys that were determined upon to study the im- 
portant question of distribution that is vital to all industries of the | 
Broadly, the regions are divided in 


accordance with the Federal Reserve Districts, and the first com- 


mercial survey, completed some time ago, dealt with the so-called 
Philadelphia marketing areas, and was in charge of J. Frederic 


Dewhurst, chief of the statistical division of the Federal Reserve 


Bank of Philadelphia. 


The surveys on distribution have as 
their underlying object the elimination 
of waste and the appraisal of the vari- 
ous trades through commodity studies. 
By means of this it is proposed to point 
out some of the inherent faults in the 
existing structure of marketing and 
remedying of the situation-by showing 
where services or expenses can be 
pruned, as pointed out by Director 
Julius Klein of the Bureau. He has 
stated that one of the major fields 
of waste is in the lack of definite knowl- 
edge by distributers of the type a 
value of markets in the various sec- 
tions of the United States. Varying 
degrees of sales resistance, he stated, 
will be met because of the differences 
in race, purchasing habits, incomes, 
and occupations, and many other fac- 
tors are being considered. The plan 
of the surveys undertaken is to analyze 
the purchasing power of the trade 
territory dependent upon one of the 
major cities which is without question 
dominant in its distribution area. A 
large amount of the field work also 
is to demonstrate the more intangible 
trends of consumer buying habits. 
The hope is that the information will 
be helpful in enabling sales executives 
to set quotas and to plan sales cam- 
paigns on a basis of knowledge rather 
than of guesses, and that it will thus 
be of some consequence in aiding to 
eliminate waste in the present system 
of distribution. The fallacy of basing 
sales possibilities merely on population 
or even purchasing power is said to 
have been shown by pointing out other 
important factors, such as climatic 
conditions. 

The second survey, the result of 
which probably will be published the 


latter part of May or early in June, | 
concerns the Atlanta region and it is 
said it promises to be much more suc- | 
cessful than the Philadelphia survey. | 


Among studies made are those bearing 





upon the market in the Atlanta district 
for paints, varnishes, sanitary ware 
and other lines handled by the hard- 
ware trade. All of the surveys are 
to be followed up by placing a man 
from the Bureau in each territory sur- | 
veyed in order that he may keep in 
close touch with the general current of 
business. Installment buying will be. 
watched among other things. It now is | 
being studied generally by the Bureau | 
with the result that it is known that | 
the Bureau has information showing 
that there has set in a definite trend 
toward contraction of this movement. | 


Manufacturers, wholesalers and retail- | 
ers, it is stated, are tightening up some- 
what on this class of buying and fur- | 
ther shrinkage of the phenomena is. 
confidently expected to develop. 

In the Philadelphia survey, the re- 
port pointed out that two of the largest | 
national distributers of wholesale 
hardware are located in that city, set | 
forth their general markets, competi- | 
tive conditions, etc., and stated that as | 
a result of competition from outside 
wholesale centers and as the result | 
of an increasing tendency for the more | 
important retailers to buy direct from | 
hardware manufacturers the recent | 
tendency has been toward a restriction 
of territory and a more intensive cul- 
tivation of the nearby market. In 
some cases also, it was pointed out, 
the larger houses have curtailed their 
lines of staples and have placed the | 
major emphasis on the trade-marked 
products and specialties. 


The growing importance of local 
wholesalers in the smaller cities of the 
Philadelphia district was declared also 


especially in the sale of staple products. 
Local dealers were credited with offer- 
ing strong competition within a 10 or 


_15-mile radius of the towns in which 


they are located, having a definite com- 
petitive advantage in being able to fill 
orders promptly and deliver by truck 
or trolley freight to their immediate 
territory. Many of the smaller dealers 
outside of Philadelphia also carry on 


| a retail business which, the report said, 
amounts to 50 or 60 per cent of their 


total volume. Although in some ways 
this is held to be an advantage, the 
report declared it does prevent their 
selling to the larger retail stores which 
are their competitors. The bulk of the 
local jobbers’ sales must then be made 
to the smaller stores in the outlying 


_ sections or to firms in the neighboring 
small towns within the radius of truck 


delivery. This, it was pointed out, 


_means that the large retail stores, 


which compete with the stores operated 
by the local jobbers, usually purchase 
from the Philadelphia houses and the 
Philadelphia houses also dominate the 
market in most of the towns of 5000 
to 15,000 population not situated close 
to towns where there are jobbers. 

The Federal Trade Commission con- 
tinues to have its merry family rows. 
The latest Kilkenny cat exhibition re- 
lates to the acceptance by the majority 
members of five different stipulations 
over the protest of the usual minority, 
consisting of Commissioners Nugent 
and Thompson. The stipulations, as 


_ previously pointed out by HARDWARE 
AGE, have been resorted to freely dur- 
ing the past year by the majority as 


a means of dismissing proceedings 
after the respdéndents agree to cease 


and desist from methods and prac- 
tices found to be unfair, with the fur- 


ther understanding that should unfair 
methods of competition ever be re- 


sumed the stipulation may be used as 
evidence against the respondents in a 


proceeding by the Commission. The 


'majority maintain these stipulations 


protect the public precisely the same as 


it would be protected had the Com- 


mission gone to the expense, and time 
involved in litigation. The minority 
dissented in the five cases mentioned 
on the old ground that complaint 
should have been issued and the case 
tried “in order that the public might 
be informed of the unfair practices 
adopted by the respondent and its law- 
abiding competitors be benefited by in- 
creased __— trade.” 
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General Market News 








Retail Sales Are Improving— 
Spring Lines More Active—Prices 


Are Very Steady 


satisfactory manner, and the week’s reports from the va- 


Rss hardware sales are apparently coming along in a very 


rious market centers indicate better weather conditions and a 
generally improved consumer demand for spring lines and staple 


items. 


In the Pittsburgh area and points to the East the weather con- 
tinues to exact some toll of hardware business. However, this con- 
dition seems to be relenting and reports coming in from these dis- 


tricts are more favorable. 


Prices are steady in most sections and few adjustments are being 


made, either up or down. 


Reports from all sections indicate that 


spring merchandise continues very active. 





Several Items Cheaper 


in Boston Market 


Several items of goods carried by the 
average retail hardware dealer are 
cheaper in the Boston market. For 
instance, large containers of shellac are 
lower, sheet zinc is 4c. a pound lower, 
sheet lead 4c. a pound, Neponsit black 
roofing paper costs less, drop shot is 
down about 20c. a bag, various kinds 
of toy automobiles have dropped 20c. 
to 50c. each, while a slight reduction 
in the cost of at least one line of pis- 
tons is noted. No price advances of 
any importance are reported by manu- 
facturers or jobbers. Makers of lan- 
tern globes are out with. fall, 1926, 
prices, which are the same as those for 
the past fall. 





Solder Prices Advance 


While retail sales are being held 
back by the continued winter weather, 
jobbers report that the buying of spring 
merchandise is getting well under way, 
and sales are, in general, running 
slightly ahead of the same period a 
year ago. 

Solder bore out the prediction of 
early price increases on some of the 
more staple items by advancing a cent 
a pound. 
linseed oil and alcoho] took a sharp 
drop. 





Business Is Conservative 


More than a fortnight has elapsed 
since the slump in Wall Street and it is 
observed with much satisfaction that 
commodity prices and the volume of 
business have not been adversely af- 
fected. Comment is made that here is 
practical confirmation of the belief pre- 
viously held that the conduct of busi- 


At the same time, however, | 


| ness has been on a sound and conserva- 


tive basis. 

| It has not been uncommon for a 
| sharp decline in stock market values to 
be followed promptly by serious dis- 
| turbance in business. Often it has been 
debated, indeed, whether the decline in 
Wall Street was a cause of an unfav- 
orable turn in business or was rather 
a disclosure of an unsound situation. 
The two cases would not be so dissimi- 
lar, however, for there would have to 
be some unsoundness in business for 
the stock market to affect it. 














To Standardize Washers 
and Pins 


Plans for the standardization of plain 
and lock washers were discussed at an 
organization meeting sponsored by the 
American Society of Mechanical Engi- 
neers and the Society of Automotive 


Engineers, held in the Engineering 
Societies Building, New York, on 
March 19. 





| Under the same auspices and on the 
'same day a similar meeting was also 
held to develop plans for the standard- 
_ization of machine pins. 


Money Circulation 
Much Larger 


The United States Treasury Depart- 
ment has announced that money in 


March 1 amounted to $4,814,217,046, or 
$41.84 per capita for a population of 
115,049,000. 

Last month it was $4,739,537,429, 
with a per capita of 60 cents less, the 
population in February being estimated 


>. > > 
be outside the treasury on 
i 


-at 114,931,000. 











Prices Are Firm in Cincinnati 


Constantly recurring snows and the 
prolongation of cold weather have 
interfered with the normal flow of 
hardware business in Cincinnati. The 
virtual suspension of outdoor con- 
struction work has been the most dis- 
turbing factor. It has resulted in dull- 
ness in such commodities as builders’ 
hardware, eaves trough and conductor 
pipe and roofing material. While buy- 
ing of spring goods has been moderate 
in volume a considerable portion of 
the merchandise for sale in April, May 
and June remain unpurchased by re- 
tailers in this territory. 

Prices are being well sustained in 
practically every commodity. The de- 
mand for staple merchandise has been 
good and has tended to offset the lack 
of orders for seasonal goods. Re- 
tailers state that business has been 
slow. 


Weather Conditions Still 
Hamper Pittsburgh Trade 


Weather conditions continue to exact 
some toll of hardware business in the 
Pittsburgh district, but the sun is 
getting higher and stronger daily and 
it is not disputed that while business 
over the past week has left something 
to be desired it has shown some gain 
over the week before. 

There is conservatism in buying 
whether it is hardware, dry goods or 
what not, because the productive ca- 
pacity of the country still is ample for 
all domestic requirements and then we 
are having a transportation efficiency 
that has also helped to eliminate the 
necessity of large stocks in distributing 
hands. 

Buying is at short range and will 
probably continue that way so long as 
retailers can secure supplies promptly 
and that means until the consumptive 
powers of the country have caught up 
and surpassed the productive capacity. 

The week has brought no important 
price changes. There is in that direc- 
tion a good measure of stability and 
this tends to keep purchases down, since 
even a casual analysis of big buying 
movements in recent years discloses 
that they have been based on the idea 
of advancing prices. Collections are 
not very brisk in this district. 








Conditions Improve in 
Northwest 


While spring trade has not yet 
started to any great extent, there are 
already signs of the beginning of the 
building operations. Dealers are hav- 
ing some call for finishing hardware, 
and other items in this line. Stocks 
are being filled out for the opening of 
the spring business over the North- 
west tributary to the Twin Cities. 
Prices on the whole are steady and 
firm. All indications point to a better 


business this year than last. 
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Few Price Changes Noted— 
Staples Items Active in New York 


TAPLE hardware items are fairly active in both wholesale and 
retail markets, but trade in the metropolitan districts feel 
that a few more days of continued spring weather are needed 

to give general business a lasting stimulation. 
Collections in the New York area show some improvement. Job- 
bers and dealers as a whole are preparing for a good spring busi- 


ness. 


well balanced. 


Employment conditions are considered good and wages satisfac- 


tory. 


There are fewer price changes noted this week and some distribu- 
tors are of the opinion that prices will hold fairly even for some 
time to come. Average retail stocks, while not heavy, appear to be 


HARDWARE AGE 





Screw Prices Remain 
Unchanged 


The recently inaugurated higher 
wood screw prices are still being main- 
tained very firmly, according to the 
majority of New York jobbers. While 
not heavy the demand continues con- 
sistent. 

JOBBERSG’ QUOTATIONS TO RE- 

TAILERS, F.O.B. NEW YORK: 

Discounts on Wood screws: Iron 

Bright Flat Head, 77% per cent; 

Iron Bright, Round and Oval Head, 

75 per cent; Iron Blued, Round Head, 

75 per cent; Brass, Flat Head, 75 per 

cent; Brass, Round and Oval Head, 

72% per cent, 

These discounts apply to revised 

list of June 24, 1922. 

EX TRAS—20-10-10 per cent. 


Stocks of Bolts Are 
Adequate—Demand Good 


Demand for bolts and nuts in the 
New York hardware market continues 
. good. There is a strong competitton 
on this business from out-of-town 
sources, but local quotations are fairly 


uniform. 
JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Machine bolts, % by 4 and smaller, 
45 and 5 per cent off list. Machine 
bolts, longer and thicker, 45 per cent 


oO st. 

Common carriage bolts, *% by 6 
and smaller, 35 and 10 off list, larger 
and longer, 35 off list. 

Stove bolts, 80 off list. 

Lag screws, 50 off list. 


Early Interest Continues 
on Freezers 


Prices on ice cream freezers are uni- 
form and the early interest displayed 
in the New York market is being con- 


tinued. 

JOBBERS’ gat bags TO RE- 
TAILERS, F.O.B. NEW YORK: 

Alaska Freezers. —l1 qt., $2.95 each; 
: ba $3.45 each; 3 qt., $4.10 each; 

, $5 each; 6 qt., $6.30 each; 8 qt., 
$8, y bs ‘each: 10-at., $10.75 each; 12 at., 
$14 each; 15 qt., $17 each and 20 at., 
$21.50 each. These are list prices, 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 at., 
$3.35 each; qt., $3.90 each; 3 qt., 
4.65 each; 4 qt., $5.70 each; 6 aqat., 
7.25 each; 8 qt., $9.35 each; 10 qt., 
$12.50 each. These are list prices 





which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 qt., 
$5.65 each; 3 at. $6.75 each; 4 qt., 
8.25 each; 6 q $10.45 each: Ss at., 
13.50 each, ona 10 qt., $18 each. 
These are list prices and are sub- 
ject to a dealer’s discount of 50 per 
cent. 

Auto-Vacuum Freezers. — No 
$3.33 net; No. 2, $4 net; No. 3, $5. 33 
net, and No. 4, $6.67 net. These net 
prices to dealers show a discount of 
33% per cent off list. 


Spring Prices for Lawn 
Rollers 


Metropolitan jobbers have _ issued 
prices on waterweight lawn rollers. 
An active sale is predicted. 





JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Waterweight iawn frviiers, No. 2, 
$9 each; No. 4, $10.70 .each; No. 5, 
— 35 each: No. 7, $15.35 each; No. 
, $17.55 each, 


Wire Cloth Prices Firm: 
Demand Fairly Active 


Wire cloth is still selling at firm 
prices. The demand is fairly active 
with Metropolitan wholesale hardware 
firms. Retailers report that business 
is starting up on this line. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 

Copper wire cloth, 14 mesh, $5.25; 
16 mesh, $5.75. 

Bronze, 14 mesh, $5.75; 16 mesh, 
$6.25. 

Opal wire cloth, 12 mesh, $2.30; 14 
mesh, $2.60; 16 mesh, $3.15. 

Apex wire cloth, 14 mesh, $2. 50 and 
16 mesh, 5. 


These prices apply to widths 22 in. 
to 48 in. On smaller sizes add 15c 
per 100. 


Spring Goods Prices in 
New York City 


For your guidance we print prices 
to retailers on important spring mer- 
chandise. To this list we will add 
other spring lines. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 


Garden Hoes 


Black finish, 7 In. steel blade, solid 
shank, 4 ft. ash handle, 48c. each. 
Same with 6 in. blade, bronze finish, 
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79c. each; and with 7 in. blade, 
bronze finish, 80c. each. 


Ladies’ garden hoes, 5 in. forged 
steel blade, solid shank, 4 ft. handle, 
62c. each. 


Meadow hoes, forged steel blade, 
19 gage, polished and bronzed socket 
shank, 4% ft. handle, 91%c. to $1.12 
each. 

Nursery hoes, forged steel blade, 
polished and bronzed, solid shank, 
4% ft. ash handle, 7 in. blade, 80c. 
each. 

Onion hoe, square top polished 
forged steel blade, 7 x 1% in. bronze 
finish, 4% ft. handle, 80c. to 88ce. 
each, 

Garden hoes are packed 12 in a 
bundle. 

Warren type hoes, 95c. each. 
Schuffle type hoes, 92c. each. 


Mortar Hoes 


Polished forged steel blade, bronze 
finish, solid shank, 6 ft. ash —— 
9 in. blade, $1 to "$1. 12 each. Sam 
with 2 holes and 10 in. polished steal 
blade, $1.14 each. 

Mortar hoes are packed 12 in a 
bundle. 


Garden Sets 


Three pieces—hoe with 4 in. blade, 
round point shovel with iron D han- 
dle and curved 6 tooth rake, stand- 
ard forged, $1.48 per set. Same, 
medium quality, $1.07 per set. Each 
set packed in a bundle. 


Steel Rakes 


Light weight, black finish, ash 
handle, 12 teeth, 4514%4c. each: with 14 
— 49l44c. each; with 16 teeth, 54c. 
eacn. 

Medium bronze  (ffinish,’' straight 
teeth, 5% ft. ash handle, 12 teeth, 
63c. to 76c. each; 14 teeth, 6914c. to 
82c. each; 16 teeth, 47c. to 88c. each. 

With 14 curved teeth, polished 
bronze head, 87c. each. 

Steel bow rakes, curved teeth, pol- 
ished bronze head, 5% ft. ash handle, 
16 soatts, $1.07 each; with 14 teeth, $1 
eacn. 

Rakes packed 12 in a bundle. 


Cultivators 
Floral cultivator, adjustable 3 
forged steel prongs, malleable iron 


socket, enamel finish, 4 ft. ash han- 
dles, 59c. each, same with 5 forged 
steel adjustable prongs and 4% ft. 
ash handle, 8lc. each. 

Packed 6 in a bundle. 


Potato Hooks 


Solid steel, goose neck, bronze fin- 
Ish, 4% ft. handle, 5 round tines, 
$1.01 each. Same, with bent head, 
polished and bronze finish, 4 angu- 
lar back tines, 95c. each. These are 
packed 12 in a bundle. 


Manure Forks 


» Strapped ferrules, oval drop forged 
tines, selected D ash handles, 4-12 
in. tines, bronze finish, $1.68 each. 
Same, 5-13 in. tines, $1.86 each. 

Strapped ferrules, steel capped, 
drop forged oval tines, polished and 
bronzed with 4 ft. ash handles, 4-12 
in. tines, $1.34 each. Same-with 5-13 
in. tines, $1.62 each. 

Heavy mill or street forks, strapped 
ferrules, bronze finish, wood D han- 
dle, with 4 oval 15 in. heavy tines, 


$2.14 each. All of these manure 
forks are packed 6 in a bundle. 
Hay Forks 


Strapped ferrule, selected ash han- 
dles, bronzed and polished, 3 oval 12 
in. drop forged tines, with 5 ft. bent 
handle, $1.13 each and with 6 ft. bent 
handle, $1.37 each. 

Hay forks are packed 12 in a 
bundle. 


Good Spring Demand 
Expected on Sheets 


Distributors of galvanized and black 
sheets expect a good spring demand, 
if proposed building plans materialize. 
Current trading is fairly light, was 
pretty good in January and February, 
but eased off in March. 
reasonably firm. 


Prices are 
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Prospects More Favorable in Chicago 


‘—Prices Show Little Change 


ARKET conditions in the Chicago territory this week are 
marked by three features—increased buying by the retail- 


ers, steady betterment 
activity in building operations. 


While there has been no break as yet in the winter weather, 
orders for spring merchandise are beginning to show considerable 
volume and sales in general are given as running ahead of a year 
However, reports from the dealers, especially in the agricul- 
tural districts, tend to show that retail sales are being retarded by 


ago. 


the continued inclement weather 


Prices remain strong with some slight advances predicted for the 
Solder does show an increase of $1 per 100 lb. this 
week, but on the other hand linseed oil and alcohol took another 


near future. 


sharp drop. 


The steel mills in this district are now operating at about 92 per 
cent capacity—the highest point for several months—and orders 
are running particularly heavy on structural steel. 


Building operations as taking 


the total amount of new contracts let since January 1 is somewhat 
behind the same period last year, this week’s contracts ran way 
ahead of the corresponding week in 1925. 


(Chicago office of HARDWARE AGE) 


in steel industry and renewed 











and bad road conditions. 


on a new lease of life and while 


Orders for builders’ 


hardware are being placed in a very satisfactory volume. 


Jobbers report collects as good. 


AUTOMOBILE ACCESSORIES. 
There is an increasing demand 
milder weather approaches. 
We quote jobbers’ 
f.o.b. Chicago: 


Spark Plugs.—Splitdorf, 50c. each; 
regular, 58c. each; Champion X, 4oc. 


stocks, 


from 


each; Champion Blue Box line, 53c 
each; A. C. Titan, 58c. each; lots of 
100, 56c. <A. C. Special Ford, 44c. 
each. 
ay Light.—Anderson, No. 3280, 

50. 

Horn.—A. A. Electric (Ford), $4 
each. 

Jacks.—National Standard No. 21, 
$1.20 each. 

Pumps.—Rose, 1'%4-in. cylinder, 
$1.55 


Chains.—Non-skid, dozen pair lots, 
33% per cent discount. 

Tires and Tubes.—30 x 344, oversize 
cord tires, $12.55 each; regular cord, 
$8.60 each; gray inner tubes, 30 x 
3% $1.80 each; red inner tubes, 30 x 
3%, $2.25 each. 


BOLTS AND NUTS.—There is a nor- | 


mal demand. Prices are stationary. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Carriage bolts, cut 
thread, 45-5 per cent discount; small 
carriage bolts, rolled thread, 50-! 
per cent discount: machine bette. 
cut thread, 50-5 per cent discount: 


small machine bolts, rolled thread, 
50-10-5 per cent discount: all stove 
bolts, 75-5 per cent discount: lag 


screws 60 per cent discount. 


BUILDERS’ HARDWARE. — Spring 
orders for builders’ hardware are be- 
ginning to come in in fine shape. Prices 
are firm. 


We quote from 
f.o.b. Chicago: 3% x 
old copper and dull tone finish, $2.70 
per doz. pair; 4 x 4 steel butts, old 
copper and dull brass finish, $3.66 
per doz. pair; heavy steel bevel in- 
side sets, $6.25 per doz.; steel bit- 
keyed front door sets, $1.65 per set: 
wrought brass bit- keyed, front door 


jobbers’ stocks, 
3% steel butts, 


as | 


sets, $3.25 per set; cylinder front 

door sets, $7.50 per set. | 
CHAIN.—Prices are unchanged and 
sales are normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: *%-in. proof” coil 
chain, $8.50 per 100 Ilb.; Tenso, Bull 
Dog and Brown coil chains, 50-10 per 
cent discount. No. 00-4% electric 
welded cow ties, $2.75 per doz. 


RIVETS AND BURRS.—There 
good demand and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 45 per cent discount. 


ELECTRICAL AND RADIO MER- 
CHANDISE.—The demand for elec- 
trical merchandise is very good. Prices 
_are steady. 


We quote 
f.o.b. Chicago: 
Electrical Merchandise. — No. 
rubber-covered wire, 
ft.; in 1000-ft. lots, 1 
lamp cords, $14.25 per 1000 ft.; in 
1000-ft. lots, $13.65; %-in. brush 
| brass key sockets, 18c. each; two- 
way plugs, 45c. each; in lots of 10, 
40c. each; two-piece attachment 
plugs, 12c. each; dry cells, boxes of 
50, 32c. each; less than case lots, 
36c. each. 
Radio Supplies.—Radio B age 
No. 766, $1.40 each: No. 767, $2.62 
each; No. 770, $3.33 each; No. 772, 
$2.62 each; No. 486, $3.85 each. 
Battery Chargers.—Apco line, 
of less than 10, $13.50 each, net. 


is a 


from jobbers’ stocks, 


lots 


Loud Speakers.—Western Electric, 
No. 522W, $9.50 list. Discount, 30 per 
cent. 


FIELD FENCE.—Sales are very good. 
Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 726-6-12%, $28.68 per 





100 rods; 1848-6-14%, $43.62 per 100 
| rods. 
_ FILES.—Prices are firm and _ sales 





| maintain a steady volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
40-10-5 per cent off lis 

GALVANIZED WARE.—The demand 
is very satisfactory and prices, except 
for occasional “Leaders,” are firm. 

We quote from jobbers’ stocks 
f.o.b. Chicago: Standard galvanize 
after made tubs, No. 1, $6.40; No. 2, 
$7.20; No. 3, $8. 40; 10- -qt. galvanized 
after made pails, $2. 25; 12-qt., $2.4); 
14-qt., $2.75; 5-gal. galvanized oil 
cans, galvanized breast, $7.50 doz. 

GARDEN HOSE AND LAWN SPRIN- 
KLERS.—Spring orders are being 
placed in fair volume. Prices are un- 
changed. 
We 


quote from jobbers’ § stocks, 


f.o.b. Chicago: Garden hose, good 
quality, molded hose, %-in., 12 4c. 
per ft.; %4-in., 14%c. per ft.; 5-ply, 
good quality, “wrapped, %-in., 9'ec. 
per ft.; %-in., l1l¥%ec. per ft. Lawn 
sprinklers. Rain King, $28 doz.; orig- 
inal fountain sprinklers, $8 doz.; 
Rainbow, 38-in. high, $24 doz. 
GLASS AND PUTTY.—Sales are sea- 
sonally satisfactory and prices are 
firm. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, 
25-in. bracket, 85 per cent discount; 


single strength A, 34 to 40-in. bracket, 
82 per cent discount; single strength 
A, all other brackets, 81 per cent 
discount; double strength A, all sizes, 
$2 per cent discount; double strength 
Bb, up to 4 in., 87 per cent discount; 
balance, 85 per cent. Putty, pure 
grades, $3.75 per 100 lb.; commercial, 
$3.40 per 100 lb 


HATCHETS.—There is a good steady 


demand and prices are strong. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatch- 


ets, No. 2 shingling, $11.20 doz.; first 
quality hatchets, No. 2 broad, $14. 45 
doz.; medium quality hatchets, No. 


2 shingling, $7.25 doz.; medium qual- 
ity hatchets, No. 2 broad, 10.50 doz. 


HANDLED HAMMERS.—Sales are 
showing good activity and prices are 
firm. 


We 
f.o.b. 


from jobbers’ stocks, 
Vaughan-Bushnell, 
16-oz. nail hammers, $10.50 doz.: 
Maydole, $12.60 doz.; other makes, 
16-0z. machinist hammers, $7.85 doz.; 
Competitive grade, 16-oz. nail ham- 
mers, $4.50 to $6. 


HANDLES, AGRICULTURAL.--There 
is a fine volume of business being 
placed. Prices show no change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Hay Fork 
chucked and bored, best grade, 
Ct... b-ft.., $5.50 doz.; XX, 
414 -ft., 4 5-ft., $4.80 doz.; x, 
41,-ft., $2.40 doz., "5-ft., $2.80 doz. 
Hay Fork Handiles.—Bent chucked 
and bored, best grade, with strap, 
ferrule and cap, 4%-ft., $7.50 doz.; 
5-ft., $8.50 doz.; XX bent, with strap, 
ferrule and cap, 4-ft., $5.50 doz.; 414- 
ft., $5.75 doz.; XX, bent, 414-ft., $4.50 
doz.: 5-ft., $5.50 doz.; X, bent, 4%- 
ft., $3 doz.; 5-ft., $3.40 doz. 
Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4%-ft., $! 
os XX, bent, 4-ft., $4.15 doz.; 4%- 
, $4.40 doz.; bent, 4-ft., $2.60 doz.; 
$2.95 doz 
Garden Hoe Handles. —XX, 1"2- ft., 
$3.45 doz.; X, 4%-ft., $2.40 doz 
Garden Rake Handles. —XX, “5b. 
ft., $5.25 doz.; X, 5%-ft., $3. 25 doz. 
Shovel Handles. —Regular pattern, 
XX, 4%-ft., $5.90 doz.; X, 4%-ft., 


quote 
Chicago: 


Handles. — Straight, 
4%- 
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$3.90 doz.; - handle, best grade, $7.95 
doz.; X grade, $6 doz. 

Spade Handles.—D handles, best 
grade, $7.75 doz.; X grade, $6 doz. 


HANDLES, TOOL.—Prices are firm 
and there is a good active demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handies. —No. 1 Hickory, $4 
doz.; No. $3 doz.; second growth 
hickory, ss" ‘doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 

HINGES.—Sales are good and prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges, 
in bundles, 4-in., $1.03; 5-in., $1. 
6-in., $1.60; " 3570, 10-in., "$4.30 
per doz. pairs; extra heavy T hinges, 
in bundles, 4-in., $1.56; 5-in., $1.66; 
6-in., $2.80; 8-in., $3.56; 10-in., $5.10 
per doz. pairs. 


ICE CREAM FREEZERS.—The de- 
mand is very satisfactory and prices 
are steady. 


= quote from jobbers’ stocks, 
f.o Chicago: White Mountain, 
1-qt., $4.85 list; 2-qt., $5.65 list; 3-qt., 
$6.75. list; 4-qt., $8. 25 list; 6-qt., 


$18 list; 12-at., $21.55 list; 15-qt., 
$33.20 list; 25-qt., 
42.60 list. Arctic, 1-qt., $4 list; 2- a 
4.60 list; 3-qt., %.55 list; 4-qt., $6.8 
list; 6-qt., $8. 60 list; 8-qt., $11.10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1-qt., $2.95 list; 2-qt., 
$3.45 list; 3-at., $4.10 list; 4-at., $3 
list; 6-qt., $6.30 list; 8-qt., $8.20 list; 
10-qt., $10.75 list; 12-qt., $14 list, 
15-qt., $17 list; 20-qt., $21.50 list. A 
discount of 20 and 10 per cent on all 
above prices. 


LANTERNS.—Sales are dropping off 
as the season is about over. 


We quote from jobbers’ stocks. 
f.o.b. Chicago: Dietz D-Lite, $13 doz. ; 
with large font, $14. 25 doz.; yong 
Wizard, $8.50 doz. ; ; Blizzard, $13 


LAWN MOWERS.—The sang is 
slow and prices are without change. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Lawn Mowers.—16-in. ball bearing, 
5-knife, 1l-in. wheels, $12.35 each; 
16-in. ball bearing, 4-knife, 10%-in. 
wheels, $10 each; 16-in., plain bear- 
ing, 4-knife, 1016-in. wheels, $8.65 
each; 16-in. ball bearing, 4- knife, 9-in. 
wheels, $7.85 each; 16-in., plain ‘bear- 


ing, 4-knife, 9-in. ‘wheels, $7.35 each; F 


16-in. ball bearing, 4-knife, 8-in. 
wheels, $8 each; 16-in. plain bear- 
ing, 3-knife, 8-in. wheels, $5.85 each. 


NAILS.-—Prices are unchanged and 
the demand is normal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.15 per keg base; cement coated, 
$2.20 per keg base. The extra for 
galvanized nails is now $2 for 1-in. 
— longer, $2.25 for shorter than 
-in. 


OIL STOVES.—There is a fair demand 
but it is too early for current orders. 


Oil Cook Stoves 


PERFECTION— 
ah, a 6 5 wae ee sees $17.50 
No. 8 Dp re 22.50 
3’. FR ee 28.50 
Be, Te DB BUMOTRs occ cccccievcses 39.50 


Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 


PURITAN (Improved Model)— 





De, SS Is occ cccvsuceses $17.50 
De Se te I 9 cb ctesecoéve 22.50 
Bee, GB Bs 6 6:6 660.6 2 cee ee 28.50 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
a. et 2 MAY ene cows same $ 9.50 
De, «= I cost eceseéen 17.35 
DEO, BES. BS WUMORWs cos cece dcccs 22.00 
IO: Bee © DUPMORD. «co cciccccoes 28.00 
No. 215 St eain s Snes bd 0 39.50 
No. 1102 high shelf only....... 2! 
No. 1193 high shelf only....... 6.50 
No. 1104 high shelf only....... 8.00 


No. 1105 high shelf only....... 9.75 
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With vitreous enameled stove tops 
and splash backs: 4 
PEG, Bee SB WED s coc ccccecsoes $35.50 
Pee, BOR GS DUMB c ccc ccccsccccs 44, 50 

Nesco dealers’ discount, 30 and 5 
per cent. 


Oil Ranges 
Nesco Rolo, 5 burners and over.$90.00 


Dealers’ discount, 30 and 5 per 
cent. 


Ovens 
PERFECTION— F 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 


No. 112G 2 burners glass door... 6.00 
No. 142G 
Dealers’ discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 
No. 42G 2 burners glass door...$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 
cent. 


NESCO— 

No. 05 1 burner solid door.... fg: 00 
No. 5 1 burner glass door. 2.15 
No. 010 1 burner solid door..... 3.50 
No. 101 burner glass door..... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door.... 4.50 
No. 030 2 burners solid door.... 4.90 
No. 30 2 burners glass door.... 5.20 

Dealers’ discount, 30 and 5 per 
cent. 

Water Heaters 

Perfection No. 412..............$40.00 
Pertectiom ING, 4Bkhec ccccccsscss 80.00 


Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


Wicks, Ete. 


Rockweave wicks, 25c. each. 

Perfection and Puritan, $4 per doz. 
and $48 per gross. 

Discounts same as on oil cook 
stoves, ovens and heaters. 


PAINTS AND OILS.—There is an- 
other drop in linseed oil and alcohol. 


Sales are normal. - 
We quote from jobbers’ stocks, 
f.o.b. Chicago 
Linseed Oil. __Raw, barrel lots, 92c. 
per gal.; 5-barrel lots, 89c. per gal. 
Linseed Oil.—Boiled, barrel lots, 
— per gal.; 5-barrel lots, 92c. per 


gal. 
ta aaa lots, $1.18 per 
ga 


Denatured Alcohol.—Barrel lots, 
45c. per gal.; steel drums extra, $6; 
returnable. 

White Lead.—100-Ib. kegs, $15.25: 
/00-lb. lots, less 10 per cent; 50-Ib. 
kegs, _ 75; 25-lb. kegs, $3. 90: 12%4- 


lb. kegs, $2. 

Shellac.—(4%4-Ib. cuts) white, $2.90 
per gal.; orange, $2.60 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 

Dry Paste.—Barrel lots, 7c. per lb. 


PYREX WARE.—Sales are good as is 
usual around Easter. Dealers are ad- 


vised to make frequent window and) 


store displays. 


We quote from jobbers’ 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled Casseroles.—Round, 


stocks, 


doz. Shallow —" No. 642, $12 doz. : 


No. 643, $14 doz. 
Pie Plates.—No. 208, $6 doz.; No. 
209, $7.20 d 


Tea feta. -cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz 
Utility Pans.—No. 231, $8 doz.; No. 


232, $14 doz. 
ROLLER SKATES.—Roller skate sales 
are considerably ahead of last season. 


We quote from jobbers’ stocks, 
f.0.b. Chicago: Union roller skates, 
for boys, $1.40 per pair; for girls, 
$1.50 per pair. Chiesa roller skates, 
for boys, .30 per pair; for girls, 
$1.40 per pair. 


ROOFING AND PAPER.—Prices are 
firm, and the seasonal demand is satis- 
factory. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 








faced prepared roofing, $2.30 per 
square; best grade talc surfaced, 
$2.65 per square; medium talc sur- 
faced, $2 per square; light talc sur- 
faced, $1.20 per square; red rosin 
sheathing, $57 per ton. 


ROPE.—There has been no recent 
change in prices, sales are in good 
volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 Manila Standard 
brands, 25'%c. per lb.; No. 2 Manila, 
24%c. per lb.; No. 1 Sisal, 17%c. per 
lb.; No. 2 Sisal, 16%c. per Ib. 


SASH CORD.— Sales are normally 
good and prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 #£=Standard 
brands, $8.45 per doz. hanks; No. 8, 
$9.65 per doz. hanks. 


SASH PULLEYS.—tThere is a very 
satisfactory demand and prices are 
unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pul- 
leys, 50c. doz.; barrels, 54c. doz. 
Common Sense, 2-in., 60c. doz.; bar- 
rels, 54c. doz.; No. 105, 52c. doz.; 
barrels, 48c. doz. 


SCREWS.—Orders are being placed in 
fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 7714-20-10 per cent new list; 
round head blued, 75-20-10 per cent 
new list; flat head brass, 75-20-10 per 
cent new list; round head brass, 
72%2-20-10 per cent new list: jap- 
anned, 70-20-10 per cent new list. 


SOLDER AND BABBITT METAL.— 
There is a good demand and prices are 
stronger. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted 50-50 
solder, $44 “per 100 lb.; medium 45-50 
solder, $43 per 100 lb.; tinners’ 40-60 
solder, $42 per 100 Ib.; High speed 
babbitt metal, $20 per 100 lb.; Stan- 
tg al 4 babbitt metal, $13 per 


STEEL SHEETS.—There is consider- 
able improvement in buying and prices 
are firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.25 per 100 lb.; 28-gage black 
sheets, $4.25 per 100 Ib. 


WIRE GOODS.—Sales are picking up 
a little as milder weather approaches. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.05 per 100 Ib.; No. 9 galvan- 
ized plain wire, $3.65 per 100 Ib.; 
Catch weight spool galvanized cattle 
or hog wire, $3.85 per 100 Ib.; 80-rod 
spool galvanized hog wire, $3. 34 per 
spool. Polished fence staples, $3.50 
per 100 lb.; 12-mesh black wire cloth, 
$1.75 per 100 sq. ft.; 12-mesh gal- 
vanized wire,.cloth, $2 per 100 sq. ft.; 
14-mesh bronze wire cloth, $5.75 per 
100 sq. ft. Apex Wire Cloth: Black, 
12-mesh, $1.75 per 100 sq. ft.; gal- 
as 12-mesh, $2.15 per 100 sq. ft.; 
14-mesh, $2.55 per 100 sq. ft.; bronze, 
14- mesh, $6 per 100 sq. ft.; 16-mesh, 
$6.60 per 100 sq. ft.; galvanized poul- 
try netting, 5714-5 per cent discount: 
galvanized after made poultry net- 
ting, 521%4-5 per cent discount. 


WRENCHES.—Prices are firm and 
there is a_ satisfactory demand re- 
ported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60-10 per cent discount; Coes’ 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount ofi new list; Trimo, 65-10 
per cent discount. 

wae. -On Wrenches. — Radio and 
electrical set, $4; No. 101 Master Ser- 
vice Set, $15.25; No. 202 Heavy Set, 
$8.80; No. 303 Ford Master Service 
Set, $14.85; No. 404 Universal Socket 
Set, $8.75; No. 505B Screw Driver 
Set, $3.40; No. 900 Square Socket 
Set, $3.70. All Snap-On Wrenches 
less 40 per cent. 
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Sales Show Increase in Cincinnati— 


Prices Holding Up Well 


effect upon the hardware jobbing business in Cincinnati. 

most serious factor has been the virtual suspension of outdoor 
activities with a consequent dullness in commodities such as build- 
ers’ hardware, eaves trough and conductor pipe and roofing mate- 
Postponement of spring buying also has been felt by the job- 
bing trade and a considerable portion of seasonal goods for sale in 
April, May and June remain unpurchased by the retailers in this 


Pietece non the of the winter season has had a damaging 


rial. 


territory. 


Despite the fact that business has been far from normal, sales 
have increased somewhat in the past two weeks. 
is a definite break in the weather jobbers expect an immediate in- 
Undoubtedly the retail trade will buy a liberal 
amount of spring merchandise, but the opening of the season has 
been set back several weeks on account of the cold and the snow. 

In practically every commodity prices are holding well. 
there has been no advance, quotations remain firm and indications 
point to a strong market throughout the next two months. 
demand for staple merchandise has been consistently good. 
the call has been sufficiently heavy to offset, in many cases, the lack 
Shipments by jobbers in the first 
half of March were light, but local houses have a substantial amount 
of merchandise designated for delivery in the last week of the month 


crease in orders. 


of orders for seasonal] goods. 


and the first week of April. 


Retail hardware dealers are complaining that their sales have 
been light, but the sluggishness is not confined solely to the hard- 
ware trade, as retail business in general has been slow. A pickup 
is anticipated in the next two weeks. 


AUTOMOBILE ACCESSORIES.— 
There has been a slight improvement 
in sales, but the volume of business is 
not as large as it should be at this time 
of the year. Spring weather is ex- 
pected to usher in a season of prosper- 
ity. No change has occurred in quo- 
tations. 


We quote from Cincinnati jobbers’ 
stocks: 

Tires.—30 x 3 Beaver fabric casings, 
$6.75 each; 30 x 3 Badger fabric cas- 
ings, $8.50; 30 x 3 Beaver cord cas- 
ings, $7.50; 30 x 3% Beaver cord cas- 
ings, $9.85; 30 x 3% Badger standard 
cord casings, $11.60; 30 x 3% Badger 
commercial cord casings, $16; 31 x 4 
Beaver cord casings, $15.40; 31 x 4 
Badger standard cord casings, $19.25; 
33 x 4 Beaver cord casings, $17.60; 33 


x 4 Badger standard cord casings, 
$22; 32 x 4 Beaver cord casings, 
$22.40; 32 x 4% Badger standard cord 


casings, $28; 29 x 4.40 Badger stand- 
ard balloon cord casings, $13.85; 29 x 
4.40 Beaver balloon cord casings, 
$20.50; 31 x 5.25 Badger standard bal- 
loon cord casings, $24.15. 

Tubes.—30 x Badger standard, 
$1.80 each; 30 x 3% Badger standard, 
$2.05; 31 x 4 Badger standard, $3; 
33 x 4 Badger standard, $3.25; 32 x 
4% Badger extra heavy, $4.30; 29 x 
4.40 w1'% extra heavy for balloon 
tires, $2.9 

Jacks. —No. 10 Ajax, 85c. each; No 
9 Ajax, $1.05 each; No. 60 Ajax, ‘$2. 50 


each. 
Pumps.—No. 11, 55c. each; Big 
Boy, $1, 55 each: ‘Arvin, $1.85 each. 
Bumpers. —Marquette Ford front 
bumper in black, $3.32 each: Mar- 
quette Ford front bumper in nickel, 
$4.02 each; Marquette fender guards 
for Fords, $6.12 a air. 
Fenders.—Ford enders, $7.45 a set; 
commercial fenders, $3.10 a pair. 
Luggage Carriers.—Luggage car- 
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riers, 90c. each; 80c. in quantities of 
24. 


30 x 3% Ford cord tires, $8.25 each; 
in lots of 10, $8. 

AXES.—Manufacturers have just is- 
sued a price list which shows that last 
year’s schedule will be retained during 
1926. Jobbers report that sales are 
normal and that retailers are carrying 
moderately large stock. 


We quote from Cincinnati jobbers’ 
stocks: Dreadnaught single bit base 
weight handle axe, $19.65. Dread- 
naught single bit base — weight un- 
handled axe, $14.85; double bit base 
weight handle axe, $24.75; double bit 
base weight unhandled axe, $20. 


AGRICULTURAL HANDLES. — Re- 


BUILDERS’ HARDWARE.—Little de- 
mand has been evidenced by the retail 
trade. Outdoor construction has been 
practically at a standstill because of 
the cold and the snow. A sharp in- 
crease in business should result from 
the resumption of building activities 
when the weather permits. Those firms 
which specialize on contract work re- 
port that the outlook is encouraging 
for a big year. Much school and apart- 
ment house work is contemplated local- 
ly, while industrial building will prob- 
ably exceed that in 1925. Prices are 
steady and unchanged. 


B+ lh quote from Cincinnati jobbers’ 
stoc 

Hinges. —Heavy, 60, 10 and 10 off; 
light, 60, 10 and 10 off; extra heavy 
T, 60, 10 and 5 off. 

‘Hasps.—Common hinges, 70 =«off; 
safety hasps, 3-in., tN ; single per 
doz, 4%-in., $1.25; 6-in., 75 

Butts.—Steel, dull brass and an- 
tique copper, case lots, 3% x 3%, 
18c. per pair net; 4 x 4, 28c. In less 
— case lots, 3% x 3%, 2l1c.; 4 x 4, 


Sash Weights.—Sash weights, 1.85c. 
inside Sets.—Square bevel inside 
sets in case lots, $5.10 a dozen. 


CARPET SWEEPERS. — Sales have 
been good and the jobbing trade is well 
satisfied with the trend of business in 
this commodity. Quotations are steady. 
We quote from Cincinnati jobbers’ 


stocks 
Standard japanned carpet sweeper, 
$36 per doz.; Universal japanned 


sweeper, $42 per doz.; Grand Rapids 


nickel-plated sweeper, $48 gd doz.; 
Little Helper toy sweeper, $2 per doz. 


CROQUET SETS.—Jobbers are offer- 
ing croquet sets for the summer season, 
but business on this product has not 
opened up yet. Quotations are given 
below. 
We quote from Cincinnati jobbers’ 
stocks: 
5, four-ball set $1.50; No. 10, 


s 
No. 
set, $1.85; o. . eight- 


six-ball 
ball set, 2.15; No. 3, eight- hl set, 


$4.20; No. a eight- hall set, $3. 
EAVES TROUGH AND CONDUCTOR 
PIPE.—The market has been sluggish. 
The unfavorable weather has necessi- 
tated the suspension of outdoor activi- 
ties and has temporarily cut down the 
volume of eaves trough and conductor 





tailers are now receiving shipments so 
that they will be prepared for the rush 
from the rural trade when the spring 
weather sets in. Prices are the same. 
We quote from Cincinnati jobbers’ 


stocks: 
5%-ft., $2.85; 5%-ft. 


Hay fork, 
bent hay fo rk, $3. 30; long manure 
fork, $2.45; cotton hoe — $1.85; 


wood D shovel handle, $4.8 
BOLTS AND NUTS.—A steady flow of 
business has been maintained in the 
past month. Jobbers believe that con- 
ditions are healthy and that there will 
be a continuation of good sales in the 
immediate future. Quotations are firm. 


We quote from Cincinnati jobbers’ 
stocks: Machine bolts, large, 50 and 
10 off: small 50, 10 and 10 off; car- 
_ e bolts, large, 50 off; small, 50 

10 off; stove neste. 15 off: semi- 
finished nuts, 9-16 in. and smaller, 75 
off; larger sizes, 65 off. 
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pipe sales. Indications point to a heavy 
demand in the latter part of this month 
and during April. Prices are firm. 


We quote from Cincinnati jobbers’ 
stocks: 28-g gage, 5-in., eaves trough, 
$5.75 per 100 ft.; 28-gage, 3-in. corru- 

ated conductor pipe, $5.50 per 100 
t.; 28-gage, 3-in., corrugated con- 
ductor bow. $1 94 per doz.; 29-gage, 
3-in. corrugated conductor elbows, 
$1.51 per doz. 


FILES.—Retailers report good sales 
and jobbers state that there is an active 
call for files at the moment. Retail 
stocks are liberal in size and jobbers’ 
shipments are moderate in volume. 
Quotations are steady. 


We quote from Cincinnati jobbers’ 
stocks: Black Diamond files, 40, 10 
and 10 off aan Keystone files, 70, 10 
and 65 off list 

GALVANIZED WARE. — Business is 


normal for this time of the year. Ship- 
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Put these display stands 
in your window 


Three fine, practical display stands—just articles; 25 Sani-Scrapers (useful articles 
what you need for showing all kinds of | to present to best customers); 150 invi- 
merchandise — yours if you want them! _ tation letters, all ready to mail to your 


You get them with the Viko Window trade; a 3-piece window trim and other 
Display Deal—the three stands; a 78- advertising material. And the total cost 


piece selection of fastest-selling Viko only $47.25. 

Set this real merchandising plan to work 
making money for you—building perma- 
nent business in quality aluminum at a 
quality profit. Just say the word. Mail 
the coupon below, or— 


Vine” Ask Your Jobber 

\)/;y, Aluminum Goods Manufacturing Company 
Wf General Offices: Manitowoc, Wis., U.S. A. 

WYy; = Makers of Everything in Aluminum 
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sescessessesseinformation Couponssscesessesuer 


§ Aluminum Goods Manufacturing Company 
Manitowoc, Wis. 

® Gentlemen: Please send, without obligation, full details 
about the Viko Window Display Deal. Our jobbers are 
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ments by jobbers have been consistent- | of the spring business will not be placed 


iy good and retailers are well pleased 
with the movement of merchandise. 
Prices are unchanged. 

We quote from Cincinnati jovbers’ 
stocks: 

Galvanized Pails.—l0-qt., $2.30 per 
doz.; 12-qt., $2.55 per doz.; 14-qt., 
$2.90 per doz.; 16-qt., $3.40 per doz.; 
galvanized tubes, No. 1, $6.50 per doz. 

GARDEN HOSE.—The market has 
Leen quiet, but jobbers are preparing 
for greatly increased activities about 
April 1. A sizable number of orders 
have been booked for shipment next 
month. Quotations are steady. 


We quote from Cincinnati jobbers’ 
stocks: 

Rubber Hose.—s-ply, ‘%-in., 8%c., 
per ft. in 50-ft. lengths; 6-ply, %-in., 
lvc. per ft. in 50-ft. lengths; 7-ply, 
16-in., 12c. per ft. in 50-ft. lengths; 
double braid in '%-in., 500-ft. coils, 
llc. per ft. 

GARDEN TOOLS.—Deliveries of 
spring goods are now being made to 
retailers. It is expected that the spring 
season will be highly successful. Prices 
are strong. 

We quote from Cincinnati jobbers’ 
stocks: 

Forks.—035% Iowa hay forks, 
$12.25 doz.; 044% lowa manure 
forks, $15.60 doz.; OHW lowa spad- 
ing forks, $19.80 doz. 

Rakes.—l14SM rakes, $5.64 doz.; 
No. 314 Peerless rakes, $9.84 doz. 


(;LASS.—Sales continue to be dull, al- 
though prospects are attractive for a 
decided improvement within the next 
month. Prices are holding fairly well 
in the face of a quiet market. 


We quote from Cincinnati jobbers’ 
stocks: Single strength A first 
bracket, 87 per cent discount; single 
strength B first bracket, 89 per cent 
discount; single strength A _ second 
and third brackets, 85 per cent dis- 
count; single strength B second and 
third brackets, 87 per cent discount; 
single strength A over the chird 
bracket, 83 per cent discount: sin- 
gle strength B over the third bracket, 

S5 per cent discount; double strength 
A, 85 per cent discount; double 
strength 3 up to 54-in., 88 per cent 
discount; double strength B over 54- 
in., S87 per cent discount. 
HAMMERS AND HATCHETS.—Re- 
tailers have been buying in moderate 
quantities and jobbers express satis- 
faction with their volume of business. 
Prices are firm. 

We quote from Cincinnati jobbers’ 
stocks: Hatchets, ag 2961, $12.50 
doz.; hammers, No. $12 doz.; Boy 
Scout, $11 doz. 

LAWN MOWERS.—Some shipments 
have been made on orders placed last 
fall. Spring bookings have been mod- 
erate in volume. 

We quote from Cincinnati jobbers’ 
stocks: 

Cheap grade with — bearings, 
12-in., $5 each; 14-in., $5.25 each: 
l6-in., $5.50 each. 

Better grade with plain bearings, 
12-in., $6; 14-in., $6.25; 16-in., $6.50. 

Cheap grade with = bearings, 


14-in., $7.25; 16-in., $7.7 
Medium grade with ball bearings, 


“ in. $8.25: 16-in., $8.85; 18-in., 
4 2) 

Best grade with a bearings, 14- 
in., $11; 16- in., $11.50; 18-in., $12; 
20-in., $12.7 5 


LAWN ROLLERS.-- The new spring 
prices are quoted below. 

We quote from Cincinnati jobbers’ 
stocks: 

No. 2 plain bearing rollers, $8.40 
each; No. 4 plain bearing rollers, $10 
each; No. 5 roller bearing rollers, 
$12.40 each; No. 7 roller bearing 
rollers $14.20 each. 


LAWN SPRINKLERS.—A gradual im- 
provement is perceptible, but the bulk 











until next month. 


We quote from Cincinnati jobbers’ 
stocks: Fountain ring sprinkers, 
doz.; Rain King sprinkler, $28.20 doz. 


-MOPS.—There is an increased call for 
_mops because of the house cleaning sea- 
son. Prices are unchanged. 


We quote from Cincinnati jobbers’ 
stocks: ©O'’Cedar line with handles, 
No. 3, $12; No. 4, 38; No. 5, $10; No. 


s, $12; No. 15, 
OIL STOVES, OVENS AND WATER 
HEATERS.—Business has not been as 
brisk as jobbers had hoped for, but an 
improvement is anticipated in the next 


few weeks. Prices are the same. 
These are list prices. Dealer’s dis- 
counts are noted after each group. 
Oil Cook Stoves 
PERFECTION— 


No. 2 PF Pict céevscbeuaeed $17.50 
i 2 a Pn... 60008 60s ewe 22.50 
oan. a Ed. a en eh a eGe aus 28.50 
ee 2 lO Oe 39.50 


Perfection dealers’ discount 30 and 

» per cent on lots of 10 or more; on 
less than 10, 30 per cent. 
PURITAN (Improved Model) 


IR PR ee $17.50 
a aa oe PD . . ocevescevese ds 22.50 
Bem, BE G BMRB sc ccvcccccececes 28.50 
Puritan discounts same as Perfec- 
tion. 
NESCO— 
coe, Gen FB RRs <0 cckccconeed $ 9.50 
MO. iS 3 DUPROTR. .ccceccccecse 17.35 
a ee we Bs 606-0 eK eee" 22.00 
oh wee S Bini cosevc veces 28.00 
No. 315 & DUFMOTB. cc. cccccccces 39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 


With vitreous enameled stove tops 
and splash backs: 


ee £8 eee ere $35.50 
ee FO ee ee 44.50 


Nesco dealers’ discount, 30 and 5 


per cent. 


Oil Ranges 
Nesco Rolo, 5 burners and oven.$90.00 
Dealers discount, 30 and 5 per cent. 


Ovens 
PERFECTION— 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 


No. 121G 1 burner glass door.... 4.90 
No. 112G 2 burners glass door. 6.00 
Seek Eo é:nb eens ys 0aseens s¥aeuKs 6.15 

Dealers’ discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 


No. 42G 2 burners glass door. .$5.50 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 


cent. 
NESCO— 

No. 05 1 burner solid door..... $2.00 
No. 5 1 burner glass door..... 2.15 
No. 010 1 burner solid door..... 3.50 
No. 101 burner glass door..... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door.... 4.50 
No. 030 2 burners solid door.... 4.90 


No. 30 2 burners glass door.... 5.20 
Dealers’ discount, 30 and 5 per 


cent 

Water Heaters 
Pertection BeGs GiB. oc cccccccccs $40.00 
Perfection No. 421...........00- 80.00 


Perfection discount, 30 and 5 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 


PUMPS.—Since there is a considerable 
call for pumps in this territory, we are 
quoting prices below. 


We quote the following prices f.o.b. 
factory: 

Deming plain iron pitcher spout 
pump, No. 2, $1.80 each; Deming 
open top anti-freezing set length lift 
pump with 3-in. iron cylinder, $5.90 
each; Deming heavy open top lift 
pump, $4 each: Deming medium 
weight windmill force pump with 6-in. 
stroke, $8.10 each: Deming adjustable 
stroke pump, $8.75 each. Deming 
5-in. thresher tank pump, $10.50 
each: Deming 3 x 10-in. iron cylinder 
pump, $1.70 each; Deming 3 x 12-in. 
iron cylinder pump, $2.40 each; Dem- 
ing 3 x 14-in. iron cylinder pump, 
$2.55 each; 3 x 10-in. brass lined 
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cylinder pump, $3.30 each; 3 x 12-in. 
brass lined cylinder pump, $3.55 each; 
3 x 14-in. brass lined cylinder pump, 
$3.85 each. 


| PAINT.—There has been a perceptible 


improvement in the past few days, but 
the prosperity of business this spring 
will depend considerably upon weather 
conditions. Both jobbers and retailers 
are optimistic and feel that sales will 
be good in the next month. Inaugura- 
tion of the annual clean up and paint 
up campaign locally will give an im- 
petus to the market. 

We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.50 per gal.; linseed oil, single ba: - 
rels, 89c. per gal.; turpentine in 2- 
barrel lots, 95c. per gal.; white and 
red lead in 500-lb. kegs, 15%4c. per 
lb. less 10 per cent. 

ROOFING MATERIAL.—Jobbers are 
waiting for a break in the cold weather 
to stimulate sales. Even now business 
is moderately good, but it is expected 
to get progressively better in the next 
two months. 

We quote from Cincinnati jobbers’ 
stocks: 

Roofing Paper.— Light, standard, 
$1.05: medium standard, $1.30; heavy 
standard, $1.55; light Holdfast, $1.30; 
medium ‘Holdfast, $1.55; heavy Hold- 
fast, $1.80; K red and green slate 
surface, $2. 

Roof Coating.—Coal tar, refined, 
in barrel lots, 24c. per gal.; in half 
barrel lots, 27c. per gal.; in half 
crude, in barrel lots, 25c. per gal.; 
in half barrel lots, 28c. per gal. 

Roofing Cement.—In 1-lb. cans, 32 
to the case, 15c. per Ib. net; in 3-lb. 
cans, 12 to the case, 13c.; in 5-lb. 
cans, 12 to the case, llc.; in 10-lb. 
cans, 10c.; in 25-lb. cans, 9c, 


ROLLER SKATES.—The spring de- 
mand has set in and jobbers are begin- 
ning to make good shipments to the 
retail trade. Prices are firm. 

We quote from Cincinnati jobbers’ 
a: Nos. 4 and 5, $1.45; No. 6, 
ROPE.—The market is quiet, but job- 
bers have a large number of orders for 

shipment in the next 30 days. 


We quote from Cincinnati jobbers’ 
stocks: Best grade Manila rope, 
Ocean brand, 25%c. per Ilb.; Plym- 
outh brand, 26 %4c. per lIb.; sisal rope, 

544c. per 1b. 


SAWS.—There has been no change Io- 
cally. Business continues at a normal 
pace and retailers are carrying a satis- 
factory variety of stock. 

We quote from Cincinnati jobbers 
stocks: Disston D8 _iine, oy 507 
$24.40; 22-in., $26.20; 26-in., $29 
Atkins junior "Mechanic, 20- in., $19. 

SCREWS.—Sales are fair and prices 
are firm at the new schedule adopted 
several weeks ago. 


We quote from Cincinnati jobbers’ 
stocks: 

Flat head bright screws, 85 and 2% 
off list; flat head blue screws, 80, 20 
and 2% off list; flat head brass 
screws, 80 and 15 off list; round head 
blue screws, 80 and 20 off list; round 
head brass screws, 80 and 7% off list; 
round head nickel-plated screws, 75, 
10 and 5 off list. 


SHOVELS.—tThe spring price on No. 2 
standard shovels has been placed at $10 
a dozen. Good business is anticipated 
by local jobbers. 


WIRE CLOTH.—A_ steady demand 
exists for wire cloth. 


We quote from Cincinnati Ra ay 
stocks: Copper bronze, 14 mesh, $6.25 ; 
16 mesh, $6.75. Opal wire cloth, 12 
mesh, $2.05; 14 mesh, $2. ame 16 mesh, 
2.90. Apex wire cloth 14 mesh, 

2.50: 16 mesh, $3.15. 


’ 
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Malleable D’s 





Overcomes the old faulty ones 
that are always loose and can- 
not be tightened; have 3-inch 
strap ferrule. Adjustable to 
any size handle. No shoulders 
to trim down or dressing to do. 
Though the wood shrinks it 
can always be kept tight, being 
securely fastened by two rivets, 
and can be removed without 
burning or boring. Come in 
wood grip or all malleable. 
Ideal for shovels, spading and 
manure fork handles, handled 
ice shaves, etc. 


Stair-Rail Brackets 





Made of malleable iron. 
The 3-inch base assures a 
good bearing on the wall, 
and the bracket is securely 
held by % x 4inch ex- 
pansion bolt. The head of 
the lag screw is finished to 
match bracket. The pro- 
jection is 3 inches. Finished 
in black enamel regular, or 
in bronze or antique copper 
or brass plated. In ordering 
specify whether polished or 
unpolished finish is desired. 


Fence Stretchers 























Chicago 


(957) 


= 
Made of malleable iron. Pawls 
have hardened roller bearings 
and are operated by crank 
shaft. The lever handle can 
be operated continuously in 
one direction, or backward and 
forward. Can be _ operated 
from either side of fence. 
Finished in red enamel. Packed 
one set in box with 8 feet BB 
Proof Tested Steel Chain, with 
grab hook. Wooden clamps 
and bolts furnished with each 
stretcher; bolts fitted with tail 
nuts making wrenches un- 
necessary. 


ichards-Wilcox Mf 


‘A Haneer for any Door that Slides. 


Door Checks 


All interior parts of steel drop 
forgings; absolutely liquid 
tight; extra long spindle bear- 
ings; simple spring adjustment; 


dismantled without need of 


special tools; unnecessary to 
remove check from door to re- 
place spring; only true reversi- 
ble check. Furnished regularly 
in gold bronze; silver bronze 
or ivory black, if desired. 


Builders’ Brackets 


Provided with hook and tail 
screw for fastening bracket in 
studding, assuring positive 
safety. Sway space prevents 
swinging motion when bracket 
isin use. The strongest bracket 
made and most easily applied. 
These brackets cost no more 
than wood brackets and will 
last a lifetime. Made entirely 
of steel, in two sizes, 3 and 4 
feet long. Galvanized finish. 


Door Dogs 


For garage, barn, shop and 
warehouse swing doors. Can 
be applied by anyone in 5 
minutes and will last a life- 
time. Holds door firmly open 
so that neither wind nor jarring 
can budge it. To close door, 
lift pin with foot and drop in 
slot, and door swings shut. 
Each pair is reversible. Sim- 
plest and best door holder on 
the market. 


Rapid Acting Vises 


A two-piece cam-operated nut 
of phosphor bronze allows in- 
stant adjustment at any point. 
One-quarter turn of the handle 
disengages jaws and permits of 
sliding back or forward full 
length of guide rod. Engages 
and locks screw firmly by slight 
reverse turn of handle. Align- 
ment is perfect — surfaces 
ground and finished—best of 
materials throughout—no parts 
to break or wear. Will last a 
lifetime. 


AURORA, ILLINOIS, U.S.A. 
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Business Improving in Pittsburgh 
—Collections Remain Slow 


(Pittsburgh office of HARDWARE AGE) 


USINESS is better in hardware in this district, not so much 


better 


as to produce satisfaction, because the weather con- 


tinues to exact its toll, but enough better to give rise to a be- 


lief that a long and rather severe winter is drawing to a close. 


It is 


generally believed that a few days of good weather will give busi- 


ness the tonic it seems to require. 
ers are oversupplied, and consequently there is the feeling that once 
outdoor work can move there is going to be a good many hurried 
Prices are holding quite steady. 


calls for goods. 


indication of changing much either way. 
alongside the ample producing capacity of the country and 
the wonderful efficiency of the railroads and the answer is found 
for comparatively conservative buying that rules not only in hard- 
ware, but all other kinds of merchandise. 


put it 


thing but brisk in this area. 


AUTOMOBILE ACCESSORIES. — A 
stretch of real spring weather would be 
welcomed by jobbers here, who find 
that there is not yet full use of auto- 
mobiles and consequently not as rapid 
wearing out of parts or the desire to 
put on extras there will be when cars 
are in more constant use. 

Prices from jobbers’ stocks, f.o.b. 
Pittsburgh, follow: 

Spark Plugs.—A. ©. 
less than 10, 65c. each; lots of 10 to 
19, 5Se.; lots of 50 to 99, 55c.; lots of 
100 to 200, 57ec.; lots of 300 or more, 
47c.; A. C. plugs, No. 1075, for Ford 
ears, lots of less than 10, 49c.; lots 
of 10 to 49, 44c.; lots of 50 to 99, 42ce 
lots of 100 to 200, 39c.; lots of 300 or 
more, 37c. 

Motor 
lots of 
list; lots of 
list: lots of 
off list. 

Horns.—Spartons, single lots, 35%. 
per cent off list; $60 list and over, 
1) per cent off list; $90 list and over, 
109 and 5 off list. 

Windshield Cleaners. 
versal automatic cleaners, 

Jacks.—Millers Falls, No. 
each. 


plugs, lots of 


makes, 
eent off 
cent off 
per cent 


standard 
less than 10, > per 
10 to 19, 30 per 


20 or more, 37 





‘Trico, uni- 
$3.25 -eac A 
145, $3.7: 
Pumps.—Anthony line, $2.20 each. 
Chains.—Single pairs 30 per cent 

off list: lots of 10 to 50 pairs, 35 per 

eent off list, lots of 50 pairs and over 

10 per cent off list. 


AUTOMOBILE TIRES AND TUBES. 
Fairly good movement of tires is re- 
ported by local jobbers, but they ex- 
pect greater activity when seasonable 
weather arrives. Prices show no 
change. Manufacturers’ representatives 
say that with rubber again advancing 
a decline in prices seems unlikeiy. Deal- 





ers’ prices for Mansfield tires and 
tubes: 
Fabric Tires. 
Size Non-Skid Grey 
Fabric Tubes 
30x 3C 1 $7.80 $1.80 
30x 3% Cl 8.90 2.05 
Cord Tires. 
Heavy 
Size Regular Duty Grey Tan 
Cord Cord Tubes Tubes 
30 x3 Cl $10.40 $1.80 $2.35 
30x 3% Cl $9.95 13.50 2.05 2.50 
30x 3% S.S. 11.85 15.75 
32x3%58.8 17.30 2.45 3 00 
31x 4S8S.S. 15.50 18.70 3.00 3.70 
32x 4S.S. 17.15 21.40 3.20 3.75 
33x4S.S. 17.75 22.05 3.25 3.80 
34x 4S5S.S. 18.50 22.75 3.30 4.00 
32x4%S8.8 28.10 4.30 





'BATTERIES.—This line is — and 





There is no sign that the retail- | 


They give no 
Take that situation and 


Collections still are any- 


Size Regular Duty Grey Tan 

Cord Cord Tubes Tubes 

33x41, S.S. $28.90 $4.40 
34x 4% S.S. 29.55 4.60 
39X44 8.58. 30.40 4.65 
36x 4% S.S. 31.20 4.85 
33 x 5 S.S. 37.60 5.65 
35 x5S.S. 39,00 6.05 

Truck Cords 
Size Tan Tubes 
$2 x 4% $35.50 $4.50 
33x 41% 36.25 4.40 
34x4% 37.15 4.60 
30x 5 42.00 5.15 
3a X5 45.30 5.65 
34x 5 46.45 ew 65) 
35x 5 47.60 6.05 
32 x 6 71.85 9.65 
36 x 6 79.85 10.90 
34x77 106.05 13.25 
38 x7 118.00 14.75 
10 x 152.50 17.75 
Balloon Tires. 
To fit 20 in.-21 in.-22 in.-23 in. Rims. 
Grey 

Ply Casings Tubes 

249 x 4.40-21 in. H $14.20 2.95 
29 x 4.75-20 in. 4 18.40 3.55 
30 x 4.75-21 in. 4 19.15 3.70 
29 x 4.95-20 in. { 21.05 3.70 
30 x 4.95-21 in. { 21.75 3.75 
31 x 4.95-22 in. { 22.40 3.80 
30x 5.25-20 in. 1 ‘24.10 4.00 
31 x 5.25-21 in. | 24.85 4.10 
50 x 5.77-20 in. 6 31.75 4.70 
32 x 5.77-22 in. 6 30.8” 4.85 
33 X 5.77-23 in. 6 34.85 4.90 
23 x 6.00-21 in. 6 33.75 5.70 
32 x 6.20-20 in. 6 36.50 6.25 
22 X 6.20-21 in. 6 38.10 6.55 
$3 X 6.75-21 in. 6 ee 6.70 
34 x 7.30-20 in. 6 47.55 7.60 


dealers generally express a wish that 
there was the same turnover in other 


lines. Recent prices are holding. 
Jobbers’ quotations to retailers, 
f.o.b. Pittsburgh: 
Broken Unit 
Packages Packages 
Each Mach 
I are $1.05 $O.97 
No. eee ee 1.22 1.14 
re ee 1.32 1.22 
ie MN. cm 5 ahi aie ate 1.40 1.30 
Je | Pee 2.62 2.44 
No. rar § 2.44 
ee ee 3.33 3.00 
| ee ee 42 39 
a. Pe eee 40 Bh 
No. 6 dry cells, ignition type, unit 


each: broken, 36c. 
935, 9%4c. each: 
No. 790, 22c.: No. 
750, 18¢c.: No. 


packages, 32c. 
Flashlight. —No 
No. 950, 10%c. 
705. 911ee,: No. 
24¢e 
Ho t Shot.—No. 1461, 


$1.70: No. 





1662, $2.35. 
BOLTS, NUTS AND RIVETS.—Manu- 
facturers report a well sustained de- 
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mand for bolts and nuts at firm prices, 
but a good demand for rivets is not pro- 
ducing real firmness in rivets. De- 
mands upon jobbers are steady enough. 


We quote out of jobbers’ stocks as 
follows: 

Machine bolts, small rolled threads, 
50 and 10 per cent off list; all sizes 
cut threads, 50 per cent oft list; car- 
riage bolts, small rolled threads, 5% 
per cent off list; all sizes cut threads, 
1 per cent off list; stove bolis, i» 
per cent off list; tire bolts, 40 and 
10 per cent off list; nuts, hot pressed 
blank or tapped, 3.35c. off list, c.p.c. 
and t. blank or tapped, 3.35c. off list: 
rivets, small wagon and tinners’, 6% 
per cent off list. 


CARPET SWEEPERS. —Gocd move- 
ment of full-sized sweepers still is re- 
ported, but only a fair demand is noted 
for toy sweepers. Jobbers quote: 


Grand Rapids, Japanned, $i per 
doz.; nickeled, ; Universal, $12: 
Standard, $36. 

Toy sweepers, Littl Gem (3 and 
§ doz. carton), $3.75 per doz.; Little 
Jewel, 1 doz. cartons, $10 and Junior, 
| doz cartons, $16 per doz.; Little 
Helper, $2 per doz. 


CONDUCTOR PIPE.—There has _ not 
been enough of the right sort of 
weather for outdoor work and the move- 
ment of pipe and other house trimmings 
has suffered. Jobbers quote: 


Galvanized, 3-in. No. 28 gage, $5.35 
per 100 ft.; copper, 16-o0z. 3-in., $23.75 
per 100 ft. in lots of 100 ft. or more, 
small lots higher. 


GALVANIZED WARE.—This line is 
now right in its season and sales are 
good and growing. There is a firm mar- 
ket in galvanized sheet steel and this 
points to sustained prices on the ware. 
Jobbers quote: 
Washtubs.—\With 


wringer attach- 


ment, No. 22, $8.50 per doz., No. 23, 
Onde without’ wringer attachments, 
o. 2, $7.75; No. 3, , 
Pails.—Water, 12-qt., $2.65 per doz.: 
l4-qt., $3; fire, 12-qt., $4; cem nt 
14-qt., $10; chamber, 10-qt., $7.20 
12-qt., $8; well buckets, 10- -qt., $4 50. 
Refrigerator Pans.—wNo. $1. 50 per 


(loz.; No. 3, $6; No. 4, $7. ca. 


Garbage Cans.—Cans with lids. Se 


curity, No. 1, $3 each; — 2, $3. 50: 
No. 3, $4; Hercules, No. . $3: No. 
181, $3.25; No. 191, $3.60. 


Ge 
spring weather would help some, but 
at that jobbers are making fair-sized 
shipments against early orders. They 
quote: 


Tools.—Manure forks, first 
long handled, $15.25 per doz.: 





quality. 
bowed 


garden rakes, 14-tooth, $9 per doz.: 
spading forks, $10.80 to $21 per doz.: 
haying forks, 3-tine, first quality, 
$12.75 per doz. : German hoes, No. 
3-0 $7.20 per doz. 

Hose.—In 250-ft. por \, in., Sec. 
to 10c. per ft.; % in., 109%ec. to 1le.: 


% in., 11%c. to 12¢. ; 
zles, $6. 80 a doz. 
Sprinkling Cans.—4-at., 
f-at.. $6.60; 8-at., $7.50: 
12-qt., $10.: 16-qt., $12.60 


GUNS AND LOADED SHELLS.—Re- 
sale prices are being revised in keeping 
with the revisions announced by manu- 
facturers in keeping with the elimina- 
tion of the tax in the new revenue law. 
ICE CREAM FREEZERS.—Business in 
this line in this district still is rather 
slow. In recent years, retailers have 


Gem spray noz- 


$6 per doz.: 
10-qt., $8.10: 


. not shown much interest until ice cream 
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{ *} Towing the huge sections of a 10,000 ton drydock from New York to 
& "i Mobile, in the face of a succession of the worst storms ever known on the 
e,) Atlantic Coast, is an achievement credited to Columbian Rope. 

€ ), During the entire journey, a 12-inch circumference Columbian Tape- 
f!' Marked Line, out a full 200 fathoms kept the dock in tow. Throughout the 
Ly frenzy of a mad sea, When a bridle of 1 %4-inch steel wire snapped, the 12-inch 






Tape-Marker Hawser held. 


This is another demonstration which shows the extra margin of strength 
in Columbian Rope. Brute strength is descriptive of such remarkable per- 
formance. 






Sell your customers this kind of Rope. There is a Columbian Jobber in 
your vicinity. Write us for his name and address. 


























A Columbian Rope Company 
352-80 Genesee Street 

e. Auburn, “The Cordage City,” N. Y. 

I) Branches: | New York Chicago _—- Boston ~— New Orleans 
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weather arrived and this year 1s no 
exception. 

Alaska Freezers.—1-qt., $2.95 each, 
2-qt., $3.45 each; 3-qt., $4.10 each; 
4-qt., $5 each; 6- -qt., $6. 30 each; 8-ql., 
$8.20 each; 10-at., $10.7 75 each; 12-qt., 
$14 each; 15- -qt., $17 each, and 20-qt., 
$21.50 each. These are list prices 
which are subject to a dealer's dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1-qt., 


$3.35 each; 2-qt., $3.90 each; 3-qlt., 
$4.65 each; 4-qt., $5.70 each; 6-qt., 
$7.25 each: 8-qt., $9.35 each; 10-at., 
$12.50 each. The se are list prices 


which are subject to a dealer's dis- 


count of 20 and 10 per cent. 

White Mountain Freezers.—2-«t., 
$5.65 each; 3-qt., $6.75 each; 4-qt., 
$8.25 each; 6-qt., $10.45 each; 5-qt., 
$13.50 each; and 10-qt., $18 each. 
These are list prices and are sub- 


wae | to a dealer’s discount of 50 per 


cen 
iianars. —{j-qt “ 65 each; 2-qt., 
bar 7 $8; 6-qt., 


$5.50; 3-qt., 

$10; 8-qt., $13; » $17; subject to 

a discount of 55 * cent. 
Lightning.—1-qt., 


$5.50; 3-qt., $5.60; 4- at. $8: 6-qt., $10 
8-qt., $13; 10-qt., $17; 12-qt., $21; sub- 
ject toa discount of 55 pe r cent. 

Arctic.—l-at., $4 each; 2-qt., $4.60; 
3-qt., $5.55; 4- -at., $6.80; 6- -qt., $8.60; 
8-qt., $11.19, subject to a disc ount of 
50 per cent. 


INCUBATORS AND SUPPLIES.—De- 
mand usually begins to taper by this 
time, but the report of jobbers is that 
it has been as strong as at any time 
this season in the past week. 

LAWN SUPPLIES.—Jobbers are get- 
ting an increasing number of releases 
against orders for spring delivery. 
Mowers are doing particularly well. 
Jobbers quote: 


Mowers. — Plain bearing, 4% 
wheels, 12-in., $5 each; 14-in., $5.25; 
ball bearing, 9-in. wheels, 14-in., 
$7.75; 16-in., $8; supreme ball bear- 
ing, 10-in. wheels, 14-in., $10.75; 16- 
in., $11.25; 18-in., $12. 

Roliers.—No. 3 ‘size, $11 each; No. 
5, $12.50; No. 7, $15. 

Shears. — Western, 8-in., 

9-in., $1.40; 10-in., 

8-in., $1. 75; 9- in., $1.90; 
shears, Western, 


8-in. 


$1.60; Disston, 
10-in., $2; Midies® 
85c. Disston, $1.10. 


OIL STOVES AND OVENS.—Jobbers 
here find present demand rather mod- 
erate, but expect better business in the 
next few weeks. 

Oil Cook Stoves 


PERFECTION— 
nk. 206 oe ee. vc cee hewn eee $17.50 
No. eC ee 22.50 
SS. FF 8} |80 28.50 
a, we we GE, n ncaseecouneve 39.50 

Perfection dealers’ discount, 30 and 
5 per cent on lots of 10 or more; on 
less than 10, 30 per cent. 

PURITAN (improved Model)— 
FO ere $17.50 
No. 43 3 DUrmerB....cccccces: . 22.50 
No. 44 4 burmners............... 28.50 

Puritan discounts same as Perfec- 
tion. 

NESCO— 
ae: Sen) fe 8 cece cesecduad $9.50 
Se. Ble B WEMOTB. .cccccccecsece 17.35 
So, Be BS MOE. cc cctccccccss 22.00 
MO. Ble € BEPWOTB....cccccceccecs 28.00 
No. 215 5 burners..............39.50 
No. 1102 high shelf only........ 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 

With vitreous canenaie’ stove tops 
and splash back: 
No BS © WUMOTB. ...cccecs: .. $35.50 
No. 544 4 burners. ... 44.59 
Nesco dealers’ discount. 30 and 


5 per cent. 
Oil Ranges 


5 burners and oven. $90.00 
discount, 30 5 per 


Nesco Rolo, 


Dealers’ and 5 


cent. 
Ovens 
i ye or y™ 
No. 211 1 burner plain door... .$2.50 
No. 211G 1 burner glass door.... 2.70 
No. 121G 1 burner glass door.... 4.90 
No. 112G 2 burners glass door... 6.00 
[i TE usd abeedbenerediescunucs §.15 
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Dealers’ discount, on 10 or more, 
30 and 5 per cent, less than 10, 30 


G 2 burners glass door... 
Dealers’ discount, 10 or more, 30 
and 5 per cent; less than 10, 30 per 


cent. 
NESCO— 
No. 05 1 burner solid door... .$2.00 
No. 5 1 burner glass door.... 2.15 
No. 010 1 burner solid door.... 3.50 
No. 101 burner glass door.... 3.75 
No. 020 2 burners solid door... 4.25 
No. 20 2 burners glass door... 4.50 
No. 030 2 burners solid door... 4.90 
No. 30 2 burners glass door... 5.20 
—- discount, 30 and 5 per 
SECURITY —(Net prices to ope 
30 21-in. en | EPOOP. cc cces $3.0 
a 35 13-in. Plain Door........ 2 25 
No. 36 26-in. Plain Door........ 4.00 
No. 20 21-in. Glass Door........ 3.20 
No. 25 13-in. Glass Door........ 2.45 
No. 26 26-in. Glass Door........ 4.20 
No. 40 21-in. Twin Glass Door.. 3.20 
No. 45 21-in. Twin Glass Door 
I ice ieli  ee t  o .80 
No. 46 26-in. Glass Door.. 4.20 
No. 50 12%4- Ry Plats, EPOGP ccvcce 1.35 
No. 55 121%4-in. Glass Door...... 1.45 
Water Heaters 
POTSOOEION BEG. Giisé cccccvcccoss $40.00 
POPGOCTIOM BUG, Giicccccccccceces 80.00 


Perfection discount, 30 and 6 per 
cent in lots of 10 or more; less than 
10, 30 per cent. 

PAINTING SUPPLIES.—Oil and tur- 
pentine have stiffened slightly in prices. 
Business is quiet in this area, which 
has not yet been favored with the kind 
of weather that stimulates house and 
other painting. 

Prices to retailers: 

Ready mixed paints, best erases. 

10 per gal.; lower grades, $2.5 
white lead, 151 4c. per Ib. in 100- +4 
lots, 10 per cent less in lots of 500 


Ib. or more and an extra 5 per cent 
less in lots of a ton or more; turpen- 


tine, $1.13 per gal. in barrel lots: 
linseed oil, 12.3c. per Ib. in barrel 
ots. 


POULTRY NETTING.—There is a good 
movement against spring orders, but 
no rush that taxes the ability of job- 
bers to supply. Galvanized netting is 
quoted at 50, 10 and 10 per cent off list 
before and 50 and 10 pér cent off list 
after weaving. 


PRUNERS.—Jobbers still are getting 
a good many orders for pruners and 
pruning shears against spring require- 
ments. They quote: 

Pruning shears $2 to, $24 per doz.: 


wood handled tree pruners $1.30 to 
$2.40 each. 


PUMPS.—There is usually a good de- 
mand at this time of the year for pumps 
and this year is no exception to the 
rule. Jobbers quote: 


Deming line, pitcher spout, No. 
110, $2.25 each: Marvel water supply 
outfit, with 240-gal. tank, complete 
with motor, $121.50 each; No. 280, 
double acting Peerless force pump 
for wells 35 to 75 ft. deep, $17.80 
each; No. 1062, for deep wells, com- 
plete with %-h»v. motor and auto- 
matic tank, $22.70 each: No. 691, 
power force pump for livestock, $35. 

Soravy Pumps.—-Mvers line, No. 
327%, $3 each: No. 323, $2.80. 


SCREEN WIRE CLOTH.—Jobbers are 
shipping steadily on spring orders and 
advanced datings. They quote: 


Black, 12 mesh, $1.75 to $1.85 per 
190 sq. ft. Opal, 12 mesh, $2.15; Apex, 
4 mesh, $2.25. Bronze, 14. mesh, 


75. 
SHEET METAL.—Business is a little 
draggy, but open weather is counted 
on to help sales. Prices are steady.’ 

We quote sheet copper at 22%c. per 

Ib. from jobbers stocks in lots of 
300 lb. or more and 26%c. per Ib. in 


‘ single sheets; sheet zinc. 14c. per Ib. 
in loose sheets: 13c. in 100 Ib. casks; 
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12%c. in 300 lb. casks, and 12c. 


in 600 lb. casks. 

SHEET STEEL.—Mill prices continue 
to grow firmer. Such concessions as 
are being made from regular prices are 
confined largely to black sheets. The 
mills are not crowded with business, 
but evidently believe that cut prices 
will not produce business. Jobbers re- 
port business as fair, mentioning the 
weather as a restrictive factor in de- 
mand. 


Prices out of Pittsburgh jobbers’ 
stocks: Galv. flat, No. 28 gage, $5.60 
base per 100 lb.; corrugated No. 28 
gage, 2%-in., $4.74 pér square; 
ass cold rolled blac No. 28 gage, 
$4 4.35 base per 100 ib. Armco ingot 
iron galvanized flat, No. 28 gage, 
$6.35; Toncan metal galvanized fiat, 
No. 38, gage, $6.35; all for lots of one 
to nine bundles. 

SKATES.—Strong demand is reported 
for roller skates and with open 
weather it is expected to be even 
greater. Jobbers quote: 


Roller ey —Union Hardware 
Co. line, No. 2, 65c. per pair; No. 3, 
75c.; No. 10. ” $1. 05; No. 6, 9.3 50; 
Winslow line, No. 381%, $1.5 No. 
38, $1.60 


SOLDER.—A rather sharp advance in 
tin has carried solder prices upward to 
a base of 41%c. per lb. for half and 
half. 

STEP LADDERS.—With house clean- 
ing days at hand, step ladders are be- 
ing called for more actively. Jobbers 
quote: 


Standard full rodded ladders, 28c. 
per ft., extra 46c. per ft. 


TIN AND TERNE PLATE.—Fairly 
good demand is reported for furnace 
plate, but roofing material is held back 
by unfavorable weather. 


Pittsburgh es? prices 
Ree ternes : * 20 x 28- 
$13.90 per pkg. rs 0-Ib. I. 1, $195 
25. ‘lb., $21; 30-lb sho. 50, 40- _ See 
$25. 35. Follansbee for ge 
$25.75; furnace plate, I. C. L., 20 x 28- 
in., $13. 50 per box of 112 sheets; 
I. xX L., $15.50. 


WAXES.—Good demand is reported for 
wax as this is the time when floors 
and furniture get attention in spring 
house cleaning. Jobbers quote subject 
to a dealers’ discount of 33 1/3 per cent: 


Johnson paste wax, 1-lb. cans 85c., 
2-lb. cans $1.70, 4- lb. cans $3, 8-Ib. 
cans $6; Old English , 1-lb. cans 85c., 


2-lb. cans $1.70, 4-lb. cans $3; liquid 
wax, Johnson, pints, 75c.; quarts 
ap Old English, pints 75c., quarts 


WIRE PRODUCTS.—Nails are _sstill 

rather slow, but fence wire and woven 

fence are moving a little more freely. 
ae quote from Pittsburgh jobbers’ 
stocks: 


Fence Wire: 


(per 100 Ib.) Annealed Galvanized 


No. 6 to 9 gage...... $3.00 $3.45 
nh  cavdeehonsusoen 3.05 3.50 
PT Mt ‘ives ekeeanben ou 3.10 3.55 
be 2 .cbedeveeeed iui 3.15 3.65 
ns GP 60060eds6esde wee 3.80 
a wl -s<wsebawdensoul 3.35 4.00 
i <2  “caicauscedesan 3.55 4.30 
Fe ae 3.75 4.50 
Barbed wire (per 80-rod spool). 
i ee ac nee s'4 be tb eRe oss 01 
oat vce k ce Obes beens 3.22 
i f(r ees 3.22 
i i aie etn ene phe ns 3.48 
2-point cattle (special) ......... .28 
Field: Woven wire fence (per 100 
rods): 
ed alah a et le id $39.00 
Ee ie oh eka od eee dene 54.75 
Poultry 
Ee a ee $35.60 
ene emer nest 43.00 
i eg i ig Rca e wae 48. 


58 5 
Bright nails base per keg, $2.95 to 
$3 00. ge. $ 
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To make your sales grow this Spring! 


Johnson Brothers’ 


PAREEK 


The four patterns shown 
above are all decorated 
by this famous manu- 
facturer on his wonder- 
ful, new PAREEK body. 
Reading from left to 
right these patterns are: 


THE SEVILLE 
THE ROSSMERE 
THE CHATHAM 
THE DuDLEY 


We also have a number 
of new and distinctive 
patterns in American 
and English porcelain, 
as well as Japanese, Ba- 
varian and French china, 
that are proving most 
attractive to sound buy- 
ers everywhere. 


chants who find that it pays to feature FISHER- 

BRUCE china. When properly displayed, 
FISHER-BRUCE dinnerware and exclusive china 
specialties virtually sell themselves. And now—just 
at a time when the whole country is demanding 
china with bright and attractive patterns in keeping 
with the Springtime spirit—we offer you deliveries 
on the four charming English patterns pictured 
above... All richly decorated on Johnson Brothers’ 
new PAREEK body, which we believe to be the 


finest cream-colored body made. 


Make this Spring an exceptionally prosperous sea- 
son in your store! Nothing has greater appeal to 
the purse than an attractive display of the newer 
patterns in distinctive dinnerware. And our won- 
derful warehousing service permits you to keep 
your china department busy without tying up much 
money in either stock or space. 


Write us today for details. If your city is not already 
closed, we can offer you the exclusive selling rights 
on a number of very fine new patterns, both 
domestic and imported. 


FISHER, BRUCE & CO. 


Importers and Wholesalers 


Sales Office: 219-221 Market Street, Philadelphia 
Warehouses: 225 Church Street; 210-212 Filbert Street 


2 chant year adds to the impressive list ot mer- 
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HARDWARE AGE 


March 25, 1926 


Retail Business Declining Rather Than 
Increasing in the New England Field 


(Boston office of HARDWARE AGE) 


ETAIL business in the New England field is declining rather 
than increasing. Reports from other retail lines are of a 


similar nature. 


The department stores in the cities are do- 


ing a somewhat larger volume of business than they were a month 
ago, but only because they are offering goods at reduced or sale 


prices. 


In view of the fact that labor is well employed and receiv- 


ing good wages, and in view of the fact that banks have more money 
than they can find a market for, the present status of retail busi- 


ness is generally ascribed to weather conditions. 
at a time in the year when the public ought to be using rakes. 


We have arrived 
In- 


stead, the coal shovel, snow shovel and sidewalk cleaner are still in 


vogue. 


A retail dealer, conducting a fairly large store and hiring 


several clerks, one day recently took in $4. That is a rather un- 

usual experience, to be sure, but it indicates the low point that buy- 

ing power fell on that particular day and in that particular city. 
Conditions existing in the retail field, naturally, are reflected in 


the shelf hardware jobbing market. 


March, instead of being an 


active month as indicated the first week presumably will be not 


much better than February. 


Jobbers are actively soliciting busi- 


ness, however, and securing good results on certain kinds of mer- 
chandise, but the broad and comprehensive demand for current and 


future retail hardware 


dealers’ 
dwindled to comparatively small proportions. 


noted in January, has 
Jobbers take an op- 


needs, 


timistic view of the situation, business conditions notwithstanding. 
They say retail dealers are not burdened with merchandise and that 
business is bound to be vigorous just as soon as weather conditions 


become normal. 


Jobbers report collections slow. 
Although the weather is holding back business, 


investigation 


shows that bulbs are sticking their heads above ground in sheltered 


warm nooks about houses. 


spring is here, even if it is abnormally cold. 


They are trying to make us believe 


. 


AUTOMOBILE ACCESSORIES.— | 'are ahead of those to the corresponding 


Slightly lower prices on the No-Leak-O 
line of piston rings have been 
by jobbers. Otherwise prices for stand- 
ard makes of automobile accessories 
are unchanged. 


We quote 
stocks: 

Piston Rings.—No-Leak-O. in lots 
of Jess than 96, 40 per cent discount; 
in lots of 96 and more, 50 per cent; 
in lots of 300, 60 per cent discount. 

Spark Plugs.-—A. ©., in lots of 19, 
58ec. each net: in lots of 50, 54c¢.; in 
lots of 100, 52c.; in lots of 300, 47c. 
Ford numbers, in lots of 10, 44c.; in 
lots of 50, 42c.;: in lots of 100, 39c.; in 
lots of 300, 37c. 


from Boston jobbers’ 


Tires.—Mansfield line, cord, straight 
side, 30 x 3%-in., $11.85 each net; 32 
x 31%4-in., $13.25; 31 x 4-in., $15.2 
32 x 4-in., $17.15: 33 x 4-in., $17.75 
34 x 4-in., $18.50. Heavy duty cord, 
straight side, 30 x 3%-in., $15.75; 32 x 
3%-in., $17.30; 31 x 4-in., $18.70: 32 x 
4-in., $21.40; 33 x 4-in., $22.05; 34 x 4- 
in., $22.75; 32 x 4%-in., $28.10; 33 x 
4%-in., $28.90: 324 x 4%-in., $29.55; 
35 x 4%-in., $30.40: 36 x 4%-in., 
$31.20. Truck cord) 32 x 41%-in 

35.50: 33 x 4%-in., $36.25; 34 x 4%- 
in., $37.15; 30 x 5-in., $42; 33 x 5-in 
$45.30; 34 x 5-in., $46.45; 35 x 5-in 
$47.60: 326 x 6- in., $79.85. 


AUTOMOBILES (TOY).—Slight price 
reductions are noted on some styles of 
toy automobiles. This line of merchan- 
dise is fast growing in popular favor, 


as is attested by jobbers’ sales, which | by no means active. 





date last year. 
issued | 


We quote from Boston jobbers’ 


stocks: 


Automobiles.—Toy, Dodge, $4.50 
each net: Ace, $5.20; Velie, $7.10; 
Hup, $8.80; Hudson, $8.50; Wills Ste. 
Claire, $11. 10); Nash, $11.55: Jewett, 
$14.21 Overland, $14.67 Stutz, 
$13.26 Oakland, $20.55 Packard, 
$28.05; Page sport, $34.39; Fire Cap- 
tain, $7.26; Hook $9.75 ; 


and ladder, 
dump and auto tow, $: 2. 


AXES.—A somewhat larger movement 
in axes is reported by jobbers. Book- 
ings also are reported for goods to he 
delivered later in the year. 


We quote from Boston jobbers’ 
stocks: 
Axes.—VWithout handles, single bit, 


$24.50 per doz. net; double bit, $19.50 
flint edge with handle, single bit, 
; Ship Slinger, unhandled, sin- 

$15.10. Flint Edge, with han- 
dle, boys’, No. 2, $12.50; house, 24%- 
Ib., $12.25. Jimdandy, with handle, 
No. 2, $17; house, 24%-lb., $10 


BATHROOM FIXTURES. Retail deal- 
ers, in some instances, are replenishing 
stocks of bathroom fixtures. One of 
the best sellers in this particular mar- 
ket is a bathroom scale costing the re- 
tail dealer $10.60 each net. 

BOTTLES.—Business in vacuum bot- 
tles is somewhat better than it was dur- 
ing the early part of the month, but is 
That it is improv- 





ing, however, is encouraging, jobbers 


say. 
We quote from Boston jobbers’ 
stocks: 
Botties.— Vacuum, brown, pints, 
$1.50 each list. Black, pints, $1.50; 


h: alf- -pints, $1.50; pints, $1.75; 
quarts, $2.75. Nickel ‘plated, plain, 
pints, $2.75; quarts, $4. Corr ‘ugated, 
aa 28. plated, pints, $2.25; quarts, 
aw * 


(ireen, 


Discount.—25 and 10 per cent. 
CAMP STOVES.—Camp stoves are 
among those items being purchased by 
the retail trade. The average individual 
order placed with jobbers deals with 
assortment rather than quantity, how- 


ever. 
We quote 
stocks: 
Camp Stoves. — No. 2, 
net; No. 9, $6.25 


CHIMNEY C LEANER. —Sometimes it 
is the smallest items that show the 
largest percentage of turnover and 
profit. A case in point is Imp Soot 
Destroyer, a chemical guaranteed to 
free fireplace chimneys of soot without 
danger or fires. It jobs out at $4 per 
dozen packages and is selling big in 
a retail way. 

FREEZERS. — Jobbers’ bookings of 
freezers so far this year have been on 
a very satisfactory basis. They be- 
lieve a sizable percentage of the New 
England retail trade is covered on such 
merchandise. 


We quote 
stocks: 
Freezers, — White 


Boston jobbers’ 


$8.50 


from 


each 


from Boston jobbers’ 


Mountain, 1-at., 


$4.85 list; 2-qt., $5.65; 3-qt., $6.75; 
i-qt., $8.25; 6-qt., $10.45; 8-qt 
$13 50: 10-qt., $18 : 12-qt., $21.50; 
15-at $25 20-qt., $33. 20 ; 25-qt., 
$42.60 

Arctic, 1l-qt., 34 list; 2-qt., $4.60; 
3-qt., $5.55; 4-qt., $6.80; 6-aqt., $8.66 
S-qt., $11.10; 10- -qt., $14. 80; 12-qt., 


$16.65; 15-qt., $23.30; 20-qt., $30. 
Jobbers discount, 50 per cent from 


store or factory. 

Alaska, 1-qt., $2.95 list; 2-qt., $3.45; 
3-qt., $4.10; 4-qt., $5; 6-qt., $6.30; 8- 
qt., $8.20; 10-qt., $10.75; 12-qt., $14; 
15-qt., $17. Discount, 20 and 10 per 
cent. 

Auto Vacuum, 1-qt., $5 list; 2-qt., 
$6; 3-qt., $8; 4-qt., $10. Discount, 


33%, per cent. 
GUNS AND AMMUNITION.—Drop 
shot has declined 20c. a bag in price. 
The market for loaded shells is un- 
changed in price. Continued good sales 
are reported by jobbers of guns, par- 
ticularly of low-priced firearms. 


We quote from Boston jobbers’ 
stocks: 

Drop Shot.—Air rifle, B and larger, 
$3.05 a bag net: Boy Scout, $4.65. 

Guns.-—-Shot, U. S. single barrel 
with ejector, 12 gage and 16 gage, 
in lots of 10, $6.85 each net, in 
— lots, $7.25. Stevens, No. 107, 
R05 

Guns.—Rifles 
$10.20 each net; 
12, $6.10; No. 14%, $3.85: 
No. 26, $4.60; No. 11, $3.20. 


LANTERNS AND GLOBES.—Makers 
of lantern globes have issued their 1926 
fall price lists, which are identical with 
those in force last fall. There appears 
a somewhat better demand for lanterns, 
but there is a lot of room for improve- 
ment in business. 


Stevens, No. 70, 
No. 27, $7.40: No. 
No. 17, $7; 


Reading matter continued on page 101 
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Introducing the B-A Step Towards 
Better Sandpaper Merchandising 


News! B-A Sandpaper is now ready in unit packages! 
Either Brand—Best Quality 9” x11” B-A Flint (the stand- 
ard brand to sell with the greatest satisfaction to the user) 
or 8%” x 104%” Star Brand packed protectively and at- 
tractively in individual wrappers, so designed that either 
brand can be known on sight. 

News again! The beautiful display case, reproduced 
here in its actual colors, to be given with our compliments 
to every dealer ordering either brand in the following 
eight-unit quantities: 

LIST PRICE LIST PRICE 
Best Quality B-A Flint Star Brand 
"= £3” Packed in these units 834" x 1014” 
$1.60 100-sheet package of No. 00 $1.40 
1.60 100-sheet package of No. 0 1.40 
1.65 100-sheet package of No. 2 1.50 
1.40 75-sheet package of No. 1.25 
1.10 §0-sheet package of No. 142 1.00 
1.25 50-sheet package of No. 2 1.10 
1.45 50-sheet package of No. 2'2 1.25 
85 25-sheet package of No. 3 .70 


DISCOUNT TO DEALER 30% 
The net cost of eight-unit packages of Best Quality 
9” x 11” B-A Flint—the display is given to you—is $7.63. 


BAEDER ADAMSON 


COMPANY 


PHILADELPHIA 
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The net cost of eight-unit packages of 8%” x 104%” Star 
Brand is $6.72 

The B-A Selling Case is constructed with eight shelves, 
each shelf designed to contain the entire contents of each 
unit package. No broken packages on shelves or under 
counters. No possibility of spoilage or shopwear. The 
B-A case holds the sandpaper flat. Its beauty, the ability 
of its colors to blend with any surroundings, make this 
acase to attract instant attention and create the feeling of 
quality and value in its contents. A special flange on the 
side gives the grade number of the abrasive in each com- 
partment. No need to explain to the customer. The B-A 
case is a powerful self-seller and is as different from any 
other sandpaper display as an Elgin from an Ingersoll. 

Order one of these units today. Letus present you with 
the display case, which will prove its value within a fort- 
night. There is profit in B-A Sandpaper and added profit 
in quick turnover. The case will bring you that quick 
turnover. 

The coupon is here for your convenience and you will 
be billed by the jobber you indicate. 





Check Which—or Both 
Baeder Adamson Company 
Philadelphia, Pa. 


Brand and your complimentary 


rae ne your eight-unit package set of Best Quality 9” x 11” 
O A Flint and your complimentary display case ($7.63 net). 


-uni of 8%" x 10%” Star 
{} Send ioe yout eight-unit bochangs ad Bay 6 exe lle ' 
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Address .. 
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Any True Craftsman Can 
Tell You the Difference 


~ 
‘dos man whose life has been given to the creation of 
beautiful things knows that fine materials are essential to fine results. 

On the basis of this knowledge he buys, demanding only those ma- 
terials which experience has proved the best. To suggest to such a crafts- 
man that he can buy products “just as good” at prices “more attractive” 
is to insult an intelligence as finely wrought as the article it produces. 

Merely because the outward appearance of two products is identical] 
to the layman eye, it by no means follows that the quality is likewise the 
same. Imitation is a flattery to the manufacturer, but it frequently be- 
comes a curse to the user. Tecla makes a pearl that flatters the Oriental, 
but this has by no means lessened the value of the Oriental. 

The same is true of sandpaper. The surface appearance of the B-A 
abrasive, for instance, can be reproduced fairly accurately by other manu- 
facturers, but only can the Baeder Adamson Company give those subtle 
refinements of quality to the B-A paper. The difference is in the processes 
of production, the constant laboratory watchfulness which assures uni- 
formity of value, and the years of effort to perfect. Such things as these 
have given a special significance to the B-A brand; and any true crafts- 
man can tell you the difference. 

There is nothing peculiar in the fact that the dealer who sells the 
best usually makes the most. B-A Abrasives have been the standard in 


quality since 1828. 


THE BAEDER ADAMSON COMPANY 
PHILADELPHIA 
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Spring T'rade Satisfactory in Northwest— 
Slight Activity Reported in Building Trade 


(Minneapolis office of HARDWARE AGB) 


PRING trade is beginning to develop in the Northwest tribu- 


tary to the Twin Cities in a very satisfactory manner. 


That 


is, the dealers are beginning to fill in their stocks for the 
spring demand, although the retail demand has just begun to show 
signs of starting. There is a slight activity in the building trades— 
just enough to indicate that there is going to be another good year 


in this line. 


One dealer expressed his opinion that it did not seem 


possible that this section of the country would have another year 
as good in the building line as last year, but that already the in- 
quiries and plans coming in would indicate that this will be the 


fact. 


Dealers are ordering in finishing hardware, and in the ma- 


jority of cases where this trade was good last year, already have 


their first requirements purchased. 


Collections are always slow during the first three months of the 


year, but are well up to the average this year. 


Inquiries among the 


dealers indicate that almost without exception, business is ahead of 
last year for a corresponding period, and in many cases has made a 


very substantial gain. 


Jobbers’ sales on the average show a corre- 


sponding advance. In short, the Northwest is looking for one of the 


best years in mercantile lines in recent years. 


All signs point to a 


continued progress toward the solid, substantial prosperity which is 
customary for this section of the country. Frozen credits for the 
greater part have been liquidated, and the Northwest is better pre- 
pared to go forward than for some time. 

Prices this week are very stable, showing no changes of any 


moment. 


AXES.—Demand is fair, 
ample to care for the call. 
no changes. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes at $14.50, and double bit 
base weight axes at $19.50 per doz., 
net. 


with 


quoted. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 


45 per cent; machine bolts at 50 per 
cent; stove bolts at 75 per cent, and 
lag screws at 55 per cent from list. 
BRADS.—Sales are rather light so far, 
with prices unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 


BUILDERS’ HARDWARE.—There has | 


been some call for finishing hardware 
and there seems to be a fair share of 
home building projected for the early 
part of the season. Some dealers have 
been making deliveries in this line for 
some weeks. Building work promises 
to be good, not only in the larger cities, 
but out through the farming commu- 
nities as well, where many farm build- 
ings and homes are planned for this 
year. 

CARPET SWEEPERS.—Retail sales 
are normal, with stocks in good condi- 
tion. Prices show no changes. 


Carpet sweepers, American Queen, 
$54 per doz.; Elite, $60 per doz.; 
Grand Rapids, nickeled, 15-in., $48 
per doz.; same jap., 17- in., $60 per 
doz.; Parlor Queen, $56 per doz.; 
Princess, $50 per doz.; Universal, 


stocks | 
Prices show | 








nickeled, $46 per doz., and jap., $42 
per doz. 

Toy sweepers, Little Gem (3 and 
6 doz. cartons), $3.75 per doz.; Little 


Jewel, 1 doz. cartons, $10 and Junior, 
1 doz. cartons, $16 per doz.; Little 
Helper, $2 per doz. 


_CHURNS.—Stocks are being filled for 
BOLTS.—Stocks are being filled for the | spring demand. Prices are unchanged. 
spring trade, with prices steady as last | 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type 
churns at 35 per cent from lists. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS..—Present de- 
mand is light, but good trade is ex- 


pected with the real opening of the 
| building 
changed. 


season. Prices have not 


jobbers’ stocks, 
Slip joint 28 ga., 
eaves trough at 


We quote from 
f.o.b. Twin Cities: 
5 in. single bead 
$6.05 per 100 ft.; 29 ga., $5.50 per 
100 ft.; 28 ga., 3 in. conductor pipe 
at $5.40 per 100 ft.: 3 in. elbows, 
$1.73 per dozen, net. 


FIELD FENCE.—Dealers are  begin- 
ning to order forward their spring re- 
quirements in this line. Prices show no 


changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 26 in. 10 ga., top 


and bottom 13 ga. intermediate type 

of fence at $30.04 per roll with other 

sizes and weights in proportion. 
FILES.—Stocks are being filled for the 
start of the heavier demand. Sales are 
fair, with prices steady. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files 
at 50 per cent, and second grade files 
at 60 per cent from lists. 





demand which is expected with the 
opening of spring sales. Prices are un- 


changed. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 
galvanized tubs at $7.50; No. 2, $8.25; 


3, $9.45; heavy tubs, No. 1, $12.60: 
No. 2, $13.80; No. 3, $ 
10-qt. pails, $2.70; 12-qt., 
$3.40; stock pails, 16-qt., 
qt., $5.50 per dozen, net. 


GLASS AND PUTTY.—Sales are light 
at present, with stocks ample for the 
call. Prices have not changed. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Minn. prices, sin- 
gle strength glass, 83 per cent; double 


No. 
15; standard 
$3.05; 14-qt., 
$5, and 18- 


strength, 85 per cent, and strictly 
pure putty in 50-lb. drums at $4.85 
cwt., net. 


HAMMERS AND HATCHETS.—Sales 
are fair, with stocks well assorted. 
Prices show no changes. 


We quote from jobbers’ 
f.o.b. Twin Cities: Maydole No. 11%, 
hammers at $12.60; Plumb No. HFS1, 
$12; Plumb No. 2 broad hatchets, 
$15.75; No. 2 shingling, $12.50, and No. 
2 claw, $13.25 per dozen, net. 


HOSE.—Stocks are being filled for the 
early demand. Prices are steady and 
show no weakness. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Competition, %- 
n., 3-ply, $8.25; Leader, -in., 5-ply, 
$9.50; %-in., 5-ply, $10.75; Good Luck, 
5% -in., 6-ply, $10.50; Bull Dog, %-in., 

i-ply, $14; Riverside, %-in., black, 
$13, and red, $13.50 per 100 ft., net. 


ICE CREAM FREEZERS.—Demand in 
a retail way is still light, but dealers 


stocks, 


| show an interest in this product. Prices 
are firm and steady. 























GALVANIZED WARE.—Some increase | 
in call is being felt by the retail stores. | 


Stocks are filling up for the heavier 
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| with 


We quote from jobbers’ stocks, 
Twin Cities: 

Alaska Freezers.—1 qt., $2.95 each; 

: = $3.45 wr  * qt., $4.10 each; 

, $5 each; $6. 30 each: 8 qt.. 
38, vo each; 10 “ $10. 75 each; 12 qt., 
$14 each; 15 qat., $17 each and 20 at., 
$21.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

Alaska Grey Goose Freezers.—1 «qt., 
$3.35 each; at., $3.90 each; 3 qat., 
$4.65 each; 4 qt., $5.70 each; 6 qt., 
$7.25 each; 8 qt., $9.35 each: 10 qt., 
$12.50 each. These are list prices 
which are subject to a dealer’s dis- 
count of 20 and 10 per cent. 

White Mountain Freezers.—2 qt., 
5.65 each; 3 qt., $6.75 each; 4 qt., 
8.25 each; 6 qt., $10.45 each; & qt., 
$13.50 each; an 10 qt., $18 each. 
These are list prices and are sub- 
ject to a dealer’s discount of 50 per 
cent. 


LANTERNS.—Sales are showing some 
decrease with the advent of the longer 
daylight hours. Stocks are ample for 
the demand, with prices unchanged. 
We quote from jobbers’. stocks, 
f.o.b. Twin Cities: Long or short 
— tubular lanterns, $13 per dozen, 
LAWN MOWERS.—While spring sales 
are still some distance in the future, 
retailers have begun to think of order- 
ing their earlier purchases forward. 
Prices are steady and firm. 


We quote from jobbers’ _ stocks, 
f.o.b. Twin Cities: Philadelphia 
Styles A and C lawn mowers at 35-5 
per cent, and Style K at 53 per cent 
from lists. 


MILK CANS.—Sales are still 


stocks in dealers’ stores 


light, 
in like 
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Prices show no changes. 


jobbers’ stoc ks, 
Railroad 5 gal. 
$3.10 and 10 


condition. 
We quote 
f.o.b. Twin 
milk cans, $2.60; 8 gal., 
gal., $3.20 each, net. 


NAILS.—Retail stocks are being filled 


from 
Cities: 


for early demand. Sales are beginning 


to improve, with prices holding firm 
and strong. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails at $3.25 keg, base, and cement 
coated wire nails at $2.40 keg, base. 

OIL HEATERS.—Sales are normal, 
with prices unchanged. 


We quote from 
f.o.b. Twin Cities: 


jobbers’ stocks, 
No. 12 oil heaters, 


japanned polished steel, $3.66 each, 
and No. 016, nickel polished steel, 
$5. 32 each, net. 


OIL STOVES, OVENS AND WATER | 


HEATERS.—Sales are fair, with per- 
haps some increase over those of Feb- 


ruary. Prices have not changed. 
Prices to retailers f.o.b. Twin 
Cities. 
Oil Cook Stoves 
PERFECTION— 
No. 72 - mnt $17.50 
a, Va oo ere...  cccenecusstes 22.50 
SS). 28 OW OS 28.50 
re "I: By i ew 39.50 
Perfection dealers’ discount, 30 and 


5 per cent on lots of 10 or more: on 
less than 10, 30 per cent. 
PURITAN (Improved Model)— 
Pee, Ge Wc cv cecccesocsses $17.50 
No. 43 3 ee 
a, ee ee. . Wn wc eeaseonsas 28.50 
Puritan discounts same as Perfec- 
tion 
NESCO—Zone 1 Prices 
i Lf  £=eaaee K $ 9.50 
MO. Bis B DBOrserW...ccccccccerss 17.35 
No. 213 3 No we eed od oe 22.00 
a, eet. © MUR. ccccccccedess 28.00 
mee, meee © DUPONT. 26 cc cccceccus 39.50 
No. 1102 hirh shelf only....... 5.25 
No. 1103 high shelf only........ 6.50 
No. 1104 high shelf only........ 8.00 
No. 1105 high shelf only........ 9.75 
With Vitreous Enameled Stove 
Tops and Splash Backs: 
ak ae te INS Svc encudccedun $35.50 
se, wee @ WO. «<0 edos60000% 44.50 
Nesco dealers’ discount, 30 and 5 
per cent. 
Oil Ranges 
Nesco Rolo, 5 burners & Ooven. .$90.00 
Dealers’ discount, 30 and 5 per 
cent. 
Ovens 
PERFECTION— 
No. 211 1 burner plain door..... $2.50 
No. 211G 1 burner glass door.... 2.74 
No. 121G 1 burner glass oor.... 4.90 
No. 122G 2 burners glass door... 6.00 
SS eee rer Sar 6.15 
Dealers’ discount, on 10 or more, 
30 and 5 per cent; less than 10, 30 
per cent. 
PURITAN— 
No. 42G 2 burmers glass door...$5.50 
Dealers discount, 10 or more, 30 
and 5 per cent: less than 10, 30 per 
cent. 
NESCO—Zone 1 Prices 
No. 05 1 burner solid door.....$2.00 
No. 5 1 burner glass door..... 2.15 
No. 010 1 burner solid door..... 3.50 
No 19 1 hurner glass door..... 3.75 
No. 020 2 burners solid door.... 4.25 
No. 20 2 burners glass door..... 4.50 
No. 030 2 burners solid door.... 4.90 
No. 30 2 burners glass door.... [ 5.20 
Dealers’ discount, 30 and 5 per 
cent. 

Water Heaters 
rr Beek Mam. on ocetuscees $40.00 
PUCOCEIOM FOO. Bbheccccccccesvss 80.00 

Perfection discount. 30 and 5 per 


cent in lots of 10 or more: less than 
10, 30 per cent, 
Wicks, Etc. 
tockweave wicks, 25c. each. 


Perfection and Puritan, $4 per doz. 


adn $48 per gross. 
Discounts same as on 
stoves, ovens and heaters. 


PAINTS AND WHITE LEAD.—Sales 
of paints and paint materials are still 
for interior work, which is being pushed 
rapidly, in order to clear it out of the 
way before the spring rush of outside | 


oil cook 


some increase over February. 





|PYREX OVENWARE. — Demand 
Stocks are | 


son. 
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work commences. Stocks are being 
filled for the latter type of work. Prices 
show no changes. 


We quote from 
f.o.b Twin Cities: 


jobbers’ stocks, 
Best grade house 











in 1 gal- 


paints at $2.80 per gallon, 
in 100 Ib. 


lon cans, and white lead 
kegs at $14.29 cwt., net. 


PAPER.—Building paper is beginning 
to sell more freely. Stocks are being 
filled, and prices are steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin build- 


ing paper in 20, 25 and 30 lb. rolls 
at $3.25 cwt., and tarred felt at $3.35 
cwt., net. 


PLANTERS.—While retail call has not 
yet started, spring stocks are going for- 
ward to the dealers. There is no change 
in prices. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Acme corn plant- 
ers at $10.25, and Acme potato plant- 
ers at $10.25 per dozen, net. 

PUMPS.—Demand for pumps has not 
yet started, but prospects are good for 
sales in the line this spring. Prices are 
steady as quoted, 


We quote from 
f.o.b. Twin Cities: Dening, No. 440, 
plain spout windmill force pumps, 
6 in. stroke, $6.85; adjustable stroke, 
$7.50; No. 495, underground discharge 
windmill force, adjustable’ stroke, 
$14.35; No. 415, $14.65; No. 403, hand 


jobbers’ stocks, 


lift, 6-in. stroke, $4.25: No. 182, hand 
lift, 6lin. stroke, 6-ft. set length, 
$5.25 each, net. 


steady and satisfactory. 
well filled, with prices holding firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 113 casse- 
roles at $1.17; No. 197 casseroles, 
$1.17; No. 202 pie plates, 50c.; No. 
210 pie plates, 67c.; No. 212 bread 
pans, 60c.; No. 231 utility pans, 67c.: 
No. 12 tea pots, $1.67; No. 24 tea 
pots, $2, and No. 36 tea pots, $2.33 
each, net. 

REGISTERS.—Call for registers is 


fair, with good prospects for the sea- 
Prices show no changes. 

We qucte from 
f.o.b. Twin Cities: Wrought 
registers at 40 per cent from 

ROPE.— Demand for rope is normal for 

this time of year. Stocks seem to be 

wel’ tilled. 
and April. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade manila 
rope at 27%¢c. Ib. base, and best grade 
sisal rope at 19%c. Ib. base. 


SANDPAPER.—Sales are fair, 


stocks, 
steel 
lists. 


jobbers’ 


with | 
Stocks | 
are well filled, and prices firm. 


We quote from jobbers’ — stocks, 
f.o.b. Twin Cities: Best grade No. 1 
sandpaper at $6.65 per ream: second 


No. 1, $6 per ream, and garnet, 
$16.50 per ream. 


grade 
No. 1, 


SASH CORD AND WEIGHTS.—De-| 


mand is still light, with stocks of sash | 
cord for the opening of the season al- | 


ready purchased. Prices show no 
| changes, 

We quote from jobbers’ stocks, 
f.o.b, Twin Cities: Best grade sash 
cord, Tic.: second grade, 4ic.: cast 
iron saSh weights at $2.10 ewt., net. 


Reading matter continued on page 


ers are preparing for the sales to come. | 


SCREEN DOORS AND WINDOWS.—_ 
While there will not be any demand for | 
this class of goods for some time, deal- | 


Prices are steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin *Cities: Common screen 
doors, 2-8 x 6-8, $1.63 each; fancy, 
2-8 x 6-8, $2.44 each: Sherwood ad- 
justable window screens, 24 in., $6.40. 
and Waash extension, 24 in., $5.20 


per dozen, net. 


Prices are fixed for March | 





March 25, 1926 


SCREWS.—Call for wood screws is in- 
creasing slightly, with stocks well filled. 
Prices are unchanged. 


We quote from jobbers’. stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws, 80-10 per cent; flat 





head japanned, 82-%-10 per cent; 
round head blued, 77-%-10 per cent; 
flat head brass, 77-%-10 per cent, and 
round head brass, 75-10 per cent from 








lists. 
SOLDER.—Call is light still, with 
stocks well filled. Prices show no 
changes. 

We quote from jobbers’ stocks, 

f.o.b. Twin Cities: Warranted half 


and half solder, 42%c. Ib., and strict- 
ly half and half solder, 41%4c. lb. net. 


STEEL SHEETS.—Call for steel sheets 
is increasing with the approach of the 
building season. Stocks are well filled, 
and prices are steady. 


jobbers’ stocks, 


We quote from 
Back steel sheets 


f.o.b. Twin Cities: 
at $4.25 ewt., base, and galvanized 
steel sheets at $5.35 cwt., base. 


TIN.—Call for tin is beginning to im- 
prove, with stocks in good condition. 
Prices show no changes. 


TIRES.—This season promises to be an 





. | aid in sales. 
is | 


excellent one for the sale of tires. With 


_the lowered prices on new cars, and the 


corresponding lesser prices on used 


cars, the season should be a good one. 


The drop in the rubber market will also 
Stocks are well filled, with 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield auto- 
mobile tires, 30 x 344, oversize cord, 
heavy duty, $12.65 each: Mansfield 
regular, $9.95; Liberty clincher, $8.50; 
Mansfield balloon, 29 x 4.40, $13.85, 


and Liberty, $11.50 each, net. 


TORCHES.—While the demand is not 


heavy, it is steady, with signs of im- 
provement. Stocks are ample, with 
prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Turner Master 
Line, No. 43, qt., $5.76; No. 45, qt., 
$6.53; No. 47, qt., $7.08; No. 48, qt., 
$7.48; No. 49, qt., $8.54; No. 52, qt., 
(fiat), $6.96 each. Turner Standard 
line: No. 8, pt., $5.33; No. a Ae 

5.76; No. 22, qt., $6.53 No. 30, qt., 
$6.91 No. 38, qt., $5.76: No. 39, qt., 
$6.05; No. 92 qt., $6.79: No. 93. qt., 
$7.42: No. 105, pt., $4.88; No. 205. qat., 
$5.25 each. Rei ‘r Fire Pots, No. 538, 
$7.20: No. 63, $7.97: No. 66, $10.18: No. 
76, $7.13; NO. 34, $8.67 each, net. 


WHEELBARROWS.—Call is light at 
present, with dealers preparing their 
stocks for the spring business. Prices 
show no changes. 


We jobbers’ stocks, 


f.o.b. Twin Cities: Barrel tray fully 
bolted wheelbarrows, $36.50 dozen 
No. 2 tubular, $7.33 each, and No, 1, 
garden, $6.25 each net. 
WIRE.—Sales are fair, with some in- 
Stocks are filling for the spring 


quote from 


crease. 
trade. Prices show no changes. 
We quote from jobbers’ stocks, 
f.o.b. Twin Cities Painted cattle 


wire at $3.01 per 80- _ spool; painted 
hog wire at $3.22 per 80-rod one: 
galvanized cattle wire at $3. per 
&0-rod conel: galvanized hog ~. 3 at 
$3.43 per 80-rod spool; smooth black 
wire No. 9, $3.25 ecwt., and galvanized 
smooth wire No. 9, $3.70 cwt. 


WIRE CLOTH.—Stocks are beginning 
to go forward to the dealers. Retail 
call has not yet begun. Prices show no 


| changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Black painted 
wire cloth, 12 x 12 mesh, $1.90 per 
100 sq. ft., base; alumina, 12 x 12 
mesh, $2.35 per 100 sq. ft., base; 
Apex, 14 x 14 mesh, $2.70 per 100 sq. 


ft., lease, and 16 x 16 mesh, $3.10 
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Tapered 
ROLLER BEARINGS 














Gainaday 
too 


Gainaday dealers naturally profit by every improve- 
ment in Gainaday engineering. But the use of 
Timken Bearings by Gainaday brings dealers more 
than the indirect effect of customer satisfaction. 
For Timkens are an immediate sales aid. 











Prospects have met Timken Bearings before—in 83% 
of all makes of motor vehicles in America—in ma- 
chinery of every sort—in the national and class 
magazines! The name of Timken Bearings has 
been made to mean the very things you are trying 
to sell—extreme reliability—power economy—free- 
dom from attention—high character. That is what 
150,000,000 Timken Bearings have established. 


To be able to say that a washing machine or other 
2 household appliance is Timken-equipped, is to gain 
a favorable ear. 


THE TIMKEN ROLLER BEARING CO. 
cS :& WN T SS #4 o ma Fe 
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Montauk 


by the Ren Manufacturing Co., 806 
Main Street, Winchester, Mass. It is 
called the Ren-Lock. 

The Ren-Lock consists of only two 
parts, a coiled spring and a grooved 
ring. A special punch is used to at- 
tach it to the socket. This device can 
be used with standard electric light 
bulbs and standard brass and porce- 
lain sockets. 

When a lamp is locked in by means 
of the Ren-Lock, it cannot be removed 
except by breaking the glass. A spe- 
cial bag is provided for this purpose. 

Ren-Locks are packed in boxes of 
100 and are not sold in smaller quan- 
tities. 


Mich., has recently placed on the mar- 
ket its “Wetwel” Combination Nozzle 
and Support, a feature of which is the 
fact that all parts are interchangeable 
and can be used in separate units. The 
top unit serves as a shower or sprin- 
kler and will cover a 20-foot radius. 

The center unit is a fan spray or 
half circle, with a spread of 35 feet, 
and the bottom unit or nozzle will 
throw a solid stream for 50 feet. 

Any one of the three units will 
screw on to the lawn hose direct, mak- 
ing possible three changes of action at 


Announces - 
New Display Stand 


The Montauk Paint Mfg. Co., 170-172 
Second Avenue, Brooklyn, N. Y., has 
recently announced a strong and dura- 
ble display stand, designed for display- 
ing and holding an assortment of the 


New Toy Is Rigid and 


Accurate 


The Miami Wood Specialty Co., 
manufacturer of wood specialties and 
toys, Dayton, Ohio, 











“TBM has announced the 

Fi is 3a placing on the 
fos 4 market of_ its 
‘ “Toby Tumbler,” 

¥% herewith illus- 


trated. 

It is made with 
a wood base and 
ladder sides and 
finished in_ bright 
blue and red. The 
ladder rungs are 
steel rods and 
Y they combine 
' with the ladder 

‘ sides in such a 





one time and also enable the user to 
set either the sprinkler or spray, or 
both and still have the nozzle for hand 
sprinkling. 

It is made from heavy brass cast- 
ings, machined to size and brass 
finished. The support consists of a 
hard spring rod, enameled in colors. 
They are packed one dozen to a carton 
and sell at a moderate price. 








adil 
=| 
co a 
Q- 
Se 





six leading items manufactured by the 
company. 

The stand is strongly built of wood 
with an ebony lacquer finish, decorated 
with lettering and selling pictures in 
eight bright colors. It is 20 inches 
wide at the front, 16 inches deep and 
23 inches to the top of the sign, which 
is removable for shipping. A total of 











three dozen cartoned packages are pro- 
vided for on the stepped front and there 
is storage space for extra stuck un- 
derneath. At the right rear is a pocket 
for advertising folders. Metal clips at 
the back of the sign hold a complete 
price list card with resale prices and 
other data. This may be readily 
changed when necessary. The fixture 
itself weighs only 6% Ibs. 


Pull Toy with Rubber Tires 


A new pull toy which hops along like 
her Australian Counterpart and named 
“Lena,” the Kangaroo, has been placed 
on the market by the Miami Wood Spe- 








cialty Co., manufacturer of wood spe- 
cialties and toys, Dayton, Ohio. 

It is made of wood, with rubber tires 
and finished in bright colors to appeal 
to the young folk. They are packed in 
individual containers, one dozen to a 
case, 


Hose Nozzle Has Three Units 


The Hansen Brass Mfg. Co., manu- 
facturer of plumbing, spraying and 
automotive accessories, Grand Rapids, 





vent the theft of electric light bulbs 
has recently been put on the market 








A Lock for Electric Light 
Bulbs 


A simple and effective lock to pre- 


The REN-LOCK consists of only two parts 





2. A Grooved Ring 
1. A Coiled Spring 














This Bulb is 
“REN-LOCKED” 


This Bulb 
Can be Stolen 





manner as to make 
it very rigid and 
/ it insures accuracy 
, of performance. 
1 The _ performing 
clown is’7 white, 
dressed in red and 
black. Each toy 
is packed in a bril- 
liantly decorated 
varnished box and 
needs only the in- 
sertion of the lad- 
der sides into the 
notches in the base 
to assemble. 
Height of ladder, 29 in. Approx- 
imate weight, 140 lbs. per gross. 

















New Heavy Duty 
Mansfield Cord 


A new heavy duty cord tire is now 
being marketed by the Mansfield Tire 
& Rubber Co., Mansfield, Ohio, espe- 





cially designed so that it is in balance 
with all parts coordinating in action. 

It is built to resist wear where the 
actual wear of the tire comes, which 
will appeal to the motorist whose car 
covers a great deal of mileage. 
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Scooters Toy Barrows 

Tot Bikes Knee Scooters 
Hand Cars’ Doll Carriages 
Velocipedes Juvenile Autos 


Coaster Wagons 
(steel or wood 





) Express Wagons 


Toy Auto Trucks 
(Indestructible) 


Cycle Velocipedes 
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The Toledo Blue Streak Line of 
five beautiful Race Cycles beg- 
gars description. Correct to the 
last detail in design, strikingly 
handsome in color and trimmings, 
they make an instantappeal. Some 
a ae have coaster brakes, some hand 

7 tA brakes. A range of 
en equipment and price 
ii cy that enables you to 
meet the demands 
of any customer. 
Spring is here. Now 
is the time to dis- 
play them. 


CU ee 
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Ask your jobber or 
write for 1926 cata- 
log, now ready. 


petty ee 





TUTE TE TCT Tee e ett tT ETRE TTT TIRE TTT TT 





4 


. She TOLEDO METAL WHEEL CO. Yoledo. O 
ee ‘Makers of Dependable Wheel Goods since 1887" sal 
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Planet Jr., Improved 
Drill Seeder 


S. L. Allen & Co., Inc., 5th and Glen- 
wood Aves., Philadelphia, Pa., is now 
marketing its Planet Jr., No. 
Seeder, with an improved plow that 
opens a clean drill. Wings on both 
sides prevent the soil from falling back 
in the drill and the wind from blow- 
ing the seed. It is adjustable for 
depth. 

It is also equipped with a positive 
shaft drive, gear protected from dust 
and dirt. The hopper holds four 
quarts of seed and can be quickly de- 
tached for emptying or to see the seed 





opening. An adjustable marker hav- 
ing double points will take care of 
rows up to twenty inches apart. The 
Planet Jr., has a high spring tension 
scraper in the rear and an adjustable 
scraper in front. 

The drill seeder has been designed to 
sow practically all vegetable seeds in 
any kind of soil and to save time, labor 
and expense, as well as seed. Large 
and wide tread steel wheels prevent 
sinking into the muck and sandy soil 
and make the seeder easy to push. In 
the seeding device a new principal is 
brought into use. A cast iron feed 
wheel on the shaft drive moves in a 
wave motion over the seed opening, 
gently pushing large or small seed 
through in an even flow. It also has 
an automatic seed shut-off, controlled 
by coverers. 





A New Portable Power 
Pipe Threader 


The Oster Manufacturing Co., Cleve- 
land, Ohio, has recently introduced a 
new and lighter weight model of its 
well-known Power Drive for pipe tools. 

The beuiy of the 
almost entirely 





which is not only stronger and more 
durable than their former cast iron 
model but is very much lighter in 
weight. This new machine weighs only 
150 lbs. and is portable as a unit, with- 
out removing any parts. 

The driving power is furnished by a 
% hp. Universal, reversible motor 
which automatically speeds up on the 


26 Drill | 





| smaller sizes of pipe and holds the 
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| nickel plated wire. The “Red-Head” 
Mop Sticks are guaranteed rustless 
and have extra long waxed hardwood 
handles. They are shipped to dealers 
in sealed shipping cartons, thus assur- 
ing their arrival in an undamaged 
condition. Both products are reported 
to be meeting with a ready demand 
and further information considering 
either or both of them may be obtained 
by writing to Stover Mfg. & Engine 
Co. of Freeport, Il. 


necessary speed on the larger sizes, 
giving the outfit a greater production 
capacity. The universal motor can be 
run off any 110 or 115 volt lighting 
circuit either direct current or alter- 
nating current, single phase and of any 
cycle from 25 to 60. Its reversible 
feature makes it possible to use nearly 
any die stock in connection with the 
machine. 

The machine itself will drive die 
stocks and pipe cutters up to 2 in. 
capacity but with a special auxiliary 
drive shaft which can also be fur- 
nished, geared die stocks and cutters 
up to 6 in. capacity can be driven. 

An idea of the compactness of the 
machine can be gained from the fact 
that it is only 18% in. high, 14% in. 
wide and 301/6 in. long. 














New Iver Johnson Juniorcycle 


Iver Johnson’s Arms & Cycle Works, 
manufacturer of firearms, bicycles and 
velocipedes, Fitchburg, Mass., has re- 
cently placed on the market its Junior- 
cycle, as herewith illustrated. 

The machine is trimmed with natural 
maple finish for rims, with mud guards 
with extension fronts and a red ruby 
light on the rear. It is constructed of 





Unbreakable Garage Door 
Holder 


The Gesing Brothers Co., 750 Pros- 
pect Avenue, Cleveland, Ohio, is now 
marketing its Sta-Put garage door 
holder, designed especially to facilitate 
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regular bicycle head and fittings, con- 

tains the Iver Johnson crank set com- 

plete and other standard parts, with 

a double bar to strengthen the cycle. 

| The rear of the juniorcycle is the 
same as the company’s bicycle. It is 














machine is made | 
of an aluminum alloy | 


} 
| 
| 




















of garage 


the opening and closing 
doors. 

It is made of wrought steel of ample 
proportions to withstand the hardest 
wind storms, and is guaranteed to be 
unbreakable. The device is placed in 
the center of the door and there are no 
chains to pull or ground braces to slip. 
By pushing the door outward, the rod 
travels in the door bracket and auto- 
matically slides into the notch at the 
end of the bracket, where it is held 
in a strong rigid position until released 
by a slight pressure on the rod, allow- 
ing the door to close again. 


Stover Announces Two 
New Products 


Two new and distinctive products are 
being marketed by the Hardware Divi- 





sion of the Stover Mfg. & Engine Co. 


of Freeport, TIll., through jobbers. 
They are the “Red Spindle” Stove 
Dampers and the ‘“Red-Head” Mop 
Sticks. These brand names and the 
brightly colored portions of the mer- 
chandise on which they are used will 
instantly serve to identify them to 
users and an advertising campaign is 
under way to urge consumers to call 
for them by name. 

The “Red Spindle” Dampers have 
reversible blades so that the spindle 
can be inserted from either side in a 
moment’s timé, and are made in two 
style grips, one with a wooden hammer 
proof grip, and the other of coiled 











a 





| Corp., New York 
| City, 
nounced its Tyrod 


equipped with fourteen inch wheels, 
with a 4% inch crank. A two to one 
gear ratio is used. A coaster break on 
the rear wheel is also furnished. 





New Hammer with Improved 
Tie-Rod 


Built with a handle of two pieces 
of selected second growth’ white 
hickory, double 
dove - tailed 
through its en- 
tire length, with 
the grain op- 
posed, the Ameri- 
can Hammer 
has an- 
hammer in eight 
different styles. 

The head is 
drop forged and 
hand § finished; 
heat treated in 
three stages. to 
give strength to 
the claw, tough- 
ness to the eye 
and hardness to 
the face. 

A tie-rod, stressed as the backbone 
of the hammer is so designed as to 
make loose or flying heads impossible. 
It also strengthens the handle and 
adds a responsive “hang” which dulls 
the shocks and eases the job. 





Reading matter continued on page 110 
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Weed out the 
unnecessary items 


Raise a larger crop of profits 
by simplifying your shell stock 


Cp 


The US Simplified) Shot-Shell Line includes every: 
thing needed for a well-rounded-out stock of 12, 
16 and 20 gauge shells. The loads cover every 
shooting need. The specifying of standard powders 
is provided for. As shown below, the three shells 
are the particular types in popular demand. 


Ajax Heavies: ‘‘Loads of Power”’ 
for long-range use. Loaded with 
latest type of progressive-burning 


items—some types of shzlls that virtually duplicate 


Jue your shot-shell stock inclyde some unnecessary 
others you handle, some loads so nearly like others you 








carry as to be the same ballistically? If it does, weed out newest 
those unnecessary items! By so simplifying your stock, . —t 
you can reduce your overhead, increase your turnover— 

and add to your profits. 

An easy way to simplify your stock is to confine your The Climax: A high-grade, smoke- 
purchases to the shells and loads in the US Simplified less shell for all general shooting. 
Shot-Shell Line—a line consisting of only three shells and Medium-priced. All standard 
one-tenth the old list of loads, yet complete in every smokeless gee 

> LOAadCs 


respect. In short, a line really simplified—and one that 
offers you reduced list prices on many loads. 





UNITED STATES CARTRIDGE CO., 111 Broadway, New York 


General Selling Agents: National Lead Company, Boston, Buffalo, Chicago, 
St. Louis, Cincinnati, San Francisco; United Lead Company, New York, Phila- 
delphia; James Robertson Lead Works, Baltimore; Merchants Hardware Spe- 
cialties, Ltd., Calgary, Alberta, Canada; Fraser Company, Montreal, Canada. 


Simplified 
SHOT-SHELL LINE 


The Defiance: A quality shell at 
a low price. Red-paper case. 
Loaded with No. 2 Smokeless 
powder. 





77 Loads 

















119 
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| The Complete line of Office Equipment 
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oo Allsteel Shelving for 
ee Hardware Stocks 


IGHT, strong, fire-resistant— quickly 
erected or re-erected without special tools 
—and giving 10 to 30% greater storage space. 


To fit growing needs, additional units may be 
added later—or the entire installation moved 
and re-erected elsewhere. 

Allsteel Shelving makes the finding and placing 
of hardware stock remarkably easy. It gives 
better display for your merchandise, too. The 
Allsteel mark on the shelving you buy is a guaran- 
tee that you’ve made a permanent investment. 

Write for a copy of ‘‘Saving with Shelving’’ 


THE GENERAL FIREPROOFING CO. 
Youngstown, Ohio 
Dealers Everywhere - Canadian Piant: Toronto, Ontario 
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"em emee Attach this coupon to your firm letterhead suaaaane 
(H.A.) 


a 
Please send me without obligation a copy of your book “Saving with ; 
Shel ving.”’ ' 


Name 


The General Fireproofing Co., Youngstown, Ohio 
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Says the Man 
Behind the Counter 


F there is one kind of salesmanship that is not 
| hardware store salesmanship and with which the 
hardware salesman wants nothing to do, it is 
that of the promoter type. According to the defini- 
tion a hardware merchant gave the other day, a pro- 
moter is a man who sells something he hasn’t got to 
someone who doesn’t want it. 


* * * 


The old way of selling goods used to be to get the 
good will of prospective purchasers by entertaining 
them, by treating them. I knew a retail hardware 
man who followed that route almost exclusively with 
the men who were likely to be purchasers of bills of 
goods to some amount. His store was opposite a saloon 
and you might look out at almost any time of day and 
see Henry towing a prospect across the street to or 
from a drink. Of course, that method ended in failure 
—suicide by the hardware man. 

Eddie Rickenbacker has the reputation of being 
a chap of some nerve, and when asked about the 
dangers of automobile racing, he said he got out of 
the selling end of the automobile game in 1912 and 
went into the racing end because he figured out that 
it was safer than entertaining! If that was true when 
booze was really booze, how must it be today when 
nobody knows what booze may be? 

Fortunately for all of us, entertaining has ceased to 
be a factor in actual selling. 


* * x 


In some business paper not long ago, I think it was 
Printers’ Ink, I saw an account of the call of a high- 
powered store fixture salesman upon a Chinese mer- 
chant in Pell Street. After the salesman had vainly 
expatiated upon his product in the terms of the sales 
manual supplied to him, he gave up and went out. 
The Chinaman turned to an American acquaintance 
who had been present during the interview and ex- 
claimed in disgust: “Oh hell! No lissen! No lookee! 
All talkee!” 

It would seem that salesmanship consists of more 
than merely talking to the buyer until he accepts 
or rejects the proposition. If salesmanship were all 
talk, I suppose phonograph records would be used in- 
stead of salesmen. 

% * * 

In one hardware store of my acquaintance I don’t 
have to ask to see the thing I am interested in. If 
I stand in front of the counter talking to a salesman, 


he watches my eyes, and when they alight upon some- 


thing that has an interest for me, he knows it and he 
puts that thing down in front of me. We may be 
talking about the weather when my eyes rest on a 
fisherman’s fly book. The first thing I know, that 
fly book is in my hands. The salesman does not start 
in trying to sell it to me. He may hand it out and 
continue to talk about the subject that was in our 
conversation. But he sees to it that I get a chance 
to take in my hands and examine anything in which 
my eyes have shown an interest. 
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How to Bring Home the Bacon 


(Continued from page 73) 


the money spent that way to charity. It would do you 
a darn sight more good, any way you care to look at it. 

“Get some one that knows how to write truthful, 
business-building advertising; knows how to lay out 
your ad properly, to use good, clear up-to-date cuts, 
not big, crude old-fashioned style cuts that they used 
in Noah’s Ark time; then take a run over to the post- 
master and ask him to give you a mailing list. He'll 
give it to you. The law says he will, if you request it. 
Or use your phone book. That book is about as good 
a mailing list as you can get in your community. Then 
have these circulars printed and have Uncle Sam carry 
your invitations to every home on that list, and you’ll 
be simply flabbergasted at the results. 

“Now, don’t start to yelping like a lot of fellows do: 
‘Oh, it’s going to cost me a lot of money to do all 
this!’ What if it does? You don’t pay for it. No, 
you do not! Your new customers that your advertis- 
ing attracts, and even your old customers who are 
gradually leaving you and that you can hold, are the 
ones who pay the bills. You are only the office boy 
that signs the checks, and it’s much more pleasant to 
sign checks when business is good and some of that 
overhead is down. 

‘You can breathe easier when your stock is rightly 
proportioned, too; and between you and me and the 
dog catcher, about 90 per cent of your people haven’t 
properly proportioned stocks. 


Do It at Once 


“I believe in having good assortments, but, thank 
heaven, we have fine railroads that run like Niagara 
Falls, they never stop. The express and parcel post 
are on duty every day, rain or shine. It’s easier 
for the big stores to dispose of over-buying mistakes 
than it is for the small fellows. If they make mis- 
takes they have a larger field to gef rid of them, but 
in the smaller town where the same people come and 
go every day, you’ve got to be more careful, because 
your mistakes stand out like a wart on your nose. 
Also remember people cannot buy from you unless you 
have the goods to sell them. 

“To wind up this bawling out, I just have this to 
say: early to bed and early to rise—work like hell 
and advertise, and you’ll get your share of the busi- 
ness; but do it right away. Write us. We’ll show 
you how.” 





The Penalty of Leadership 


In every field of human endeavor, he that is first 
must perpetually live in the white of publicity. 

Whether the leadership be vested in a man or in a 
manufactured product, emulation and envy are ever 
at work. 

In art, literature, music, industry, the reward and 
the punishment are always the same. 

The reward is widespread recognition; the punish- 
ment, fierce denial and destruction. 

When a man’s work becomes a standard for the 
whole world, it also becomes a target for the shafts 


of the envious few. 
Copyright, 1914, Cadillac Motor Car Co. 


Tie-up With The 


ng 





Advertising Campaign 


In These National Magazines 


Saturday Evening Post Motor Boating 

Literary Digest Pacific Motor Boat 
Cosmopolitan Hardware Age 

American Magazine Hardware World 

Red Book Commercial Car Journal 
Country Gentleman Bus Transportation 
American Fruit Grower Mill Supplies 

Farm Journal Electric Railway Journal 
Farm & Fireside Railway Age 

Successful Farming Railway Purchases & Stores 


National Petroleum News 


Will bring the PYRENE story 


to an enlarged market 


A profitable partnership exists be- 
tween this company and its dealers. 
Backed by this intensive campaign, 
now in full swing, your Pyrene sales 
for a year will run up into big figures. 
Sell more Pyrene fire extinguishers by 
displaying them and asking prospec- 
tive customers to buy. Show ’em, 
Sell ’em;—Hide ’em, Keep ’em. 
Push Pyrene—the improved Pyrene 
extinguisher. 





You Know Pyrene But You Don’t Know 


The : 
IMPROVED 


gue 





EXTINGUISHER 


During the past two years many important improve- 
ments have been made in the Pyrene 1 quart and 1” 
quart extinguisher. These improvements have made a 
good extinguisher better. These new features will be 
fully explained to you by Pyrene sales representatives 
and your jobber’s salesmen. 


Order Now Through Your Jobber 


THE PYRENE MANUFACTURING CO. 
NEWARK, N. J. 


“Fortify for Fire Fighting”’ 
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LOCK SETS 
we 





NO. 3701 


A Pin Tumbler Lock Set 
of Very Fine Quality Most 
Attractively Priced 


No. 3701 will pass the most critical in- 
spection and measure up with any similar 
product on the market, yet it is attrac- 
tively priced. 























The Eagle line of Lock Sets consists of Pin 
Tumbler 

Front Door Sets 

Vestibule Door Sets 

Store Door Sets 


[In the most wanted plain designs. 














a 


\ splendid line to feature for both new and re- 
placement work. | 


The Eagle Quality Line 
Night Latches Front Door Sets 


Cabinet Locks Store Door Sets 
Trunk Locks Padlocks 
Wood Screws 


Eagle Lock Co. 


General Sales Office 
acomvessrorrs, 26 Warren St. New York aceon oar ore, 


Branches—521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford Street, Boston, Mass. | 
Works at Terryville, Connecticut 
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Some Problems of 
Distribution 


TILLER E ii 








the retailer’s feeling that the wholesaler is operating 
on the basis of “all the traffic will bear”; the whole- 
saler suspects the manufacture; the manufacturer 
suspects the railroads, etc. 

“Business is business,” is both the sire and dam 
of another harmless appearing, but nevertheless, 
troublesome phrase, “there ought to be a law.” 
Everyone seems to believe that Washington has an 
influence over the souls of mankind. If the price of 
wheat is too low, we say to Washington, “please 
raise the price of wheat.” When we think the price 
of sugar is too high, we say to Washington, “please 
lower the price of sugar.” 


National Distribution Conference 


In addition to the adoption of a resolution recom- 
mending the establishment of a Joint Trade Rela- 
tions Committee, the National Distribution Confer- 
ence has recommended that other important activities 
be continued and has requested that the Chamber 
of Commerce of the United States assist in the work. 

The FIRST recommends that Committee I of the 
Conference, which had for its subject, The Collec- 
tion of Business Figures, be continued and that the 
National Chamber establish a permanent committee 
for the purpose. 

The SECOND recognizes the need for a perma- 
nent Market Research Planning Body for the pur- 
pose of coordinating present facilities and eliminat- 
ing wastes due to duplication of effort. 

The THIRD contemplates acquainting the public 
with the needs and processes of distribution and sug- 
gests that suitable means be found to accomplish this 
end. The National Distribution Conference is a 
wonderful example of what can be accomplished 
through cooperation. It is another application of 
the familiar saying that “in union there is strength.” 
The members of the Ohio Hardware Association 
must work together for the accomplishment of their 
needs. A sort of offensive and defensive alliance; 
offensive for the purpose of fighting objectionable 
conditions and defensive against any natural con- 
dition of inertia. 

There is an old story which you may have heard 
but which bears repeating and I have dug it out of 
the brine because it meets the situation exactly: 

Mr. Hoover was being driven along a southern 
road by an old darkey who was very adept with the 
whip. Every now and then he would flick a horse- 
fiy from the horse’s back with marvelous accuracy; 
and he could perform the same operation on any 
butterfly that came within reach. Mr. Hoover noted 
the darkey’s skill and spied a hornet’s nest a short 
way down the road. Said he, “Jackson, let me see 
you cut the top of that nest with your whip.” 

The old darkey hesitated and then replied: 

“Boss, a horsefly is only a horsefly, and a butter- 
fly is only butterfly, but a hornet’s nest—that’s an 
ORGANIZATION.” 
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The Tractor—A Profit Factor 
oft the Future 


HE hardware merchant today must face the fact 

that wherever a great public demand is created 
for an article in the hardware line, that article is im- 
mediately pounced upon by the ever watchful chain 
stores, department stores, drug stores, etc., and not 
only energetically exploited, but frequently made a 
“leader” at a cut price. This creates a situation 
whereby the increased popularity and sale of such 
articles means little or nothing to the hardware mer- 
chant, in the way of increased profits. 

Town and city people have as a class been most 
easily led into the habit of buying from other mer- 
chants those items formerly sold only by hardware 
stores. The country people have been proportionately 
more loyal—that is to say, they still buy hardware 
items from hardware stores to a greater extent than 
do the residents of towns and cities. 

Now there are two courses open to the would be 
progressive hardware man. First, to adopt a militant 
attitude and fight fire with fire. Second, to develop 
increasing markets on lines which the chain, drug and 
department stores cannot advantageously handle. 

In the southern and mid-western sections of this 
country many hardware merchants have for many 
years handled farm implements with hardware. In 
many cases they have merely stocked implements, 
without putting forth any great effort to sell them. 
In other cases the reverse has been true. Certain 
it is that the same energy and aggressiveness dis- 
played by the hardware merchant in going after the 
implement and accessory business, as is employed by 
chain, department and drug stores in reaching out for 
hardware business, would soon place him in a position 
where he would worry less over his increased com- 
petition. His profits would be where he wants them 
tc be. 

Take tractors for example. Hundreds of thousands 
of tractors have been sold to farmers and others in 
the last ten years. With every tractor some equip- 
ment has been sold, because each tractor is bought to 
use with other equipment. 

$100,000,000 worth of tractors are sold annually 
—a conservative estimate. Another hundred million 
worth of equipment is sold annually to be used with 
those tractors. Repairs and replacements run the 
total up many additional millions yearly. 

It would seem therefore that the wide awake ag- 
gressive hardware merchant in districts where trac- 
tors are used, or can be used to advantage, should 
thoughtfully consider the taking on of a good tractor 
account. 

It is conceded that within the next few years as 
much progress in the expansion of tractor uses will 
be made as has been recorded in the past twenty years. 

This spells opportunity for hardware merchants. 
The tractor industry is no longer in its infancy. Trac- 
tors today are in keeping, in design, engineering and 
construction with the best in other lines of power 
equipment. Selling and servicing of tractors is no 
longer a mystery. 

A word to the wise is sufficient. 














Your 
Yee Business Hinges 
‘on Dependable Merchandise 


No. 7 Spring Hinge 


The Arcade No. 7 Spring 
Hlinge is the highest type of 
cast hinge construction. <A 
reliable article, and a_ steady 
seiler. It is attractive in ap- 
pearance and efficient in oper- 
ation. The spring is quick 
and powerful and will retain 


its strength after long use. 
Attractively finished in a 
baked black enamel. 











When screen doors’ have 
sagged so that free action is 
interrupted, the Warner and 
Non-Sag Door Braces are 








excellent remedies. Easily 

applied to door frame with 
WARNER DOOR BRACE 
screws, the action is quick 
and positive. The Warner 
Brace is made in two sizes: 
No. 1, 6” long; No. 2, 12” 
long. The Non-Sag Brace is 
also made in two sizes, 21” 
and 42” respectively. Both 
Braces are attractively fin- 
ished in black enamel, 

















NON-SAG DOOR BRACE 


The many years during which 
the Warner Door Spring has 
been used have failed to pro- 
duce its superior in_ con- 
venience and action. Simple 
in construction, and easily at- 
tached to door. It is con 


sistent—both in sales and in : sa : - 
service while in use. WARNER DOOR SPRING 


Arcade Mfg. Co. Freeport, III. 


ARCADE 


HAROWARE 
ena TOYS 
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Retail Store News 


The information contained in the following items, while com- 
piled from sources which we believe to be reliable, have not in 
all instances been verified. by us. 

Cc. H. Strange is successor to the Strange-Jones Hardware 
Co., dealers in hardware, implements and furniture at Sentinel, 
Okla. 

J. B. Gerrard and associates have formed and incorporated 
the Planters Hardware and Implement Co. at Yazoo City, Miss. 
Capital stock to the amount of $20,000 has been issued. 

Jonas Bergwell has taken over the interests of his partner 
in the Oleson-Bergwell Hardware Co. at North Branch, Minn. 

W. W. Troup, hardware dealer at Lincoln, Kan., has sold 
his business to Fred Walters. 

J. A. Crow has purchased the hardware and implement busi- 
ness of A. W. Martney at Corwin, Kan. 

Wm. Rogers, formerly of Stillwater, Okla., has opened a new 
hardware store at Rogers, Ark. 

The Johnson-Cloyes Hardware Co. after conducting a hard- 
ware and furniture store at Newport, Ark., for the past 13 
years have been forced out of business, due, it is reported to 
an over extension of credit to their customers. 

J. F. Greer & Son, Ozark, Ark., suffered a total loss of the 
stock and building by fire recently. 

The Sanborn Hardware Co., of Pipestone, Minn., are going out 
of business and are closing out their stock at the present time. 

George Croff, formerly in the hardware and grocery business 
at Young America, Minn., has bought the hardware store of 
John L. Wenner, Buffalo, Minn., at the trustee’s sale. 

The hardware stock of Farrell & Keefe, Redwood Falls, Minn., 
recently taken over by the creditors has been sold by the 
trustee to Joseph M. Averbook, formerly of Duluth, who will 
continuz the business in its present location. 

The Wahkon Hardware Store, Wahkon, Minn., is closing out 
his stock and quitting business. 

Hermen Braun has purchased the Frank Vosburgh hardware 
store at Genoa City, Wis. 








Bath Room 





- This 24-page booklet with its illustrations will help 
you select the proper bath room trimmings for either 
the humble bungalow or mansion. Our ‘““SSNO-WITE”’ 
products, numbering more than 200 items, include 
both surface and recessed type trimmings, medicine 
cabinets and mirrors. 


AMERICAN ENAMELED 
2101 INDIANA AVENUE 





The Keiser Hardware Store at Whitewater, Wis., has been 
sold to A. H. Tubbs. 

A. B. Gulbranson, Forest City, Iowa, has closed out his hard- 
ware store. 

The Peter DeReus Hardware Store at Valeria, Iowa, was com- 
pletely| destroyed by fire. 

Hanson & Nelson have opened a new hardware store at 
Oldham, S. D. 

H. . Peterson, past president of the South Dakota Retail 
Hardware Association and one of the pioneers in the hardware 
business in that State, has sold his store at Kimball, S. D., to 
Emily Kayser and Fred Brown. 

The Jackson Hardware Store at Loomis, Neb., suffered a tota) 
fire loss. 

The Franberg Hardware at Blair, Neb., was badly damaged 


by fire. 
W. W. Senger has opened a new hardware store at Gran- 
ville, N. D. 


Fire did considerable damage to the hardware store of Welsh 
& Moore at Fairbury, Neb. 

E. A. Kurch has sold his interest in the Doland Hardware 
Co., Doland, S. D., to A. E. Payne. 

The Brose Hardware Store, 890 E. 7th St., St. Paul, has been 
sold to C. C. Clayton. 

Wallace Armer, in the wholesale and retail hardware busi- 
ness in Schenectady, N. Y., has moved from 502 State Street 
to Erie Boulevard. 

M. Katz & Son, in the hardware and housefurnishing busi- 
ness at 1240 Springfield Avenue, Irvington, N. J., have plans 
under way to open a new store at 1222 Springfield Avenue, 
that city. 

The Brevard Hardware & Furniture Co. has been organized 
and incorporated at Brevard, N. C., by D. F. Moor & Asso- 
ciates with a capital of $20,000 and plan to establish a local 
store. 

Robinson’s Hardware Store on the Boston Road, Larchmont, 
N. Y., will shortly open a branch store at Bronxville, N. Y. 




















The most important room in the home can also be 
the most beautiful by equipping with ‘““SSNO-WITE” 
Bath Room Trimmings. 

“SNO-WITE”’ trimmings are made of enameled 
iron, finished in glistening, vitreous porcelain enamel 
under a special process originated by us. 


Originators of Porcelain Enameled Bathroom Trimmings 


PRODUCTS COMPANY 
CHICAGO, ILLINOIS 
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Let ‘em See What You Have 


stronger is our conviction that it pays to show 
people what you have to sell. 

We like to go into the ‘“‘five-and-tens” to study their 
business methods and every time we do go there we 
find something new. Every item they have to sell is 
on display. Furthermore, you can pick up the articles 
and examine them. And you never have to ask the 
price—it’s right there before you. 

In our study of these merchandising establishments 
we have noticed they have quite a large number of 
candy and confectionery counters scattered through- 
out the store. One is very near the entrance. Another 
is right at the foot of the stairs. A third is near the 
music counter where young people congregate to hear 
new pieces. And because candy is one of their fastest 
selling items, they have several counters of it. There 
are more candy counters in the store in the winter 
than in the summer. The wise dime store merchant 
changes his merchandise from one counter to another 
often. In searching for the new location, a customer 
may see something he hadn’t intended buying when 
he went into the store. 

Merchandise is always arranged neatly and attrac- 
tively in the dime stores. One buys more if the dis- 
plays are attractively arranged. 

A certain hardware store in the central west is 
spending nearly $10,000 remodeling its store. It is 


‘ke: more we study merchandising methods, the 


taking out a lot of its pretty show cases and sub- 
stituting table counters. It is tearing out the parti- 
tions that separated one department from another. 
It is tearing out its hard-to-climb stairway and put- 
ting in a longer one. It is getting its merchandise 
out where the people can see it and feel it and examine 
it. It is marking everything in plain prices. It is, 
in short adapting some of the dime store merchandis- 
ing principles to its own store. It’s costing nearly 
$10,000 but the owner will get his money back in in- 
creased profits within a few years. 

You can’t make over a hardware store into a dime 
store. We do not advocate that you attempt it. But 
you can adapt one of the most important principles 
of the dime store merchandising to your own busi- 
ness—that of displaying your merchandise where 
people can examine it and with a plain price marked 
on it. There are many items for sale in hardware 
stores, samples of which are not on display in the 
office. If you sell paints, get a few of the smaller cans 
out on counters. Take them off those shelves. Put 
them where people can pick them up. Do the same 
with the color panels. You’ll sell more paint brushes 
if you’ll mark the prices on them and put them out 
where your customers can examine them. 

Your big problem is to sell. That, too, is the dime 
store’s big problem. Display plays a mighty important 
part in their solution of that problem. 











BUHL. Semi-Solderless 






MILK CAN 


One-piece sea miless tits 


neck is locked to 














The jolts, jars and excessive strain put on milk cans 
through the use of motor truck transportation 
brought out the need for a can of superlative 
strength. The electrically welded joint construc- 
tion of the new Buhl “Semi-Solderless” cannot 
break or come apart. No open crevices, one-piece 
seamless neck, one-piece seamless cover, no sharp 
corners or rough edges. Read the specific data on 
construction details at right and then write for 
prices and discounts. 


BUHL STAMPING COMPANY 


Detroit, Michigan 


Increased curled 
construction of 
handle as- 
sures a 
firm 
grip 


woe 





One-piece seamless cover protected 
by heavy curled rim. 









Electrically 
welded to the 
breast 


the heavy seamless 
breast by special in- 
terlocking joint. 


Electrically welded 
joint construction 
cannot break or 
come*apart—no 
open crevices ‘o 
gather filth and dirt. 
‘“*Locktite” hoop 
locks breast and cyl- 
inder together. 


Cylinder seam elec- 
trically welded into 
one piece. 


Offset on heavy 
steel hoop provides 
a rigid seat for side 
and bottom flange 
—no sharp or rouch 
edges to cut the 
hands—no cracks to 
collect dirt. 
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New Hoover Model 700 


Cleaner 


The Hoover Co., North Canton, Ohio, 
has placed on the market a new model 
known as the Greater Hoover, Model 
700. 
the “Positive Agitation,” the principle 
of beating. Rigid steel beater bars 
have been substituted for the soft hair 
brush, to which fell, formerly, prac- 


by this company. 


The most outstanding feature is | 


tically the entire burden of dislodging | 
embedded grit. The steel beaters curve | 


around a cylinder, opening up the nap 
of the carpet and beating loose the dirt 
embedded therein. 
the agitator, as the beater unit 
called, on opposite sides to the beater 
bars are two goat hair brushes, their 
sole function being to sweep away the 


Set straight across | 
is 


clinging dirt, such as threads, lint and | 


hair. 


The brushes are held in place by | 


spring latches so that they can be re- | 


moved and replaced when they become 
worn. The motor and fan have been re- 
designed. The motor is larger, ball 
bearing and set for a higher rate of 
speed. Its carbon brushes are fixed and 
not adjustable except for the springs. 





The redesigned fan blades are 20 per 
cent more efficient. These two parts 
produce 50 per cent more suction than 
found on other Hoover models. In out- 
ward appearance the model is changed, 
the metal parts 
finish. The black bag is new in struc- 


havi nee | 
aving a_ polished _and switch plug. 


which has 


ture and appearance; the name Hoover | 


is stamped in orange. The machine 
is lower in height, permitting free use 
under furniture. The handle 


is | 


equipped with pistol grip and trigger | 


switch. 
handle and a separate plug, which clips 
into the lower end of the handle, makes 
the connection between cord and motor. 
The adjusting screw regulating the 
suction nozzle to different thicknesses 


The cord is run through the | 


of carpet is improved and locks itself | 


into place should the operator forget 
to do so. 


new control shifts the | 


handle from restricted to free position | 


by a downward pressure by the foot. 





Two New Models, Electric 


Irons 


_ bend and is designed so 
/as to be sanitary and 
'easy to 
| Champion is 8 in. high, 
made of non-tarnish 


New models of the Do-man-co elec- | 
tric iron have recently been announced | 


by The Dover Manufacturing Co., 
Dover, Ohio. The Do-man-co has won 
considerable recognition throughout the 
trade in the last few years, because of 
the fact that its manufacturers include 
with each iron an “insurance policy” 


'dinary 


covering the purchaser against its burn- | 


out. 
no-burn-out heating unit, has been re- 
tained in the new models which are dis- 
tinguished for their added beauty. 


This feature, with the patented | 
_mashed potatoes. 


po_nt. 
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“Lady Dover” is the name of a new 
electric iron recently offered the trade 
It is an iron made 
very attractive in appearance by its 
graceful, tapering lines and _ slender 





These features also serve to give 

















the ironer a freer view of her work and 
to make ironing of rumpled edges, 
laces, sleeves and the like. 

The Lady Dover has been given the 
patented no-burn-out heating unit 
been a feature of the Do- 
man-co irons. An insurance policy cov- 
ering the purchaser against the iron’s 
burning out is supplied with each iron. 
The iron is equipped with no-kink cord 





Potato Masher and Fruit 


Crusher 


The Saginaw Stamp- 
ing & Tool Co., Sag- 
inaw, Mich., has re- 
cently placed on the 
market its Champion 
Potato Masher, a feat- 
ure of which is its long 
lasting quality. 

It is so constructed 








that it cannot break or 


The 


clean. 


and non-rust’ metal, 
plain hard wood han- 
dle, has rounded mash- 
ing plate which fits the 
receptacle in which the 








potatoes are being 
mashed, thereby com- 
pletely mashing in less 
time than with the or- 
so - called 
masher, leaving no 


chunks or lumps of * 
t 





'also crushes all kinds 








| preventing leaks. 





of fruit. 
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New Electric Floor Polisher 


S. C. Johnson & Son, manufacturer 
of floor finishes and ftioor finishing 
equipment, Racine, Wis., has announced 


'the placing on the market of its Elec- 
‘tric Wax Floor Polisher, designed to 


polish floors with a minimum of effort. 

It weighs but nine pounds and will 
‘operate from any light socket. Special 
advantages stressed in the use of this 
product are that it gives a higher, 


LA 
’ 


+s ae 





evener and more beautiful polish than 
can be obtained by the old hand method 
of floor polishing. 

Each polisher is furnished with a 
lamb’s wool mop and a pint of John- 
son’s Liquid Wax, which hardens in 
five minutes after being applied. 





“Nu-Way” Faucet Washer 


The Seidel Co., Northampton, Mass., 
is now marketing the “Nu-Way” 
Faucet Washer, held by a split spring 
instead of a screw. This feature per- 





mits the washer to revolve at the seat, 
thus insuring more even wear and 
No screw driver is 
necessary. 

The washers are guaranteed against 
wearing unevenly and hammering. 
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INGC 


Bathroom Fixtures 


The first essential to a sale in Bath Room Fixtures is their OUTWARD 
appearance—they must be ATTRACTIVE. Vhe second essential is DURA 
BILTTY—they must give enduring service. 

Ringco Bath Room Fixtures embody both requirements—they ar 
in appearance, being highly polished and heavily nickel-plated and they never 
rust or wear out because made of SOLID BRASS. 


Durable 


Attractive 





e beautiful 


Send for Complete Catalog of nearly 300 patterns. 


AMERICAN RING COMPANY, Waterbury, Conn., U. S. A. 





Gos 
BRANCH OFFICES: 
New York, 2 Hudson St. Chicago, No. 29 E. Madison St. ‘ . % 
San Francisco, 116 New Montgomery St. Boston, No. 170 Summer St. aT 











a 
(Steel Wool in 1 Readi -Form) BIG 


The new self-seller! Handi- Rolls come in ; TE 
This new Handi-Rolls package puts new life into Steel Wool mediums and costes. i 10% 


Packed one dozen in 
ETA HL. 





: ! 3 . . ° ; _ ° _ 
sales! It’s American Steel Wool in its most convenient form. aes emndiien, 
Convenient for the consumer, because it gives hand comfort and 12 dozen to the case, 
it’s not necessary to pull steel wool apart to get enough to use. 


ay 


Just show your customers how these convenient rolls fit the hand 
and fit the work and your sale is made. These rolls are patented and Wee ss eee 
: FINE GRADE 


A 


are just right forthe many uses for which Steel Wool is employed. 


American Steel Wool Mfg. Co. Inc. A 


9-11-13 Desbrosses St., New York, N. Y. Rol 


Write for samples, 


mentioning your Fi + 
jobber’s name. st ~ 
Display and show ; f 
ecards, electros and i | a 
circulars for ‘ 
mailing fur- 


nished free. SMOOTHS 
& POLISHE Ss 
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What’s What 
and Why 


In buying Tubular and Clinch rivets these three 
points should be carefully considered: 


1. The metal form from which they are made. 
This is mighty important because of its direct 
bearing on the driving and setting qualities of 


the rivets. 


2. How are they made—that is, are the details 
of manufacture such as to insure the best results? 


3. Who makes them? Tubular and Clinch rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, 
that our prices are based on honest values. 


Coast Representative 


J. T. McDEVITT 


Postal Telegraph Building 
SAN FRANCISCO, CALIFORNIA 


The largest 





& 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 
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If You Want a 
Real Man for 
a Real Job 
Take Three Dollars 








send it to us with copy for 
a HELP WANTED adver- 
tisement of 50 wordsand the 
CLASSIFIED SECTION 
will comb the hardware field 
like a drag net for the man 


you want. 


HARDWARE AGE is 
carefully read each week 
by hardware men who are 
progressive and do things. 


That is why it produces 


results. 


HARDWARE AGE 


239 W. 39th St., New York 





March 25, 1926 
=e 
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NEW 1926 


FORD 


SPARE TIRE 


LOCK 










It screws on and 
never rattles. 


Write for Booklet No. 26 
CORBIN CABINET LOCK CO. 


nt The American Hardware Corporation, Successor 
No. 09856 NEW BRITAIN, CONN., U. S. A. 
Size, 2% x 26 inches New York Chicago Philadelphia 




















m ttearaasen°? ‘Two Very Popular Bench Stops 


The Stearns No. 10 “Morrill Pattern” Bench Stop is made to give your 
customers lasting satisfaction. It is quickly adjustable and reversible. 


The head is of solid steel. It is readily attached by boring a 5¢ inch hole 
through the top of the bench. One of our best sellers. 


Packed % doz. in box, six doz. in éase. 


ip Hardware Specialties 


The Stearns No. 15 Bench Stop is a favorite with many users. It is of the No. 15 Bench Stop 
screw adjusting type and may be quickly and conveniently adjusted to any 
desired height by simply turning the adjusting screw. 

Packed % doz. in box, twelve doz. in case. Stearns Hardware Specialties 
have 30 years’ reputation back of them. They sell readily and hold trade. 
Send for Complete Catalog and Trade-prices. 





Manufactured by E. C. STEARNS & CO., Syracuse, N. Y., U.S. A. 


W. R. VOORHEES & CO., 417 Market St., San Francisco, Cal. 
THOMAS A. TROY, 150-152 Chambers St., New York, N. Y.- 
GEO. J. M. RAMSDEN, Canadian Representative, St. Thomas, Ont. 





Sales Representatives: 
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Rivets, Roofing Nails, 
Scratch Brush Wire, 
and Pipe Couplings. 


THE BRIDGEPORT SCREW CoO. 
Bridgeport, Conn. 


Representatives: 
George E. Quigley, Detroit 
Milton Pray Co., San Francisco, Los Angeles, Seattle 
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The Customer with a Hobby 


He usually has one little plot. carefully cultivated, grow | mm 
ing every sort of a vegetable that’s sold by the package. {UDLOWSAYIOR: 
Perhaps a set of tools—good tools—a few garden imple | WIRE (0. | 
ments and a deep-seated faith in his hobbyv——/irs home : <TEOUISMO. 

Hle isn’t so hard to please-—just a little econonuzing, doing 
his own repairs during the week-end, and depending on his 
home-town dealer for supplies—and advice. 

If you pass his home some time this Summer look over his 
rescreening job. “Perfect’” was a good selection, You will 
be vlad vou recommended it. 


Your Jobber stocks “Perfect.” 
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LUDLOW-SAYLOR WIRE CO. 


St. Louis, Mo. 
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No. 667—-Com- #®e 
bination Elec- 

tric Match and * 
Ash meee 3 * 
Each. $3.75 


Sted 


Ve 


















y Ws 
No. 666- . Coane 
tion Electric Match, 
Cigarette Case and 
Ash Receiver. Clamp 
ontype. Each. .$5.00 
No. 668 — Combina- 


New Mode Ait 


You'll find these big sellers, and Ash Receiver. 
for, like all other Cuno Models, Pies ss Seem 
they add to the safety, pleasure and convenience of driving. The cigarette case 
is of the semi-ejecting type; a flip of the button and a cigarette is immediately 
available. Order from your Jobber now and prepare for a big Spring and Sum- 


mer business. 


The Cuno Engineering Corp. Meriden, Conn. 


Canadian Representatives 


Colonial Traders Limited 
Chatham, Ont. 
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yas Export Offices: 
Woolworth Building 
New York City 
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Spruce Up and Sell Spruce Ladders 


] 
Berge apse nagecer sme aga acag angen 
Everybody uses 


Ladders and Step Ladders 


Order now. You can’t sell them unless you have them in stock. 


Prompt Shipment 
Write for Prices We Pay Freight 


{ W.W. BABCOCK C9, Bath, NY. | 
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CASEMENT 
OPERATOR 


This Operator has 
been on the market six 
years; has been used 
from Coast to Coast in 
all sorts of buildings— 
both public and private 
—so we will simply 
state here that it opens 
and closes Outswinging 
Casement Windows 
from within, locks the 















sash in any position and 
is powerful enough to 
overcome binding and 
rattling. Screens and 
curtains may be hung 
inside without interfer- 
ing with operation. 


Simple, strong, prac- 
tical and _é absolutely 
guaranteed; an asset to 
the popular outswinging 
casement. Placed on 
top or within the frame 
work as shown in fig- 
ures 1 and 2. 


Circular upon request 


Pie 2 
THE OSCAR C. RIXSON CO. 
4450 CARROLL AVE. CHICAGO, ILLINOIS 


NEW YORK OFFICE, 101 PARK AVE., N. Y. 




















“BrusheNu Bill says:~ 


Why Not Cash in on the Fastest 
Selling SPECIALTY of the 


Paint Business? 

















SALESMAA. 


$1.50 For Two Dozen. 
ORDER A SAMPLE CARTON OF 
YOUR JOBBER OR WRITE DIRECT. 


BrusheNu Co. 


BALTIMORE MARYLAND 
WAREHOUSES CHICAGO _ SAN FRANCISCO 


Yts worth cAQ W277 i 


STEEL BELT LACING 


oe Picuiide Stel Laces Ca. 


4616 Lexington Street, Chicago, m. 
In England at 155 Finsbury Pave., London, 2.0.2. | 


Just Like Driving Nails 


Only a hammer is needed to apply Alligator Steel 
Belt Lacing. Binds the belt ends in a compres- 
sion grip of steel that pre- 
vents ply separation and 
friction in belt ends. 


Sectional steel rocker 
hinge pins are practically 
indestructible in service. 
Joint can be opened by re- 
leasing belt tension and 
pushing out the pin. 


Endorsed by leading manufacturers of belting 
and farm implements and by technical and agri- 
cultural schools. 


Sell Alligator Steel Belt Lacing in ‘‘Handy 
Packages’ of two 6-inch joints or in larger stand- 
ard boxes. 
















@Brush-Nu 
Paint Brush Cleaner | ,Dtust-nu bit 

































announcements, dis- 
play cards, streamers 
and special sale prices? 
If not, you should 
order a NATIONAL 
SHOW CARD 
WRITER today and 
have your own sign- 
shop in which to do 
this work. The sav- 
ings effected by 
printing your own 
cards more than 
off-sets the 
cost of the 
ent in 
ret thirty 


White for illus- 
trated folder 
and prices. 


National Sign Stencil Co, 39% University Ave 








Paint, Like 
Advertising 
Works Wonders 


MILLION dollars a letter is the 
value placed on a slogan used to 
advertise Paint and Varnish. 


What made the “Save the Surface” 
slogan so populare Good advertising 
and the thought it contained: To save 
property as well as improve tts appear- 
ance. 


Now Paint, like advertising, can be 
made to work wonders. 


But don’t expect dealers to spread 
your paint story and consumers to 
spread your paint unless you mix your 
paint message with good advertising 
and spread it in the right medium. 


That medium is the Paint and Var- 
nish Issue of Hardware Age—the 
fourth issue of each month. 
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Growing demand for 


W. ROSE Tools 


is the result of our use of choice ma- 
terial and skill. 


Wm. Rose & Bros., "pn 


Selling Agents 


Wiebusch & Hilger, Ltd. 
No. 1111—6 inches Wide Heel Cut Back Sian Wai 
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made by Giammes 





























Card or Label Holders 


—a great line for greater profits 


HERE’S a point in your favor when you handle 

the Grammes Line. It has an established repu- 
tation with industrial trades. It includes 400 styles 
and sizes—a style for every purpose. Above is a 
popular stock style (Brass—Bright finish). 





No. Card Gross No. Card Gress 

13662 z15%"..... $2.00 264 %x5" ..... $3.45 

754 %x2%"..... 2°25 4987 1 x1%"...)! 2.20 

étfler 2804 %x3%"..... 2°50 4989 1 x1%"_.... 2.40 
85 r1%"..... 1.75 4991 1 x2%"....: 2.70 

. 209 x1%"..... 1.85 4993 1 x2%"_...° 2.85 
210 %&x2%"..... 2°05 4995 1 x3%"..... 3.30 

acnine SCrews 211% x24"... 2°20 4997 1 x4” 2222: 3.60 
213 —..... 2°90 4999 1 x4%"....! 3.75 

262 %x4" ..... 2.95 5000 1 «x5” °..:: 4.20 

263 «%x4%"..... 3.20 958 1%x4” |...- 4.25 


Prices Are Net F.O.B. Allentown, Pa. 


Your trade uses them—Why not sell them? 
Ask for catalog and prices of other styles. 





for the 
Hardware Trade 


Sisisisisisisisis/s| 
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» Gi, Hardware wry 
HARVEY HUBBELL® » 339 Union St., fasted A)* Pa. 
eae Saose New York Office—25 West 43rd St. 
coca wwe » Are you handling Grammes Wire Shoe Nails? 
If not, get our inferesting proposition. 
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‘<6 A No. 30A—Standard Size 
The New “YANKEE” Driver | N°. 314—Heavy Pattern 
by the severest possible test, has proven with spring in handle. 


itself the best aces eon No. 35—F ad Small Screws 
Screw iver yet No. 135—With Spring in 


= produced. handle. 




























the driving 
nut is one- 

3 Bits third longer and more 
durable than in our Famous 


. . Yankee No. 30, of which there are now 
oe Set | millions giving high class service. “YANKEE” 2 Ss 
on tools stands for the utmost in Quality, Efficiency — 

and Durability. SSS. 
Your Jobber can supply 


NORTH BROS. MFG. CO., Philadelphia, Pa. 


North Phila, Sta. 
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Copper and Bronze 
FLY SCREEN CLOTH 


If any dealer has never seen this per- 
fectly woven, most durable fly screen 
cloth, he should send for a Sample 
and Prices. It sells on its merits. 


SPARGO WIRE CO. 


ROME N. Y. 

















DROP FORGED WELDLESS 


SK ATE S|| EYEBOLTS 

Aor 55 ROLLED THREAD | 
GALVANIZED OR PLAIN 

Well tried novelty, protected by two 

patents. per cceenp 


Capable manufacturing works are look- 








ing for well introduced firm, well site cine oe 
funded with capital, to take up the +i Diam. with Eye Pn Inside 
Sole selling rights in U. S. A. Sa ; : ie 

Please Address Offers Quick Shipment | 


to K. Z. 7736 


c/o RUDOLF MOSSE Oliver Iron and Steel Corp. 
ADVERTISING AGENCY | 1001 Muriel St. 


ESTABLISHED 1863 























WHERE BUYERS and SELLERS MEET 


Hardware Age is the 
authoritative national 


hardware paper and is 


HEN you are in the market to buy or sell a store, to secure help 


or a position, or to secure sales representatives or a sales account 


look over the offerings in the Opportunity Exchange section of read by dealers and 
Hardware Age. If you don’t see just what you want, ask for it as jobbers in all sections 
there is always some one who will be interested in your proposition. of the country. 


Rates on request. 


HARDWARE AGE op eee "pent. 239 W. 39th Street. New York 
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Put This Salesman 
to Work for You 


He don't draw any pay, but you'll be surprised to see 
the extra sales you make when this handsome stand is 
displayed upon your counter. We furnish the reel and 
stand with your order for 500 feet or more of Wirfs 
Homecomfort Weatherstrip. Then it sells for you. 
No bother or waste or deterioration. A dot marks every 
foot. You cut it off like rope. Saves time and pays 
you a profit to the last foot. Customers demand Wirfs 
Homecomfort Weatherstrip. Be ready to serve them! 


Stand is 10”x14”x20” high. 
Lithographed in colors. Has 
compartments for packaged, 
rust-proof, enameled tacks; 
each package contains enough 
to apply 20 feet. One com- 
partment contains circulars 
telling how to apply. 











: We, TACK PACKAGES 
TACK PACKAGES “3 


E. J. WIRFS ORGANIZATION 
Sole Manufacturer and Patentee 
St. Louis, Mo., U. S. A. 


128 S. 17th St., 





Roll ’em On Your Hand 


Show your trade how easily “ACME” Ball-Bear- | 
ing Casters operate and the sale is made. De- | 
signed on the modern ball-bearing principle, they | 
roll easily, quietly, in any direction. 


wh gS Re 





i 





CASTERS ~ma-_ GR CASTERS | 
Cee, See | 
From Your Jobber. Send for Catalogue. 


THE SCHATZ MFG. CO. 
Poughkeepsie, New York 


AGENTS: J. C. McCarty & Co., 29 Murray St. 
New York City 
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Fi Anchor 


to 
















Anchor 





Every 
One 
Warranted 





Dealers who push Anchor Brand Wringers are making 
the sales, therefore are getting the profits out of the 
wringer business. 


Anchor to Anchor Brand 


LOVELL MANUFACTURING CO. 
ERIE, PA. 


Worlds Largest Manufacturers 
of Clothes Wringers 



























HELLER’S ADVICE 


On proper store arrangement, display and storage 
problems can absolutely be depended upon. 











"Heller's Reference Book on Hardware Store Shelving 


will help you plan for greater sales." Send Coupon 


TODAY for your copy. 

W. C. HELLER & COMPANY 
767 Bryant St., Montpelier, Ohio 20 Vesey St., New York City 
W. C. HELLER & Co., Montpelier, Ohio 


Please send me your reference Book No. 27-A on Hardware 
Store Shelving. 

Name 
i i ae ie de C6 be SRA) 66066056600 60400400608 eee 


eeeeeeoeeseeeseeaeeeeveeevpeeeeeoeeveeeeeeeeeeeeveeee eevee eeene ee @ 







eeeeeeveeevneeeeesvseeeeeeveeeeeeen eee eeveeeeaner ee eeeeeeee © 
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Painel oggleBolts 


The only oe type toggie 
on ¢t market. 


The wings open im- 
stantly in any position 
in hollow material. 

Any style head 
ony, length bolt 
Standard bolts threaded 


to hea 
Requires no guiding— 
just insert—The spring 
does the rest. 
Samples on request— 


THE PAINE COMPANY 


Cor. Sacramento Blvd. & Carroll, Chicago, IIL 
33 Warren St., New York, N. Y. 
abA 


Do gThis?_——— 
a | 
Pitas © -Ga . 
TRIMMER er 
EDGER 4 Great Labor Seve 


Lawn Mowers and Lawn Trimmers 


GRANITE STATE MOWING MACHINE CO. 
HINSDALE, NEW _ HAMPSHIRE 


FUUVUULOEDLOD DS eae 














)id-You 
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Manufacturers of the finest line of Garage Door Hardware. 
Recommend Allith products for satisfaction. Let us send 
you our new Catalog. It is considered the most complete 
ever published—a request brings it FREE. 
Representative jobbers distribute A-P 
products throughout the United States. 
Door Hangers Fire Door Hardware 
Garage Door Hardware Overhead Carriers 
Rolling Ladders Spring Hinges 


ALLITH-PROUTY CO., Danville, Il. 





The LOWELL 
. Clothes Line Reel 


An article of daily useful- 
ness in every home. 36 feet 
of strong braided’ cord 
wound on a reel encased in dust 
proof metal drum. A simple rachet 
wheel locked by a pawl regulates 
the length of line. Line winds up 
out of sight when not in use. 


The Green Reel—for cellar, attic or porch The White 
Reel—for bathroom, kitchen, or nursery. Your customers know 
the Lowell Reel ‘because of its national advertising. Satisfy 


oom wy a7 the Lowell Reels. 
FAST—Order from your jobber—to avold dis- 


pac ot Onis on the Lowell Reel or write us dire 


for prices. 
THE HOGE MFG. co. Inc. 
215 FULTON STREET EW YORK, N. Y. 
















Screw Plate Sets 


“The Line That Keeps Moving”’ 


It takes steam to make the A a ““Go"’ and it takes more than good 
materials to keep tools movi 

We've built “‘Go’’ as well as Quality into the complete line of ‘“Threadwell” 
Tools. Get the Catalog. 


The THREADWELL TOOL CO., Greenfield, Mass. 


Offices 
New York City Philadelphia Chicago Cleveland San Francisco 
8396 Broadway 809 — 300 Pieler red = _ 604. Mission &t. 








GRINDER AND BUFFER 


$15.75, brand new, in original crates 








Full 4% H.P., 110 volt, A.C., 60 cycle, enclosed dust-proof motor. 
BARGAINS in new motors, % H.P., 110 volt, 60 cycle, A.O., 
money back guarantee at $10.00 each, with pulley. Largest dealers 

in new and used motors in the Northwest. 


GENERAL DISTRIBUTING CO. 
Security Storage & Van Bldg. Duluth, Minn. 






















YER CUSHION 


Insure perfect shelf service for any line of merchandise. 
tread steps, properly ery with convenient full 
length handholds on both sides of ladder permit mounting 
or descending with ease. Both hands free to remove or 
replace stock without danger of falling. Cushioned Tired 
Trolley and Truck Wheels. eliminate noise and prevent 
| vibration. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely available ¢c0. 
p0— 
AND: 
40. 


























ye stock —e One style--neat of 


design--mcely fbed.-any 9s &B 
mreMYE ELAN 






in use. ig 











Robertson “Horse Shoe’ Magnet Hammers 


Permanent magnet which holds —_ 
the tack in position for driv- > .$$§_—_—_ 
ing. Awarded the Silver Medal on 
(the highest offered) at the Panama-Pacifie Exposition. 
Good profit. 

Name and design trade marks registered U. 8S. Pat. Of. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 











The Conn Valley Mfg. Co., Centerbrook, Conn., U. S. A. 








E 
Wright’s Patent Machine Expansive Bit 
Expansive Bits of All Kinds 
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mMliokilirtS 


(Reg. U. 8. Patent Office) 


WOOD SCREWS 


MACHINE SCREWS 
DRIVE SCREWS 
STOVE BOLTS 


Quality 
Samples Gladly on Request 
CONTINENTAL WOOD SCREW CO. 


New Bedford, Massachusetts, U. S. A. 





Attract 


Home 
Builders 


our most 
~ desirable trade 
with a display of 


7IMMERMAN 


FASTENERS for SHUTTERS and CASEMENTS 










Zimmerman Fasteners are in active demand, and fast sellers 
at a liberal profit to you. National advertising has put 
Zimmerman Fasteners among the money-making specialties 
for hardware merchants. Old homes, as well as new ones, 
are using Zimmerman Fasteners for Shutters and Casements. 


The New Zimmerman Casement Fastener is making a big 
stir among architects, builders and home owners. Get our 
sales helps and be ready to supply the present and coming 


demand. 


Our dealer proposition allows you trade 
discounts that yield you a liberal profit. 


Tue G. F. S. ZIMMERMAN Co., INC. 
4 Broadwav Frederick, Md. 


SR 
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The New 
Boston Rubber Chair [ip 


The Tip and Its Parts 


SprinGriP Trade Mark 
: Sng Brass Washer Brass Nail 





The Rubber Tip with 
the Brass Washer 
and Nail Moulded in 
Same. 














Patented 
Send for Catalogue 


es, ‘ee e 
€ alof Buyers 
in| @talog 


on page 763. 








THE ELASTIC TIP CO. 


Manufacturers of 
Rubber Specialties 


370 ATLANTIC AVENUE 
BOSTON, MASS. 


















Not Just 
Strong Enough 


Some tools are built just 
strong enough for the work 
intended. 


The Coes-Steel Handle 
Wrench is built with more 
strength than really needed 
for the work and it is this_ 
margin of RESERVE 
STRENGTH that counts 
when the wrench user faces a 
tough job. Users and deal- 
ers both go “Smiling through” 
with the Coes. 


Sizes 6” to 21”. Keep stocked. 
Your Jobber will supply you. 


COES WRENCH CoO. 
“In Business Since 1841” 





Worcester Mass. 

Selling Agents: 
S. © Dee eae es Oe Gee cccoceces 29 Murray Street, New York 
JOHN H. GRAHAM & CO..... 113 Chambers St., New York 
FENWICK FRERES......... 8 Rue de Rocroy, Paris, France 
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WANTED AGENTS 


IRON 


AND 


WIRE 
FENCE 


THE STEWART IRON WoRKS CO. 


/NCORPORATEO 


CINCINNATI, OHIO 


TO 
SELL 





































225 STEWART BLOCK 





WINSLOW'S 
Skates 


The Samuel VWVinsiew Skate Mfg. Company 
Worcester, Mass. 











SPECIALTIES 






[oP 


Bit Braces 


Extension @ Bit Holders 
ALLEN & CO., INC., New Haven, Conn., U. S. A. 











BARROWS 
C Catalog 
STERLING MILWAUKEL 
WHEELBARROW CO. 


WISCONSIN 








STRATTON ™* °c" 
HANDLES 


For Small Tools, Utensils, Electrical Goods, Etc. 
Enameling, both baked and aw dried. 


STRATTON MFG. CO. Stratton, Maine 





The Mark of 
Dependability 
on Good Tools 
means quicker sales and more repeat orders. 30 years 


of fine tool reputation behind every sale you make. 


ARMSTRONG BROS. TOOL CO. 


314 No. Francisco Avenue CHICAGO, U. 8S. A. 








NONE BETTER 
SOCKET WRENCH SETS 


NINE DIFFERENT SETS 
The New Britain Machine Company 
New Britain {ili 











Waste — Mops — Wicking 
Cleaning Cloths 


¥: Caulking Cotton — Chemical Cetton 
Send for samples and prices 

MASSASOIT MANUFACTURING CO. 

Fall River, Mass. 


eden oll + * e 
New York ufflee - -<- - = - 350 Breadway 
Chicago Office - - - - 188 West Madison St. 








BAND “J NOX” saws 


QUALITY SERVICE 
UNIFORMITY OISTINCTION 


“The Fools in Lhe Piaid Bar” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


HACK SAWS - BAND SAWS — SCREW ORIVERS - GLASS CUTTERS 








THE FOWLER & UNION 


HORSE NAIL CO. 


HORSE SHOE NAILS 
OF HIGHEST GRADE 


Plaat ef 
1000 MILITARY RD., BUFFALO, N. Y. 














Makers oj Fvery Kind 
of Screw, Nut and Bolt 


a 


The Corbin Screw Corporation 
The American Hardware Corporation, Successor 


229 High Street New Britain, Conn. 


Western Factory: Dayton, Ohio 





a 


™ — - 


a 
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Oatalog No. 8 A.B. matled gratis. 


BUFFALO WIRE WORKS CO., INC. 
(FORMERLY SCHEELER’S SONS) 


Buffalo, N. Y. 








518 Terrace 























REICHARD MAGIC WEEDERS 
The features of a Reichard Magic 
Weeder will compel interest im 
mediately. Especially in this season 
when your customers are in a most 
receptive mood your Reichard profits 


| A FAST-SELLING LINE— 


; will mount sky-high. Write for in- 
formation. 
F. H. REICHARD MFG. CO. 
Bangor, Pa. 











THE GENUINE 


HUNTER’S SIFTER 


The Standard of the World Since 
1880 






Imitated But Sa 


: The Fred J. Meyers Mfg. Co. 
Never Equalled 


Hamilton, Ohio 




















BROWN @® SHARPE 
. suelo) 
Made Best 
They Give Complete Satisfaction 


TRADE MAAK Catalog on request 


BROWN & SHARPE MFG. CO. Providence, R. I., 








ig BDraweut | 
7 (: LAWN MOWERS 


\1 
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- 
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i: 
SAMSON CORDAGE WORKS 
BOSTON, MASS. 


SASH CORD 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 


Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS - COTTON TWINES 
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IVER JOHNSON 


BICYCLE — VELOCIPEDES 
SHOT GUNS — SAFE REVOLVERS 
ALL BIG SELLERS 





Iver Johnson’s Arms & Cycle Works 
332 River St., Fitchburg, Mass. 


New York, 151 Chambers St.; Chicago, 108 W. Lake St.; San Francisco, 
717 Market Si.; New Orleans, La., 625 Pine St.; 

















Osborne High Grade Punches 





Belt Punches Arch Punches 


Spring Punches Revolving Punches 


A varied and attractive line for the Hardware Trade. Also’ Leather 
Workers’, Trimmers’ and Upholsterers’ and Plumbers’ Tools of superior 
quality. 

The above tools will please your customers, as well as our famous Round 
and Oval Punches. 

Remember we have had 99 years of successful manufacturing experience, 
employ only skilled workmen and use the finest quality of materials in 
making our products. 

We stand back of every tool we make. 
and Prices. 


C. 8S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Try us. Write for Catalog 




















e ae. | 
Russell Jennings. 
az Auger Bits & 4 

7 (Si 

Yon t - 
Zp Conteeneve { <A i 
i Profitable Wilt 
j Sales 


Russell Jennings Mfg.Co, 
onn. 21-182 


























“KEYCO” Sure Grip Pipe Wrench 
Wonderful grip. Super strength. Made from 
Alloy Steel heat treated by our own process. 
Light and handy—can be used with one hand 
on pipe, nuts or studs. Instant release. Sizes: 
7 and 9 in. Widely adaptable. “Keystone 
quality.” Write for Discounts. 


The Keystone Manufacturing Co. 
Sales Representatives—Surpless, Dunn & Co. 
Buffalo, N. Y. 





New York Chicago 








Ti4 
Chester, 


| 





















ALLEN Safety Set Screws 


30% Extra Strength over broached hollow screws 
—the only other kind made. By a tented 
process we increase the density of the steel 
around the sock.et-holes, so that even the smaller 
sizes wil] stand all the strain the best madc- 
wrench can apply. The Allen process make: 
deep, perfectly-formed socket-holes—no chips in 
the bottom. The entire length of the A N is 
utilized either for solid metal at the point, or depth of socket 
for the wrench. All sizes in stock from % in. to 1% in. 
any length, point or thread. Also -H 

Screws, Tap Extensions and Socket Wrench Sets. 
Write for catalogue and sales proposition. 


The ALLEN MFG. CO.1tiketFrorD. Conn 


Dealers 








Denver, Birmingham, Dallas 
U. 8. Steel Products Co. 
Waukegan, Baker Perfect, Ellwood Junior, Lyman. 
NAILS, SPIKES, STAPLES, TACKS, Hot Galvanized Nails. 


American Steel & Wire 
ZINC INSULATED FENCES: American, Royal, Anthony, 


Company 
Chicago, New York, Boston, 
Portland, Seattle. 
BARBED: Elwood Glidden, Am. Glidden, Am. Special, 
National, U. S., Banner, Steel Gates. 
BANNER (formerly Arrow) STEEL POSTS. 
CONCRETE REINFORCEMENT. 
BALE TIES: Old reliable brands. 


TELEPHONE WIRE. 
WIRE for every purpose. 


Quick Delivery. Write us for selling plans. 
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Classified Opportunities 





BUSINESS OPPORTUNITIES 


HELP WANTED 





FOR SALE—Stock of general hardware, electrical supplies, paint, glass, 
etc. Located in Southeastern Kansas. City of Frontenac, 3,500 popula- 
tion. Stock and fixtures will invoice around $6,000. Good ‘clean stock. 
Rent reasonable, $20.00 per month. Size of building 18 x 130 ft., made 
ef brick. Can also get lease on building. Insurance 9lc per hundred on 
stock. I have good reasons for wanting to sell out. This is the only 
ete hardware and electrical store in town. Address N. E. TORDEUR 

RDWARE, Frontenac, Kansas. 





SALE—Eighty feet of sectional shelving, two sections high. 
Forty-nine feet of glass shelving. Four six 
All in mahogany finish. We will dispose of 
. SMITH HDWE. CO., 314- 


FOR 
Thirty feet of open shelving. 
foot polish plate glass cases. 
all or part at a very attractive price. C. E 
316 E. Washington St., New Castle, Penn. 





EXPERIENCED SELLER OF NOVELTIES, familiar with cutlery, 
would be willing to buy into going manufacturing concern, to the extent 
of about $50,000, making low priced line of flatware, or take over entire 
small plant. Must have good possibilities. Address Box G-976, care of 
Harpware Acre, New York. 





WANTED TO BUY—Outright, small factory making hardware spe- 
cialties of merit or will consider proposition to manufacture any good 
specialty om a royalty basis. Write us with full particulars as to what 
gaa to offer. Address Box G-1000, care of Harpware AGE, New 
ork. 


FOR SALE—ELECTRIC HARDWARE, household goods 
Annapolis, Md., established 27 years. Busiest shopping district. Gross 
rofits last year $15,908.22. Only those experienced in above lines; our 
ank here will finance 50 per cent purchasing price of business. Address 
Box H-30, care of Harpware AGE, New York. 





store at 





WANTED—INTEREST IN a live going retail hardware concern in 
town of 4,000-8,000 located in Southern New England or New York by 
experienced young man. References exchanged. Address Box H-18, care 
of Harpware Ace, New York. 





FOR SALE—A PLUMBING and sheet metal business in good town of 
eleven hundred people. Stock and tools invoice around $5,000.00. Very 
attractive price. Terms on part to right parties. Address Box H-29, care 
of HArpware AGE, New York. 





FOR SALE—HARDWARE BUSINESS in good live town; will invoice 
Established over 50 





about $8,000. Low overhead; doing good business. 
years. Owner retiring. Can interest anyone looking for an opening. In- 
vestigate. CHARLES F. STAHL, Marion, Ohio. 

WHITE ENAMELING—WE SOLICIT CONTRACTS for white 


enameling articles on quantity basis. Beautiful china-white finish obtained 
by our special process. Address Department H, E. H. TITCHENER & 
COMPANY, Manufacturers of ‘‘Bathwhite’’ Fixtures, Binghamton, N. Y. 





FOR SALE—MY ENTIRE STOCK of general hardware, paints, house 
furnishings, wall —. show cards and counters at No. 19 Main St., 
Hempstead, L. I., 


— 





WANTED—TO BUY A GENERAL hardware store in a growing com. 
munity within 100 miles from New York City. State full particulars 
when writing. Address EMILE DEMBITZ, Highland Falls, N. Y. 





HELP WANTED 


SALESMEN, who have established trade and are acquainted with lines 
preferred, to sell at wholesale prices to dealers, enameled ware, aluminum 
ware, oil cook stoves, which generate gas; gasoline lamps, lanterns and 





camp stoves; flashlights, radio and flashlight batteries, electric eg 
fixtures and bulbs, electric appliances) ENTERPRISE COMPA 
CINCINNATI, OHIO. 





ENAMELWARE AND ALUMINUM SALESMEN wanted to sell high 
grade lines direct to dealers. Good commission, also full commission on 
repeat orders. Give experience and territory fully in first letter. Address 
Box G-852, care of Harpware Ace, New York. 








WANTED—A MAN WHO knows builders’ hardware to work the con- 
tracting trade. Unless you know your line, don’t apply. Contract depart- 
ment will figure . estimates. State line handled, salary expected and 
references. W. E. FROST HDWE. & PAINT CO., W. Palm Beach. Fla. 





MERCHANDISER FOR HARDWARE STORE in Western New York. 
ee money for a good man. State your qualifications. Address Box 
G-993, care of HArpwAre AcE, New York. 





WANTED—A SALESMAN 
Oklahoma, North and South Carolina, Virginia and Indiana. 
IVES MFG. COMPANY, Wallingford, Connecticut. 


FOR Mephisto tools for the “—_e-y of 
The W. A. 





SALESMEN TO SELL 
the trade. Will be given exclusive territory. P. 
Beach Station, Brooklyn, N. Y. 


A hardware line of automotive equipment to 
O. Box No. 6, Bath 





NTED—EXPERIENCED hardware salesman ees territory. 


WA 
SICKELS-LODER CO., New York Cit 


56 Murray St., 





BEST HARDWARE MAN $50 a week will procure; neighborhood 
store, open evenings. Must understand tools, sporting goods, hardware 
in all its branches. Address Box H-31, care of HArpware AcE, New 


York. 





ARMSTRONG & FLEISCHMAN, Dunkirk, N. Y., want a salesman 
to cover Western New York, selling wrought iron and steel pipe, nails, 
wire, etc., to the dealer. Give references, experience, etc. 


POSITIONS WANTED 


POSITION WANTED—BUYER AND SALES MANAGER with live 
local jobber 20 years, hardware, mill, oil well, marine and builders’ sup- 
plies. Experience, covering retail, wholesale, traveling six years, buyer 
and sales manager. ‘Can organize, buying and sales department, cata- 
logue pricing and get results. A-l references. Employed but desire 
to make new connection. Address Box H-23, care of Harpwarz Acz, 


New York. 











EXPERIENCED HARDWARE AND PAINT MAN desires position 
with manufacturer, jobber or retailer in New England, New York, New 
Jersey or Middle West. Three years retail, fifteen years wholesale. Ex. 
tensive practical experience selling, also office experience pricing, compil- 
ing, figuring profits, preparing selling information. Best references. d- 
dress Box H-26, care of HAarpwaAre Ace, New York. 





WANTED—POSITION AS TRAVELING SALESMAN, by young 
married man 25 years old, 6 years’ experience as paint, varnish and glass 
salesman; 5 years with one firm. Employed at —_— time. Familiar 
with hardware trade in Eastern Pennsylvania. If you are not willing 
to pay legitimate expenses do not waste your time and mine. Address 
Box H-20, care of HAarpwWare AGE, New York. 





SALESMAN—I AM THIRTY-TWO YEARS OLD. Have had three 
years’ retail hardware experience and seven years’ traveling. Am open 
for position with retail hardware jobber or manufacturer at reasonable 
salary to start, but position must have opportunities for the future and 
must be permanent. Address Box H-6, care of HARDWARE AGE, New York. 





SALES EXECUTIVE—Would like to manage office of a hardware 
or tool manufacturer in either Philadelphia, Boston or New York or repre- 
sent the manufacturer in these territories. Have had twenty years’ ex- 
perience as salesman, sales manager and directing head of wholesale 
corporation., Address Box G-998, care of HARDWARE AGE, New York. 





SALES ACCOUNTS WANTED 


MANUFACTURER’S REPRESENTATIVE OR SALESMAN for 
manufacturing concern available for Metropolitan District of New York for 
marine or builders’ hardware or specialty. State full particulars in first 
letter. 15 years’ experience. Can furnish best of references. Address 
Box H-33, care of Harpware Ace, New York. 








MANUFACTURERS’ REPRESENTATIVES specializing on wooden- 
ware, house furnishing, hardware jobbers, department and chain stores in 
Metropolitan New York, are open for a line to this class of trade. 
Maintain warehouse and have ample selling force. Commission basis pre- 
terred. Address H-27, care of HArpwArre AGez, New York. 





HIGH GRADE YOUNG MAN with wide selling experience in tools 
and cutlery desires to hear from reputable manufacturer. Have success- 
ful selling record and have traveled the larger centers in eight Eastern 
and Mid-Western States. Can furnish A-l references. Address Box 
H-32, care of HArpWARE AGE, New York. 





WANTED—A LINE ON COMMISSION in connection with a line of 
padlocks. I am now selling to the hardware trade in North Carolina, 
South Carolina, Georgia and Alabama. Address W. B. Rodman, 4 King 


St., Charleston, S. C 





FAMILIAR WITH GENERAL and builders’ hardware and furniture 
trade in Texas. Want line, either as main or side line. Must stand acid 
test and be repeater. Address Box H-8, care of HarpwareE Ace, New 


ork. 





WANTED--BY SALESMAN of fifteen years’ experience, hardware or 
kindred lines, to sell in Mississippi on commission. Lines that run into 
volume most desired. Address Box H-2, care of Harpware Ace, New 


York. 











I WANT FACTORY REPRESENTATIVE lines, cutlery, tools, house- 
furnishing goods, axes, etc. Nothing but Al lines. For the States of 
Mississippi and Louisiana. Other States considered. Will furnish first 
class references. Write me Box 418, Tupelo, Miss. 











Let US Help You Word Your “‘Want.’’ 
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Classified Opportunities 





SALES REPRESENTATIVES WANTED 


WELL KNOWN PIRM DESIRES REPRESENTATIVE PACIFIC 
COAST STATES TO SELL FINEST LINE ENGLISH CUTLERY 
MADE, ALSO OTHER GOOD LINES CUTLERY AND LIGHT HARD- 
WARE, CUTLERY SALES EXPERIENCE ESSENTIAL. MUST DE- 
VOTE ENTIRE TIME TO OUR LINES. AN OPPORTUNITY TO 
BUILD UP PAYING BUSINESS. PERMANENT CONNECTION. 
ADDRESS BOX H-4, CARE OF HARDWARE AGE, NEW YORK. 


NEW ENGLAND'S largest clock and watch house, also Ingersoll watches, 
desire several high-grade, live-wire, hustling representatives as side-line, 
on commission basis, for Illinois, Indiana, New York, Pennsylvania and 
Middle Atlantic States. In first communication state territory desired and 
references. INTERNATIONAL CLOCK & WATCH CO., 93 Federal 
St., Boston, Mass. 


SALESMEN WANTED —CALLING ON retail hardware trade in New 
York, Pennsylvania and Ohio to handle side line of Sole leather. Attrac- 
tive proposition. Liberal commissions. Reply, stating lines now handled 
oe ad covered. Address Box H-21, care of HArpware AGE, 

ew ork, 


EASTERN MANUFACTURER OF BUILDERS’ 
several territories open for representation. In first letter 














HARDWARE has 
state lines 





carried, exact territory covered and houses represented. Address Box 
H-13, care of Harpware Ace, New York. 
SALESMEN CALLING ON the retail hardware trade in the New 


Bey States, the Northwest, and the Pacific Coast to carry a sideline 
igh grade pocket knives on commission. Address Box H-16, care of 
aT. AcE, New York. 





SALES REPRESENTATIVES WANTED 


PROMINENT STOVE MANUFACTURER of well known trade-mark 
line is launching national expansion program on most complete, best de- 
veloped and priced line of Heat Circulators on the market. Line also 
includes heaters and ranges of all types and fuels. Strong gas line. 
Straight commission compensation. Big money making opportunity. Your 
territory may be still open. Want to hear only from big producers with 
established territories. State in detail territory covered and sales volume. 
Address Box H-14, care of Harpware AGze, New York. 








SALESMEN, REPRESENTATIVES, AGENTS to handle popular 
priced high grade all-steel, white enamel recess bathroom medicine cabinets, 
selling to jobbers, building supply houses, hardware dealers to the con- 
tractors and builders, architects, hotel and apartment house builders; 
liberal commission and exclusive territory to real salesman that can sell 
and guarantee results. Address Box H-28, care of HaArpWARE AcE, 


New York. 
SALESMEN OR SALES AGENCY 





to sell a $5.00 Radio Set com- 
All territories open. Live 





plete, to hardware and department siores. 
wires only. Give full particulars in first letter. Write to MR. A. LYMAN, 
Sales Manager, CYCLONE RADIO RECEIVER CORP., 65 West 
Houston St., New York City. 

WANTED—WHOLESALE STOVE AND RANGE SALESMEN, 
strictly commission basis. Excellent territory. Established line. Address 


Box 671, Marion, Indiana. 


SALESMEN WANTED—For most all States, by manufacturer in busi- 
ness fifteen years, now specializing on but two hardware items. Address 
Box G-999, care of Harpware Ace, New York. 











FORSTNER BITS 


The Forstner Labor-Saving Auger Bit, unlike other bits, is 








guided by its Circular Rim instead of its center, consequently it will bore any 
arc of a circle and can be guided in any direction regardless of grain or knots, leaving a 

expeditious than chisel, gouge, scroll-saw, or lathe tool combined for core 
boxes, fine and delicate patterns, vencers, screen work, scalloping, fancy 
scroll twist columns, newels, ribbon moulding and mortising, etc. 


THE PROGRESSIVE MFG. co. --- TORRINGTON, CONN., U.S.A. 


odie 
© esac ne 


One of the Most Remarkable Tools for Wood 
Working Ever Invented for Brace and Machine 


— 


true polished surface. It is preferable and more 











STANDARD SINCE 1865 


For 58 years Priest’s Clippers 
have given universal satisfac- 
tion. None sell so readily to 
Barbers and Horsemen. We 
make both kinds. 


American Shearer Mfg.Company 
Nashua, N. H. 








Tungsten Lamps is shown by 20,000 re 
tailers and 500 jobbers who sell them 
Consolidated Electric 
Lamp Co. 
DanVers, Mass. 
‘‘Licensed under the General WHiectrie 
Company’s Incandescent Lamp patents.’’ 

















THE WONDERFUL NEW BRUSH- 
ING LACQUER. Dries in less than 
one-half hour. 

Write for details today ! 


Ca 
HOUSEHOLD THE GLIDDEN COMPANY 


National Headquarters 
LACQU E RO D CLEVELAND - OHIO 

















Handy Craft 
The New Steel Building 
Toy for Boys 
Retails for 75 Cents 
THE HART & COOLEY CO., New Britain, Cona. 


























New Catalog of Stone Working 
Tools and Supplies—just off the 
press—free on request. Send for 
it today. 
Trow & Holden Company 
Barre, Vermont 





American Can Company 


CARPENTER’S 
—CHALK— 
STANDARD CRAYON CO. 


Danvers, Mass. 

















Oil, Molasses and 
Dairy Gates 
Perfection Pattern. 
Made in All Styles. 


Syracuse Stamping 
Co 








Syracuse, New York 


J. L. THOMPSON MFG. CO. 
Waltham, Mass. 
Tubular and Bifurcated 


=EBET & to 


ELEVATORS 
DUMBWAITERS 


Write for our catalog 
Energy Elevator Co. 
211 New St. Philadelphia 























SCYTHES 


_ sinee 1912. 


RIXFORD 228iStnescove| 


Axes since 1880. 


AXES 
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INDEX TO ADVERTISERS 
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THE ADVERTISERS LNDEX is published ka & convenience and not as @ part of the advertising contract. Every care will be taken to index correctly. 
to insert. 


allowance will be made for errors or failure 
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JOBBERS 


Write for prices and full in- 
formation. This will be 1926's 
outstanding nozzle. 
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BECAUSE 


—Mueller engineers have designed a nozzle that can 
throw more water further. It will cover more 
ground in less time. Tests prove it. Reduces 
sprinkling time and saves hose. 


—because this nozzle is made by a NEW process— 
hot brass forged under 300,000 pounds pressure, 
making it dense, strong and leakproof. An exclu- 
sive feature. 


—because in the Red Band nozzle have been em- 
bodied these exclusive selling features—nickel finish 
for better appearance and preventing tarnishing; a 
threaded rubber washer that won't get lost; a trade- 
mark you can’t forget—a red band of “Duco.”’ 


—because nearly three-quarters of a century of suc- 
cessful brass making is behind every Mueller 


product. 





Port Huron, Mich. OL 4 
: 2s 
(Associated with Mueller Co., Decatur, Iil., and Sarnia, Ont.) \. UE 


QUALITY BRASS GOODS SINCE 1857 


MUELLER RED 


















© 1926 R.A. Co. 


SS Hiss 
~ 


WE 


HARDWARE AGE 


= = a aa ese 
—————y e 
. ; 





Se = =< oe SE 


-oo <oN a “ESmBaNy., ‘we. 









3a on- SS S 








= z a SIs 
= a 




















oo 
Laan As 
at 


TRA 
HL RANGE 


rogressive , 
Bure nd no 


oO 
<y oo COMMANY. Ine. 















































Reningion Ser. 
ARROW 


EXTRA. LONG RANGE 


Progressive Burning S 








THE LONGEST RANGE SHELLS 


Remington’s Latest Achievement! 


RROW EXPRESS and Nitro Express—re- 
member the names and tell the sports- 
men about these extra long range loads. 
They are sure to appeal to hunters, as 
they excel, outshoot, and will outsell other 
long range loads. 


Arrow Express, high brass base wetproof 
shells, are furnished in 12 gauge only—?, 4, 
5,6 and 7 chilled shot, and are loaded with 
America s finest progressive burning pow- 
der to a uniform velocity in excess of that 
obtainable with 334 drams of bulk smoke- 
less, and amaximum shot charge of 114 oz. 


Nitro Express are the same loads in the 
Nitro Club-Wetproof shells. They are 
the longest range loads, and the lowest 
priced that are loaded with the maximum 


charges of both powder and shot. 


Nitro Express Shells take the place of the 
Heavy Duck Loads in the Remington 
(same Load line, and are furnished in 12, 
lo, dnd 20 gauges. Jhe wide variety of 
shot sizes, chilled and drop, gives the 
sportsmen a universal long range load for 
field and water fowl shooting. 


Hunters have tasted the thrills of long clean 
kills. THey want more, and more. Rem- 
ington provides the longest range with 
Nitro Express and Arrow Express Loads. 
A demand for these loads will be stimu- 
lated by a nation-wide advertising cam- 
paign. Have a stock on hand when the 
season opens. Anticipate your require- 
ments now. Write for descriptive circular. 


REMINGTON ARMS CoO., Inc. 


25 Broadway 


Established 1816 


New York City 


Remington, 











RIFLES 


AMMUNITION 


SHOTGUNS 


GAME LOADS 


CUTLERY 
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